Top Cars 


ar registrations for five 
, plus 18 states for June: 


Make 1956 Pos. 


Ford 571,183— 2 
Chev. 688,178— 1 
Plym. 222,778— 4 
Buick 257,772— 3 
Olds. 206,698— 5 
Pontiac 167,275— 6 
Mercury 123,230— 7 
Dodge 96,927— 8 
Cadillac 63,953— 9 
DeSoto 46,23A—11 
Chrysler 49,757—10 
Rambler 32,098—13 
Stude. 39,519—12 
Lincoln 18,854—14 
Imperial 4,646—18 
Nash 13,187—16 
Met. 2,184—19 
Packard 15,586—15 
Hudson 6,062—17 
Cont’ 855—20 
Misc, 34,559 
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Total All Makes 
2,661,585 


Further details on page 44. 


t-Belt Probe 
Start Aug. 5 


House Group to Hear 
Factory Witnesses 


‘[ASHINGTON. — Auto - factory 
| representatives will be included 
witnesses when the House 
t Safety subcommittee begins 
ts Aug. 5 on the value of 
belts. 

hearings are expected to run 

e or four days. 


witnesses are slated from 
S. Public Health Service, 
p College of Surgeons, 
Force, Cornell University 
College and the UCLA 
of Transportation and 


subcommittee touched briefly 
y belts during hearings 
this year. 
> . o 
ee FAR the car manufacturers 
Rave refrained from giving all- 
indorsement to seat belts, appar- 
on the ground that evidence 
to their value is not yet fully 
usive. 
x is also ) ome that public 
te of belts as an item 
: ft optional equipment has not 
overly enthusiastic, 
: hearings are likely to in- 
Mide discussion of a safety-belt 
f introduced by Rep. Kenneth 
Alabama Democrat and 
mmittee chairman. The bill 
empower the Secretary of 
merce to prescribe safety 
bios ds for auto belts sold in 
, ate commerce. Violations of 
Mae Standards could result in fines 
fe $1,000 and imprisonment. 


a 
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_ Auto Production Climbs 


By John K. Teahen Jr. 
a Staff Writer 
WTO production registered its 
* Second consecutive weekly gain 
mm week as U. S. manufacturers 
‘fned out an estimated 118,266 
m. The previous week’s output 
was 117,205, 
ite the 1,061-unit a 


ough last Saturday, the five 
producers had assembled 421,- 
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GM Receptive to Se 
But Declares New Law Is Needed 


Dealer Support Developing Hands Tied Now 


For ‘Survival’ 


By Joseph M, Callahan 
Staff Writer 

Gana CITY.—Support for 

the Authorized Dealers Sur- 
vival Assn.’s plan to control cross- 
selling began to roll in last week 
in the form of (1) immediate re- 
plies from about 20 percent of the 
dealers contacted, (2) contribu- 
tions totalling more than $10,000 
and (3) testimonials from two past 
NADA presidents. 

The Authorized Dealers Sur- 
vival Assn. was founded earlier 
this month by NADA Regional 
Vice-President Mead Norton and 
a group of Oklahoma dealers in 
the belief that NADA will be un- 
able to do anything about cross- 
selling “man y NADA 


with Automotive N 
serted that his org 
intention of hurting 
the ADSA plan would not require 
legislation to be instituted and 
promised that as soon a service- 
responsibility scheme ig adopted, 
ADSA would be dissolv 
maining funds would be \returned 
to members. \ 

* >= > \ 


NDER the ADSA’s Owker As- 
surance Service Plan, the fac- 


Nadal Appointe 
Lincoln Sales Chief 


PPOINTMENT of Robert R. 
Nadal, 42, as general sales - 
ager of Lincoln was announced it 
week by Ben}D. 
Mills, gene al 

manager. : 

Nadal succ 
Henry B. Dani 


to another 
tion will be 
nounced at a la 


Mercury. In his new position, he 
will direct the sales activities of 
Lincoln’s 13 district sales offices 
and 1,375 Lincoln dealers. 


514 cars this month. It would re- 
quire more than 26,000 cars a day 
for the three remaining work days 
to hit 500,000. The daily average 
has been about 23,500 the last two 
weeks. 
* - om 

ir JUNE, assemblies barely 

climbed over the half-million 
mark with a total of 500,271. July 
production is expected to be about 
492,000, compared with 448,476 in 
the corresponding month last year. 

Last week's 118,266 figure was 
95.8 percent of the Automotive News 
three-year index, compared with 


Campaign 


tories would charge additional 
5 percent for each caf and refund 
this sum to the deajer if the car 
was sold to a resident of his terri- 
tory. 

In ADSA’s first mail solicitation, 
letters were sent/ to about 500 
dealers—mostly to NADA make 
members in each of the 48 states. 
Within several Aays, slightly more 
than 100 replies/ were received from 
these dealers. 


thusiastic) comments of many 
dealers an indication to the 
organiza 

are de 

proble 

many @ Ts feel must be solved. 
Horner declared that the initial 

solicitation had also produced 51 

membefs who have contributed at 

least $100 each to the ADSA fund. 

(Continued on Page 51, Col, 1) 


ADSA Leaders Meet— 


Mead Norton (Buick), left, chairman of 
the board of trustees of the Authorized 
Dealer Survival Assn., and R. T. Scott 
(Chevrolet), treasurer of the organization, 
examine the letter which they have sent 
out to 35,000 dealers to get support for 
their plan to control cross-selling. Both 
men are Okiachoma City dealers. 


Sinking Car Sales, Profits 
Herald Troubled Cleanup 


By Robert M. Lienert 
Associate Editor 
ITH THE cleanup season fast 
approaching, the new-car 
market is being squeezed ever 
tighter, field reports indicate. 
Dealers say that the gradual 
wdown in sales continues un- 
ecked, that they have had but 
little luck in whittling away at 
huge new-car stocks and that 
profits have become virtually in- 
Visible to the naked eye. 

\New-car sales in July will wind 
up with the smallest total for the 
ionth since 1954, and unless there 
ig a late-in-the-month surge, they 
will not reach 500,000. 
. - = 

GOOD number of dealers is re- 
+ signed to washing down the 
drain much of the profit they 
nlanaged to wring out of a tough 
market in the first half of the year 
in order to clear their decks in 
time for ’58 models. 
“Don’t even talk to me about 
August and September,” said one 


Again 


94 | ercent on the 117,205 units of 
he week before. 


Lincoln and Rambler ended their 
1957 model rung last week, bring- 
ing to five the number of makers 
who have shut wn their lines for 
the current model, Nash and Hud- 

(Continued om Page 52, Col. 3) 


dealer last week. “It looks like 

this year will see the wildest 

cleanup since 1953.” 

There have been increasing signs 
of blitz selling efforts and mer- 
chandising marathons around the 
nation in the past two weeks, 

* * > 


/paaiaae have been advertising 
discounted units and offering 
to give away free prizes such as 
air-conditioners, ponies or movie 
cameras with each new-car pur- 
chase. 

The “96-sales-in-96-hours” type 
of promotion, which hasn’t been 
seen for some time, has also 
reared its head again. 

Delayed monthly payments and 
other assorted lenient terms are 
becoming more common. One dealer 
last week offered to sell new cars 
for one dollar down, plus insurance 
and license costs. 

In some areas, according to re- 
ports, banks and other financial 
institutions have eased credit re- 
quirements somewhat in an effort 
to help dealers bail out on ’57s. 

. 


[pBaLans express worry over the 
outlook, in view of the fact that 
recent factory-sponsored sales con- 
tests did little to whip up buyer 
action. 

“Now we're left to clean up 
without the benefit of prizes and 
bonuses,” said one. 

The concern ig not all at the 
dealer level, either. Some factory 
sources have admitted privately 
that “dealers are loaded and the 
pipelines are jammed.” However, 
relatively heavy production sche- 
dules remain in effect at many 
plants. 

In a nutshell, comparing July, 
1957, with July, 1956, shows that 
this year sales are down but pro- 
duction is up. 


This issue includes the monthly 


ENGINEERING SECTION 


By Justice Dept., 
Curtice Tells Bell 


Letter Admits Abuses 
Of Warranty Policy, 
OKs Dealer Institute 


ENERAL MOTORS indicated 

last week it would not oppose 
a service-responsibility bonus plan 
if it is adopted through an act of 
Congress. 

GM’s position was expressed in 
a five-page letter from GM Presi- 
dent Harlow H. Curtice to Freder- 
ick J. Bell, executive vice-president 
of NADA, who proposed to auto 
company presidents last month that 
service bonuses be set up to re- 
strain cross- 
selling and boot- 
legging. 

Although Cur- 
tice rejected 
Bell’s sug ges- 
tionthat GM 
voluntarily 
launch “area of 
service respon- 
sibility,” the 
GM chief ap- 

recep- 

tive to Con- H. H. Curtice 
gressional action legalizing such 
a scheme. 

“Legislation,” Curtice wrote, 
“should incorporate a formula for 
determining a minimum service fee. 
Furthermore, it should be so 
drafted as to preclude any increase 
in the price to the puhlic.” 

+” * * 
Ba last week took a copy of 
Curtice’s letter to the midsum- 
mer meeting of the Automotive 


Text of Curtice’s letter is on 
Page 8. 


Trade Assn. Managers in Montreal. 
He also was expected to submit 
the letter to NADA’s executive com- 
mittee for further study. 

Chances for enactment of a 
service-responsibility law at this 
session of Congress were remote, 
however. Civil rights legislation 
and other priority bills have al- 
ready extended the adjournment 
dates for the House and Senate far 
into the autumn. 

Curtice was the first auto com- 
pany president to reply to Bell’s 
proposals, which were made June 
17 and June 25. It was learned, 

(Continued on Page 4, Col. 1) 


Inside 
Auto News 


How speed-power ban can 
mold auto design. Page 23. 
Big Three lists first-half 
sales, profits. Page 2. 

Bills seek to clarify taxa- 
tion of reserves. Page 53. 
Wisconsin salesmen to be 
licensed. Page 3. 


New-car truck registrations, Page 44. 
Used-car auctions, Pages 4, 42. 
Output table, Page 52. 
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1,000,000th Transistor— 


Berry W. Cooper, general manager of 
Delco radio division, receives the one 
millionth high-power transistor produced 
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GM Accused at Heari 


By William Uliman 
Washington Correspondent 
WASHINGTON. 


president 
Wright rp., 
Armed Services subcommittee. 
He said the main problem is 
maintaining confidence in the 
minds of S-P employes and its 
dealers that the company will 


stay alive. C-W has a manage- | 


ment contract with S-P. 


“We have made a tremendous 


by the division from a production em-| effort to try to establish the fact 


ploye, Phyllis Davis. 


mounted on a plaque for the occasion. 


The transistor was| that Studebaker-Packard is going 


to be successful and it will,” he de- 


South Carolina Title Law 
Will Affect Dealers First 


COLUMBIA, 8S. C.—South Caro- 
lina’s new motor-vehicle title law, 
which takes effect Jan. 1, 1958, will 
apply initially only to dealers, it 
has been learned. 


Beginning Jan. 1, a source ex- 
plained, dealers will have to ob- 
tain title certificates from the 
State Highway Department for 
all new and used vehicles they 
sell. 

The certificates will be in addi- 
tion to the registration cards issued 
when license plates are sold. 


It is estimated that by the end 
of 1960, some 60 percent of the 
vehicles in the state will become 
titled through routine turnover of 
used cars and the sale of new ones. 

However, during that three-year 
period, every owner must secure & 
title certificate so that every car 
will be titled by Jan. 1, 1961. Ve- 
hicles not titled by that date will 
not be eligible for license plates. 

To title his car, an owner must 
establish proof of ownership and 
pay a fee of 50 cents. The titles 
will show the highway depart- 
ment whether the vehicle is en- 


Tax Relief Drive 
‘Building Up,’ 
NADA Reports 


WASHINGTON. — NADA said 
last week its campaign to get the 
ball rolling toward tax relief for 
small business is “building up.” 

Rowland Kirks, legislative coun- 
sel, indicated he was “encouraged” 
by, response to his plea that dealers 
write their Congressional represent- 
atives asking that immediate 
hearings be held on a tax relief 
measure. He added, however, that 
he is not yet satisfied with the vol- 
ume of correspondents. 

Kirks is keeping tabs on progress 
of the campaign through carbons 
of the dealer letters—and the re- 
plies—which he requested be for- 
warded to him. 

He said he has no illusions that 
tax relief will be forthcoming this 
year, but said he was hopeful a 
sufficient volume of letters would 
prompt Congress to hold hearings 
on the matter, perhaps after ad- 
journment or first thing next year, 
with a view toward action in 1958. 
.. Specifically, NADA wants an air- 
ing on a bill exempting from Fed- 
eral taxes up to $30,000 of net in- 
come which a businessman plows 
back into his establishment as capi- 
tal investment or inventory. The 
bill would also allow a business- 
man to in advance the estate 
taxes due on his death by purchas- 
ing anticipatory tax certificates. 

Kirks also is urging a letter cam- 
paign to get a hearing on a bill 
exempting cars loaned to schools 
for driver training instruction from 
the 10 percent Federal excise tax. 

Both measures are pigeonholed 
in the House Ways and Means com- 
mittee and are likely to stay there, 
in NADA’s view, unless dealers 
take the initiative. 


cumbered by a mortgage or other 
lien. 

Persons living outside the Colum- 
bia area may handle the titling 
transaction by mail. 

Owners have been warned that 
obtaining a title certificate and 
showing mortgage liens on State 
Highway Department records does 
not replace the recording of mort- 
gages and similar instruments in 
the county of record. 

In the field of auto regulation, 
other action taken by the 1957 
South Carolina Legislature includes 
the following: 

A law providing for the licensing 
of utility trailers on a reciprocal 
basis with other states. 

A law prohibiting motor-vehicle 
racing on public roads and for- 
bidding the altering of cars for 
racing purposes. Violators can be 
fined from $200 to $600. 

A law setting up a $50-$100 fine 
or a 30-day jail term for dumping 
refuse on or otherwise litering the 
highways. 

A law allowing motorists to pur- 
chase a metal driver's license, in- 
Stead of a paper license, for 50 
cents extra. 

A law permitting attachment of 
a trailer hitch to a vehicle provid- 
ing it does not obscure more than 
two inches of the license plate. 

Also passed was a group of 
laws dealing with the height, 
candle-power and other character- 
istics of headlights and other ve- 
hicle lamps. 

It was explained that these re- 
visions were made to accommodate 
small cars which carry lights 
closer to the ground than do other 
vehicles. 


Woman Heads 


Philadelphians 


PHILADELPHIA.—Julie C. Dris- 
coll, office manager of the Phila- 
delphia Auto Trade Assn., has been 
promoted to association secretary 
to succeed Richard McMeekin, who 
resigned as general manager. 

The association has decided not 
to use the title of general manager. 





Auto Production — 139,648 cars, 
trucks in week vs. 132,610 the year 
before. 

Business Failures—266 in week 
vs. 223 the year before. 

Department Store Sales—Up 5 
percent from the year before. 

Freight Loadings — 691,991 cars 
in week, an increase of 72,003 cars 
from the yeor before. 

Jobless Claims—293,400 in week 
258,200 the year before. 

New-Car Registrations—2,664,- 
575 in 1957 to date vs. 2,661,585 year 
ago. 
New-Truck Registrations—373,- 
005 in 1957 to date vs. 400,584 year 


vs. 


ago. 

Oil Stocks — 280,458,000 barrels, 
an increase of 1,478,000 barrels in 
week. 


Soft Coal Output—7,495,000 tons 





— Studebaker- 
Packard can make a go of it in the 
automobile business, Roy T. Hurley, 
chairman of Curtiss- 

has told a House 


Business Barometer 








S-P Can Stay Alive, 
Hurley Tells Probers 


|clared. He said the effort “took 


six months out of my life.” 


The subcommittee is investigat- 
ing profits of military aircraft en- 
gine makers. General Motors was 
accused during the hearings of 


Air Force contract “manipulation” 
that “borders on actual fraud.” 
Hurley’s testimony came when 


he answered charges growing out 


of the transfer of a jet-engine over- 
haul contract from General Electric 
to a Utica (Mich.) plant Curtiss 
leased from S-P when it took over 
management of the automotive 
firm. 

Subcommittee chairman F. Ed- 
ward Hebert, Louisiana Demo- 
crat, charged that the Defense 
Department forced the Air Force 
to switch the contract. He said 
the transfer cost the Government 
$25 million on a $3 million job. 

Hurley replied that the work will 
probably cost less than $5 million. 

“I would like to make it clear,” 
he added, “that in my opinion the 
Government has not bailed out 
Studebaker-Packard. The industry 
is bailing it out. 

“We are bringing into Stude- 
baker-Packard a line of automo- 
tive products that is not so directly 
competitive with the Big Three. 
And, on that basis, the company 
can succeed.” 

Hurley said Curtiss-Wright had 
chosen not to merge with S-P in 
order to avoid charges of taking 
advantage of S-P losses for tax 
purposes and because, “We want to 
prove that Studebaker-Packard 
can make money by itself.” 

The charges against GM grew 
out of a 1952-55 contract for jet 
fighters. Comptroller General 
Joseph Campbell said a General 
Accounting Office audit of the 
project showed profit was “$17,- 
459,200 in excess of that contem- 
plated.” 

Hebert fired the “manipulation” 
charge. General Motors later issued 
a statement terming the profit 
“reasonable” and placing the rate 
of profit at 113 percent before 
taxes and 5.4 percent after taxes. 


Lane Is Elected 
ATAM President 


MONTREAL.—Carl R. Lane, ex- 
ecutive vice-president of the Con- 
necticut Automotive Trades Assn., 
last week was 
elected president 
of the Automo- 
tive Trade Assn. 
Managers, at 
ATAM’s midsum- 
mer meeting 
here. 

Elected vice- 
president was 
Lew Ullrich, man- 
aging director of 
the Kentucky Au- 
tomobile Dealers 





Cari R. Lane 

Assn., and secretary-treasurer, Les 
Sander, executive vice-president of 
the Illinois Automotive Trade Assn. 


Cross-selling, bootlegging and 
false advertising dominated discus- 
sions at the four-day meeting. John 
O. Munn, advisory editor of 
AvToMoTIve News, was elected an 
honorary member of ATAM. 








estimated in week vs. 7,306,000 tons 
the year before. 

Steel Output—s81.2 percent of es- 
timated capacity vs. 79.3 percent week 
earlier. 

Used-Car Prices—$892 in July to 
date vs. $893 in June. 

Wholesale Prices—118 percent of 
1947-49 index vs, 117.7 percent week 



















earlier. 
* + 7 
Common Stocks 
July July 1957 
24 17 High Low 
Am. Motors 7% 7% BY, 5% 
Chrysler 81% 79% 82 64%, 
Ford 56% - 572 59% 54% 
GM 45%, 46% 47% 38% 
S-P 6% 6% 8Y, 6% 
Average 39.40 39.55 
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Shown is one of four highway billboards purchased on a cooperative basis 


three competitive dealers in Dishman, Wash. Dealers taking in the cooperative 


effort are Liberty Motors (Dodge-Plymouth), Appleway Motors (Chevrolet) ang Me 


Collum Collum Motors (Ford). 


GM Takes In More Dollars 
While Selling Fewer Units 


DETROIT.—General Motors’ 
dollar sales for the first half of 
1957 were higher than in any first 
half except 1955, the corporation’s 
financial report for the period 
showed. 

Sales for the first half of this 
year were $5,914 million, compared 
with $5,869 million for the first 
half of 1956. The second quarter 
of this year showed sales of $2,- 
837 million, up from $2,304 million 
for the comparable period of last 
year. 

GM’s net income for the first half 
and second quarter showed declines. 

Profit for the first half of this 
year was $481 million, compared 
with $503 — mm year. Second 


Chrysler Sales, 
Earnings Reach 
Alltime Peaks 


DETROIT.—Chrysler Corp. 
Thursday reported that the first 
half produced the highest sales and 
net earnings in company history. 

President L. L. Colbert said 
dollar sales in the first six months 
of 1957 were $2,061,047,392, up 44 


percent from the $1,428,779,603 for T 


the same half of last year. 

The previous sales record was 
held by the first half of 1955, when 
the total was $1,884,000,000. 

Net earnings amounted to $89,- 
740,757 this year, $18,671,471 last 
year and $70,011,000 in the previous 
top half-year, 1955. 

Passenger car and truck ship- 
ments in the first six months of 
1957 totalled 817,501 units, an in- 


| crease of 38 percent over the 592,501 


units shipped during the same 
period in 1956, Colbert said. He 
said that the public demand for 
the 1957 Chrysler Corp. cars con- 


| tines to increase. 


Waddill Catching’s retirement as 
a director of Chrysler Corp., after 
28 years as a member of the board, 
was also announced. 


8 N. Y. Inspectors 
Face Hearings on 


Safety-Check Law 


NEW YORK. — The Bureau of 
Motor Vehicles has ordered the 
operators of eight automobile in- 
spection stations in the Metropoli- 
tan area to appear at hearings to- 
day and tomorrow (July 29-30). 

The bureau said it had received 
complaints from car owners that 
the operators had violated the com- 
pulsory inspection law which took 
effect Feb. 1. Upstate hearings will 
be scheduled later. 

In Albany, it was reported that 
58 complaints have been filed 
against station operators through- 
out the state. Most of them concern 
inadequate inspection or excessive 
charges for repairs. There are about 
7,000 licensed stations. 

Bureau officials also said that 
4,055 vehicles ordered off the road— 
82 of them permanently—in the 
first five months of the inspection 
program. 

Of the 3,973 suspended vehicles, 
1,894 later were restored when own- 
ers complied with requirements. 





quarter profit fell by $1 million 
a total of $220 for this year. 

Most of the gain in dollar s 
for the first half came in sales 
the Government. Defense sales wer 
up $40 million during the first hal 
compared with last year, wh 
civilian sales increased by $5 m 
lion. 












Unit sales showed decreases fog for tt 
both the first half and the seconiy POV 
quarter. assign 

The corporation sold 2,097,339 veg 'SP° 
hicles around the world in the firgy 2eeds 
half, compared with 2,284,904 
in the first half of last year. Lette 

Units sold in the second quarte Ww. 
of this year totalled 1,000,614, do you 
from the 1,074,862 units sold in has b 
comparable period of 1956. survit 

The report also showed GM i § who 
paying fewer people more to make is the 
its products this year. Average} with 
number of persons employed slip- § to pri 
ped from 595,678 for the first half § rough 


of last year to 575,824 for this 
year. 

Total payrolls went up from $1, 
441 million for the first six mont 
of 1956 to $1,455 million this 

- * 


Ford Sales in Half 
op $3 Billion 
For New Record 


DEARBORN. — Ford Motor C 
sales in the first half of 1957 
a record of $3,009,500,000, President 
Henry Ford II said last week. 

Consolidated net earnings for the 
first six months were $171,000,000. 

First-half sales exceeded by 
percent the previous first-half 
ord of $2,891,300,000 set in 1955. The} 
were 27 percent higher than the 
$2,364,500,000 recorded in the f 
half of last year. 

It was the first time in half-yea 
period that Ford Motor sales 4 
ceeded $3 billion. 

Earnings in the first six mont 
were 30 percent higher than @ 
$131,700,000 earned in the first h 
of 1956. However, they were off 7 
percent from the $234,400,000 figure 
for the first half of 1955. 

Ford’s statement also showed 8% 
decline in earnings from the f 
quarter to the second quarter ¢ 
1957. He said this was due pi 
cipally to an 8 percent decline 
sales and to higher unusual cost 
associated with the company’s ft 
product and facility expansion pro 
grams. 

Factory sales of cars and truck 
in the first half of 1957 amounted 
to 1,195,592 units, exceeded only 
the first half of 1955. Sales in the 
first half of 1956 amounted to 1 
028,284 units. 


Pankow Roof Collapses 


Under Weight of Water 


BUFFALO.—A section of roof in 
Pankow Motors, Inc., collaj 
under the weight of rainwatet, 
flooding the service department 
damaging three new cars. 

No employes were in the building 
when the collapse occurred. Rait- 
water normally is retained on the 
roof to cool the service department 
below, but recent rains apparently 
overtaxed the capacity of the struc 
ture. Damage was estimated # 
more than $5,000. 
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MAIL is full of letters from 
responsible, reliable dealers 
who have decided to discontinue. 
are more letters from dealers 
are still holding out, hoping 
conditions will change before 
gi capital is forced out of this 
pusiness. 

These letters are unanimous 
that bootlegging, cross-selling and 

ive advertising are due to 
the elimination of protected 
territory. 

So that you may get a better 
gnderstanding of the concepts of 
gealers on existing conditions, I am 
including excerpts from four letters, 
among others, that were received 
on one day on this subject. 

I have selected them because each 
of these dealers has been in the 
business not less than 20 years. 
They are located in large and small 


"S towns, they represent four different 
"S factories and are located in four 


sections of the country. 

I am sure that all dealers realize 
the necessity of becoming united 
for the necessity of contract im- 
provement, so that every dealer is 
assigned a definite area of service 
responsibility in taking care of the 
needs of some 60 million owners. 

= 


Letter Number One 


WANT to congratulate you on 
your column on car selling. It 


™ has been my opinion that the only 


survival of the retail merchant, 
who wants to be a quality dealer, 
is the return of protected territory 
with a large enough infringement 
to protect this territory to make it 
rough for an outside dealer, selling 


Four Committees 
Appointed for 
Indiana Dealers 


INDIANAPOLIS. — Paul Abel, 
president of the Automobile Deal- 
ets Assn. of Indiana, has appointed 
the following committees: 

Lecistative —Stanley Pressler, 
ADAI vice-president, chairman; 
Elson G. Sims, past-president, vice- 
chairman; H. O. McGee; John 
Earnshaw; Richard J. Smith; Fred- 
erick M. Sutter; W. A. Grawe- 
meyer, and Walter Bales. 

Berrer BuSINESS STANDARDS — 
Richard M. Smith, ADAI recording 
secretary, chairman; William Dor- 
ner, vice-chairman; Verlin Brown; 
Gerald Overmeyer; Harry Adams, 
and Sutter. 

MemebersHip—E arnshaw, chair- 
man; Frank Crews, vice-chairman; 
Adams; Richard M. Smith; Richard 
J. Smith; Glenn Pitman; A. A. Mil- 
ler; Kenneth C. Kent; Tom O’Brien, 
and Sutter. 

ConvenTION — McGee, 
Adams, vice-chairman; 


chairman; 
Fred Mc- 


Kown; C. H. Hilderbrand; Godfrey 
Harrison; Dorner; Brown, and 
Sutter. 
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|the same product, to step in and 
capitalize on your efforts. 

Is it any wonder that all the 
factories have a steady drive on 
for dealers encouraging young 
blood into the sales organization, 
when knowing all the time it is 
just a stopgap in trying to plug 
a big hole in a very, very leaky 
business? It is impossible to en- 
courage high caliber individuals 
in this field under the present 
methods, 

I am calling this to your atten- 
tion because our thinking is in strict 
accordance of customer considera- 
tion, and this is the only way that 
the retail automobile dealer can 
survive, You, seem to be our hope 
of pushing this thing across before 
it is too late. . 

* 


Letter Number Two 


OU PROBABLY hear from a 

relatively small number of 
dealers who read and appreciate 
your weekly comments, This as- 
sumption is based on the fact that 
your articles are discussed by the 
dealers in this area at our meet- 
ings, yet none of us has expressed 
his appreciation to you. 

This, my first letter ever written 
as such, is to express my personal 
appreciation for your keen per- 
ception of what is happening to 
the retail automobile business 
expressing causes, effects and 
remedies in your current articles 
on cross-selling. 

You have met the criticism of the 
few who think they may be profit- 
ing from this practice as well as 
laying the facts concisely before 
the manufacturers. 

Perhaps every dealer thinks he 
has been hit harder than dealers 
in other sections, but I assure you 
this practice has affected both 
large, medium and small dealers. 

Cross-selling has a snow-balling 
effect on lowering grosses so it has 
to hurt all size dealers. In my 
opinion you have struck at the 
heart of our problem, Please keep 
up the good work and again accept 
the thanks of thousands of dealers 
who may not have taken the time 
to write to you, 

> > 


Letter Number Three 


HAVE been a dealer since 1935. 

I have just finished reading your 
article in Automotive News of this 
week. 

I liked it so much I thought I 
would comment on it. You have 
pointed out all the flaws that are 
causing the ills of the franchised 
new car dealers. 

My town is about 12,000 popula- 
tion, 

We have seven franchised new- 
car dealers, We have two large 
used-car dealers, which is no 
different than lots of other sec- 
tions. These used-car dealers can 
deliver, and now have on hand, 
almost any make of new car. 

Bootlegging is, in my opinion, the 
prime trouble for both the factories 
and franchised dealers. 

The new cars that are bootlegged 
are not pre-checked before they are 
delivered. 

Under the present system, if not 
corrected with the protected terri- 
tory, many franchised new-car 

dealers will go under and the fac- 
tories will be in trouble, 
+ 


Letter Number Four 


I AM so happy to see the thinking 
changing now to service area 
responsibility instead of closed 
territory — closed territory is 
desirable but in our opinion not 
obtainable due to the Justice De- 
partment. 

However, auto dealers here be- 
lieve service area compensation is 
obtainable; the Justice Department 
seems receptive to it. We suggest 
an easy way is for factories to re- 
vise discounts on cars—at no cost to 
factories at all, Example: Revise 
the initial discount downward, then 
pay the difference to the selling 
(Continued on Page 51, Col, 2) 
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Dealers tell me 


By John 0. Munn 
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PAA Forms Truck Committee— 

Attending a meeting which formally launched the new truck committee of the 
Pennsylvania Automotive Assn. were, from left, seated: Karl M. Richards, AMA; 
Edwin W. Parkinson, PAA assistant manager; Edward Gogolin, Pennsylvania Motor 


Truck Assn. general manager; E. A. Sahli, 


committee chairman, Beaver Falls (Chevro- 


let). Standing: Mark Baver, AMA; Harold Reslink, Erie (GMC); William Andrews, Butler 
(Dodge); Robertson Cameron, PMTA; Paul Canning, Greensburg (White); George Wolfe, 


PMTA; Frank Pultz, Greensburg (International), and Leroy Smith, 


* * * 


NADA, 
* 


* + 


Pennsylvania Dealer Group 
Forms Truck Committee 


By George E. Shelley 
Staff Correspondent 

PITTSBURGH.—A new Pennsyl- 
vania Automotive Assn. truck com- 
mittee has been officially launched 
here. 

Representatives of the Automo- 
bile Manufacturers Assn. Penn- 
sylvania Motor Truck Assn. and 
NADA were guests at the organ- 
izational meeting. 

Considered of major importance 
to the future welfare of the in- 
dustry in Pennsylvania, the com- 
mittee was appointed by Robert 
N. Romesburg, Uniontown, PAA 
president. 

E. A. Sahli (Chevrolet), Beaver 
Falls, who is also chairman of 
NADA’s truck committee, is serving 
in the same capacity for the Penn- 
sylvania group. 

Edwin W. Parkinson, PAA 
assistant manager, explained the 
group has a twofold purpose: 

1. To discuss legislation to be pro- 


posed at the next session of the’ 


Legislature changing the basis upon 
which commercial vehicles are reg- 
istered from the present method to 
a manufacturers’ gross vehicle 
weight rated basis. 

2. To develop a program to “up- 
grade” the business of retailing 
trucks in Pennsylvania. 

Principal speaker at the meet- 
ing was Karl M. Richards, man- 
ager of the truck division of 
AMA, who led the discussion by 
outlining the needs for uniform 
commercial vehicle laws 
and registration, and explained 
the details of a MGVW proposal 
which he stated—if enacted in 
Pennsylvania—could well become 


Richards said that presently there 
is no standard for classifying com- 


Auto Salesmen 
To Be Licensed 


In Wisconsin 


MADISON, Wis.—State officials 
are working out details for the en- 
forcement of a new regulatory law 
that adds auto salesmen to the long 
list of trades and professions li- 
censed and controlled by the State. 

Melvin O, Larson, ioner 
of the Motor Vehicle Department, 
said he expects to have a form 
of examination completed by fall 
for the testing of applicants for 
salesmen’s licenses that are re- 
quired under the new act. 

The law applies to new appli- 
cants, although the commissioner 
is empowered to call for the ex- 
amination of presently working 
auto salesmen if he deems it neces- 


sary. 

Legislators who sponsored the 
law defended it as a means of pro- 
tecting the auto-buying public. It 
is one of the few statutes of its 
kind in the country. The depart- 
ment had been licensing auto sales- 
men, but it was a routine gesture. 
Licenses were granted to employes 
of dealers, at the latter’s request. 

There now are about 9,000 auto 
salesmen in the state. 


mercial vehicles in the various 
states, and held there has long been 
a need for a common basis for 
registering commercial vehicles. 

He explained the method used 
at present in Pennsylvania is based 
on a brake and horsepower formula, 
designed to assure commercial truck 
users they will have sufficient brake 
surface and horsepower for safe 
operation of such vehicles on the 
highways. 5 

The manufacturers gross vehicle 
weight proposal, Richards said, 
would take into consideration the 
factors of sufficient brakes and 
horsepower, along with sufficient 
frame, axle, wheels, clutch and 
other engineering features in order 
to assure the purchaser that the 
vehicle is adequate and safe to 
carry the load for which it is reg- 
istered. 

A discussion was held following 
Richards’ talk, during which Ed- 
ward Gogolin, general manager of 
PMTA, and two members of his 
staff, Robertson Cameron and 
George Wolf; Leroy J. Smith, 
NADA representative, and Parkin- 
son participated. 

Parkinson said that, on behalf 
of the PAA committee, he will 
keep NADA and association man- 
agers in other states informed on 
the progress being made. 

In addition to Sahli, other mem- 
bers of the committee include: 

Cecil Fisher (Ford) Ambridge, 
William Andrews (Dodge) Butler, 
Frank Pultz (International) Greens- 
burg, a PAA director; Paul Cun- 
ningham (White) Greensburg, 
Harold Reslink (GMC) Erie, and 
Kenneth Thompson (Studebaker) 
Pittsburgh. 


Pittsburgh Dealer Group 
Plans Outing Aug. 26 
PITTSBURGH. — The Pittsburgh 
———- Dealers Assn. will hold 
summer outing and golf party 
- Longue Vue Country Club Aug. 





General chairman is John Mc- 
Kean; Bob Smith is prize chairman, 
and Bill Samson is golf chairman. 


On_ the 








next May 12-13. 


House .. . 


, Latest count in Northern California association’s 
ae poll shows 85 percent of dealers favoring some form 
a of territorial security . .. Compliance with Pennsyl- 
vania’s new Sunday closing law has been “excellent” 
thus far, PAA reports .. . Salt Lake City dealers 
contemplating an auto show in late fall or shortly 
after first of year... 
Several state associations are advising their 
members to be cautious about ordering 1957 


association manager, was in Detroit last week 

to line up makers for Dallas show; told me about a unique sales 
help his associcttion now has under way (more details later) .. . 
With increased number of foreign cars, Pennsylvania is warning 
dealers to be very careful that all equipment on these cars meets 
state restrictions . . . Toledo dealers will stage golf outing Aug. 16 
... Pennsylvania dealers will hold annual powwow in Atlantic City 





Cross-Sellers Get 
28 Percent of 
Flint Market 


Buyers Are Loyal 
To Product But Not 
To Local Dealers 


Eprror’s Note: This is the second 
of @ series of reports on cross- 
selling. 


By Joseph M. Callahan 
Staff Writer 

LINT.—Is cross-selling a serious 

automobile retailing problem or 
is it merely the latest evidence of 
dealers’ chronic complaining? 

A careful analysis of Flint 
registration figures for a five- 
week period, as compiled by the 
Michigan Automobile Dealers 
Assn., reveals that 28 percent of 
the vehicles registered in that 
city were cross-sold—certainly a 
bothersome problem for the Flint 
dealers, A total of 456 cars were 
sold in Flint by outside dealers 
and 1,130 were sold by Flint 
dealers. 

The period, Apr. 30 this year to 
June 3, was selected at random, as 
was the city of Flint. 

Flint is not a typical town, since 
it is an extremely strong General 
Motors market, being the home 
of Buick, a Chevrolet plant and 
AC Spark Plug. Percentagewise, 
however, this factor apparently has 
neither fostered nor hindered cross- 
selling. 

> ” * 
- OTHER words, although the 
presence of GM plants was ex- 
tremely conducive to product 
loyalty, it was not conducive to 
dealer loyalty. 

For example, Flint’s two author- 
ized Chevrolet dealers, Sum mer- 
field and Applegate, sold 438 units 
during this period. 

But an examination of the 
registrations brought out the 
amazing fact that 47 other Chev- 
rolet dealers “pumped in” a total 
of 191 units to Flint residentse— 
an even 30 percent of total sales. 
Of these 47 other dealers who 

sold to Flint residents, 25 sold only 
one car and 12 other dealers sold 
fewer than five units. In addition, 
40 of the 191 “cross-sales” were by 
four dealers less than 10 miles 
from Flint city limits, making it 
debatable whether these are cross- 
selling dealers or not. 

These facts point to the conclu- 
sion that the auto industry is not 
so much plagued by “cross-selling” 
as it is by “cross-buying,” the dis- 
tinction being whether the seller or 
the buyer takes the initiative in the 
long-distance sale. 


Haunted Dealer 


Cre™ thus, the average sub- 
stantial dealer is haunted more 
by the far-traveling shopper scour- 
ing the countryside in search of a 
“deal” than he is by the sharp- 
shooting dealer scouring the coun- 
tryside in search of a “sleeper.” 
The only contradictory ele- 
ment in this picture is that one 
dealer — Don McCullagh of De- 
troit (59 miles away)—sold 45 
Chevrolets in Flint during these 
five weeks. This was 23 percent 
(Continued on Page 6, Col. 2) 


























—Pere Wemuorr, Editor, 
Automotive News 
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Letter Admits Abuses of Warranty Policy... 


GM Receptive to Service Bonus 


_ (Continued from Page 1) 
however, that Henry Ford II, presi- 
dent of Ford Motor Co., had asked 
his legal department to make a 
thorough study of the service- 
responsibility proposal. 

The GM president's letter to 
Bell made an unusual admission 
about dealer service—“it is not as 
effective as it should be.” This 
was in reference to a proposal by 
Bell that the GM warranty policy 
be changed. 

Curtice also accepted Bell’s sug- 
gestion that $1 per vehicle be set 
aside to finance an Automotive Re- 
tailing Institute. If GM dealers so 
request, GM will add $1 to each car 
and truck invoice and forward the 
amounts to NADA, Curtice said. 


GM is continuing its study of 
warranty policy and is “hopeful 
that we can make changes in our 
policy program which will improve 
customer goodwill and benefit the 
dealers and the corporation,” Cur- 
tice said. 

” = + 

“MJO CHANGE can be made in 

our standard warranty, as con- 
trasted with our extended warranty 
policy, during the term of our cur- 
rent dealer selling agreements, be- 
cause it is incorporated in those 
agreements,” he said. 

Conceding that the extended war- 
ranty policy has created illwill and 
increased administration costs, Cur- 
tice noted the following short- 
comings in the program: 

1. Some owners are not receiv- 
ing the benefits of the policy, 
while others are being furnished 
service without charge for items 
not covered by the policy. 

2. Some dealers are not adequately 
preconditioning the cars prior to 
delivery in the expectation that the 
necessary work will be performed 
under the extended warranty 
policy. 

3. Some dealers delay warranty 
policy service on cars sold by other 
dealers, while giving preferred at- 
tention to service work for their 
own retail purchasers. 

> > > 

URTICE said that any law to 

permit  service-responsibility 

bonuses would “serve no purpose” if 
it provides merely for a service- 
responsibility fee. 

“Under existing laws,” he ex- 


Tax Bureau Sued 
In Sale of Cars 


CINCINNATI — Willard Frey, 
owner of Bill Frey Motors Co., has 
filed suit for $6,879 against the 
Internal Revenue Service. 

In his District Court suit, Frey 
charged that he had purchased 10 
autos from the IRS this year for 
$7,325 and found later that he 
couldn’t get certificates of title 
until he paid $6,897 to a local bank. 
Frey alleged that the IRS district 
director had failed to mention the 
mortgages when he offered to sell 
the cars. 

The cars had been seized from a 
Cincinnati television repair concern 
for nonpayment of Federal taxes. 












Edsel Dealers Form Ad Association— 


plained, “such a fee may be paid 
to the servicing dealer if it is based 
on out-of-pocket expenses, but the 
fee payable on this basis will not 
even minimize cross-selling.” 

Noting that the Justice Depart- 
ment now would permit voluntary 
payment of a $6 to $10 out-of- 
pocket servicing fee, Curtice sug- 
gested that effective legislation 
should sanction the additional 
cost of providing standby service 
facilities.. The Attorney General 
has ruled that the added cost for 
facilities, amounting to $75 or 
$100, could not now be paid with- 
out legislation. 

“The Attorney General,” Curtice 
stated, “recognized the problem, but 
stated that the Department must 
consider the law as being inter- 
preted by the courts and that, un- 
der prevailing interpretations, they 
could not approve a service fee 
based on the additional cost for fa- 
cilities. 

“This opinion merely confirms the 
position previously taken by the 
Department of Justice. However, it 
indicates that the Department has 
taken a strong position on this 
question. 

“Surely, in view of this, no one 
could expect that General Motors 
should subject itself to a potential 
liability in future years to 18,000 
dealers,” he declared. 


Questions on Code 


URTICE asked Bell several ques- 
tions in commenting on the 
NADA leader's proposal that a code 
of business standards be made a 
part of the sales agreement. These 
questions follow: 


“Would they (a study group of 
antitrust lawyers and dealers) 
agree to supervisory enforcement by 
the Federal Trade Commission, and 
would they and the Commission 
agree that violation of the code 
might be grounds for termination 
of the selling agreement? 


“What of the more controver- 
sial and technical provisions 
which present questions of rea- 
sonable and unreasonable re- 
straints of trade and commerce? 


“Assuming that a satisfactory 
code of business standards could be 
drafted, what if a dealer refuses 
to amend his selling agreement to 
include such a code? 

“What if he believes that the in- 
corporation of such a code in a re- 
newal agreement constitutes a 
breach of good faith? 


> > . 
“Wyaet if the public does not 
want this protection? In the 
past, many customers have indi- 
cated that they are more interested 
in price than value. 

“Will Government agencies and’ 
Congressmen be sympathetic to 
such a code, if they feel that legis-| 
lation having that objective in-| 
fringes upon the right of the public 
to purchase automobiles from whom 
and at prices they elect? Past ex- 
perience would indicate that they 
will not be sympathetic. 

“What of the correlative rights 





Northern California Edsel dealers are shown at the initial meeting of incorporators 
- for the purpose of electing temporary officers and directors of the Northern California 
Edsel Dealers Advertising Assn. From left are Thomas Bonasera, San Jose; Al Cor- 
fese, Richmond; Chester H. Brandon, association attorney; John Harvey, Foote-Cone 
and Belding account executive; W. E. Boyer, Edsel San Francisco district sales man- 
ager; Dayne Wilson, assistant district manager; Tony Cortese, Richmond; L. H. John- 
son, San Francisco, and E, L. Bernadas, Fresno. Temporary directors not in the pic- 
ture are, S. R. Beamer, Sacramento; G. K. Hardt, Santa Rosa, and G. E. Towne, Red- 


wood City. 








of the dealers under the same 
laws and in the same free enter- 
prise system to sell automobiles 
where they wish, assuming they 
perform all their obligations as 
dealers?” 

Curtice agreed with Bell that 
bootlegging and cross-selling are 


“very real problems.” But the GM}/ 


chief said the corporation’s power 
to undertake solutions for these 
practices was limited by existing 
conditions and laws. 

“Representations and obligations 
undertaken by dealers when they 
entered into their selling agree- 
ments may present a basis for deal- 
ing with some situations,” Curtice 
said. 

“On the other hand, the dealers 
who want to bootleg and cross-sell 
know how to protect their positions 
in handling these transactions — 
after all, both new and used-car 
dealers have received a very good 
legal education on these subjects in 
the past 18 months.” 

+ 4 + 


Feuds in the Family 


EN GM adopted its five-year 

selling agreement, the corpora- 
tion felt it could survive for that 
length of time with “the relatively 
few dealers who otherwise might 
be replaced in the interest of main- 
taining a quality dealer organiza- 
tion,” Curtice said. 

“We are still of that belief,” he 
continued, “but the question today 
seems to be whether the dealers 
themselves can live with each 
other.” 

The GM president observed that 
many dealers are complaining 
about competitors who advertise 
cars for sale at small amounts 
above dealer cost. Antitrust laws 
and their interpretations pre- 
vented GM divisions replacing the 
ethical-advertising recommenda- 
tion in the selling agreements 
with a “strongly-phrased obliga- 
tion,” he said. 

“Let me assure you,” Curtice ad- 
vised Bell, “that despite the many 
negatives and obstacles in the pic- 
ture, we are continuing our study 

of these problems and are working 
at them every day. 

“We believe that progress has 
been made and we intend to con- 
tinue to apply ourselves to our 
General Motors Quality Dealer 
Program.” 


Cadillac's Dealer-Distributor Council— 


Activity at a meeting of the newly elected Cadillac Distributor-Deaier Cound 
stopped long enough for the taking of this group portrait. From left, back row, on 
George D. Sills, executive assistant manager in charge of dealer-factory relation, 
Charles H. Betts, Des Moines; M. E. Fields, assistant general sales manager, easter 
U. S.; E. F. Upson, assistant general sales manager, western U. S., and Victor E. Ander. 
son, Minneapolis; Middle row: Frank D. Kent, Fort Worth; A. Clinton Lindburg, §, 
Lovis; Wayne H. Barrett, Youngstown, O.; Fred A. Carleson, Salt Lake City, ang 
William T. Hosner, Amsterdam, N. Y. Front row: James M. Roche, Cadillac gener 
manager; Robert E. Foil, Spartanburg, S. C.; Robert L. Ledterman, Tulsa, Okla.; C. 4 
Blake, Harrisburg, Pa.; Lee P. Speights, Glendale, Calif.; H. Richard Coffey, Ann Arbor, 
Mich., and Frederic H. Murray, general sales manager. 


Savannah Considers Curbs 


On Used-Car Operators 


SAVANNAH, Ga. — The sale of 
used cars in Savannah is going to 
be more strictly regulated in the 
future. 

Mayor W. Lee Mingledorff jr. 
and other city officials have gone 
on record as concurring with the 
Savannah Independent Automo- 
bile Dealers Assn. that steps 
should be taken to regulate used- 
car sales and to better define 
what constitutes a legitimate 
used-car operator. 

The aim in tightening upon 
used-car operators is to rid the city 
of unlicensed or fly-by-night part- 
time sellers who operate from fill- 


ing stations and similar places of | 


business. 

The Savannah IADA is composed 
of 32 licensed used-car dealers. 

In a letter to the mayor, the 
chairman of Savannah IADA, John 
S. Hood, set forth some of the as- 
sociation’s ideas on how the cleanup 
might be effected. The association 
asked the mayor and aldermen to 
consider the following points of 
legislation and enforcement: 

1. All persons or firms engaged 
















duly 24 
(Sold 164 cars out of 291 
signments.) 

BUICK—'56 Special conv., $1,770*; 2- 
dr., $1,600*. ‘55 Century Hardtop, 
$1,460* (ps); Super Hardtop, $1,440* 
(ps), $1,405*; Special sedan, $1,125°. 
'o4 Super Hardtop, $1,190*, $1,075*; 
sedan, $1,080*; Special Hardtop, $1,- 
120°; 2-dr., $850; Century Hardtop, 
$1,065*, $1,000°, $900*°. ‘53 Super 
sedan, $540; Hardtop, $530°, $500*, 
$400°; Special 2-dr., $475. '52 Hard- 
top, $345*; conv., $280*. 

CADILLAC—’'56 (62) coupe, $3,250* 
(ps). '54 (62) coupe, $2,085*. 

CHEVROLET—’57 One-fifty (6) 2-dr., 
$1,275*. "56 Bel Air (8) conv., §$1,- 
705*, $1,600°; sedan, $1,560* (ps), 
$1,550° (ps); Hardtop, $1,550* (ps) ; 
Two-ten (8) Hardtop, $1,425*. ‘55 
Two-ten (8) station wagon, $1,355*; 
2-dr., $905; Two-ten (6) 2-dr., $930, 
$925, $810; Bel Air (8) Hardtop, §$1,- 
260°, $1,100*, $1,065, $965; Bel Air 
(6) sedan, $1,325*; 2-dr.. $1,000, 
$890. '54 Bel Air 2-dr., $720, $610*°; 
Two-ten 2-dr., $700, $690*; One-fifty 
station wagon, $850°. ‘53 Bel Air 
conv., $590; 2-dr.. $450*; Two-ten 
sedan, $500, $465; One-fifty sedan, 
$480. '52 Hardtop, $275. 

CHRYSLER—’'57 Imperial Hardtop, $3,- 
850* (ps); Windsor Hardtop, $2,670* 
(ps). 55 NY sedan, $1,510* (ps). "53 
sedan, $575°*. 

DeSOTO—'56 Firedome sedan, $1,500*. 
"53 2-dr., $450. 

DODGE—’55 Royal Lancer, $1,200*. 
54 Royal sedan, $870*; Coronet se- 


























dan, $635*, $540. ‘53 2-dr., $360, 
$340; sedan, 2 at $300, $210. ‘52 
sedan, $250. 


FORD—’'5S7 Fairlane (8) 500 2-dr., $2,- 
275* (ps); Custom (6) 2-dr., $1,775, 
$1,695*, $1,510. ‘56 station wagon, 
$1,425, $1,480* (ps); Fairlane (8) 
Victoria, $1,605*, $1,525*; Hardtop, 
$1,510; sedan, $1,305*; Custom (8) 
2-dr., $1,280, 2 at $1,130, $1,125, 
$1,120. '55 Coumtry sedan, $1,435*; 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 42, 43, 45 and 46. 





Custom (8) sedan, $1,070*; 2-dr., 
$1,050, $955, $930, $910, $900; Fair- 
lane (8) 2-dr., $945. ‘54 Crest Vic- 
toria, $1,080, $950; Hardtop, $1,070; 
conv., $825; Main 2-dr., $575. °53 
conv., $645, $560; sedan, $630, $500; 
2-dr., $350°. ‘52 2-dr., $210. 

HUDSON—’56 Rambler Hardtop, §1,- 
520° (ps). "52 Hornet 2-dr., $425. 

LINCOLN—’57 Premiere Hardtop, $3,- 
780° (ps). ‘56 Premiere sedan, §2,- 
615° (ps), $2,050° (ps). ‘55 Capri 
Hardtop, $1,585* (ps), $1,400*. 

MERCURY—’'56 Custom Hardtop, §$1,- 
625°. "55 Monterey sedan, $1,130*. '54 
Monterey Hardtop, $930*, $855* (ps). 
"51 2-dr., $250. 

NASH—’'56 Rambler sedan, $1,460*. °55 
Rambler Hardtop, $855*; Statesman 
sedan, $800. '54 station wagon, $865*. 
’52 2-dr., $180*. 

OLDSMOBILE—'57 (88) Super Hard- 
top, $2,650* (ps); 2-dr., $2,590* (ps). 
"56 (98) conv., $1,130* (ps). ‘55 
(98) Holiday, $1,675* (ps); (88) Holi- 
day, $1,500*; 2-dr., $1,300*; sedan, 
$1,265*. '54 (88) sedan, $1,030* (ps). 
"53 (88) sedan, $610*, $480*. 

PACKARD—'55 Clipper Hardtop, §$1,- 
285* (ps). "52 sedan, $370*, $185*. 

PLYMOUTH — '57 Belvedere Hardtop, 
$2,170*. '56 Savoy (8) Hardtop, $1,- 
350. 55 Belvedere conv., $1,340* (ps); 
Plaza sedan, $660. ‘54 Belvedere 
Hardtop, $840; sedan, $580; Savoy 
sedan, $550; Plaza sedan, $690, $475, 
$455. '53 Hardtop, $510, $500, $425, 
$400. '52 station wagon, $360; 2-dr., 
$130. 

PONTIAC—’56 Star Chief Hardtop, $1,- 














795°; conv., $1,725* (ps); Chieftain 
Hardtop, $1,460*. 55 Star Chief 
conv., $1,450° (ps); Hardtop, §$1,- 


350°; Chieftain Hardtop, $1,325*; 2- 
dr., $930. '54 2-dr., $740*. '53 Hard- 
top, $900*. °52 2-dr., $275. 
STUDEBAKER—’57 Silver Hawk coupe, 
$1,875. '55 President sedan, $950*. 
WILLYS—’53 Jeep, $450. 
MISCELLANEOUS—’54 Chevrolet 
ton pickup truck, $655. 
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|}is commonly called a dealer’s gr 


| thermore, filling stations do not pro- 






















in the business of buying or sell- 
ing used automobiles must have 
a suitable business location in a 
nonrestricted section of the city. 
The location should be an opens 
lot or building with storage and 
display facilities for a minimum 
of 10 cars. 

2. A permanent type office with 
rest rooms. 

3. Each dealer should be required 
to purchase and keep in force what 


rage liability insurance policy, veri- 
fication of which should be fu 
nished the city. 

4. Prohibit the transaction 
used-car business from gasoline fil- 
ing stations on the grounds that! 
danger to the public results. Fur 


vide the necessary and exclusive 
display and storage areas. 

5. Instruct the city marshal to 
follow closely the private-type ad 
vertisements appearing the news 
papers in order to detect the per 
sons engaged in the business who 
do not comply with the ordinance 
governing the used-car trade. 

6. Require finance and loan com- 
panies which are engaged in the 
retail sale of repossessions to con- 
sumers to comply fully with al 
regulations governing the used-car 
— such as licenses, facilities, 
etc. 

7. Instruct the city marshal to 
pay close attention to the firms 
and individuals located outside 
the city limits for the purpose of 
prosecuting those selling and de- 
livering cars into the city. 

8. Provide for a fine of not less 
than $200 for persons convicted of 
retailing used cars without a l- 
cense. Licenses already issued to 
those unqualified should be re 
voked. 


Appeal Hinted 


In U.S. Ruling on 


‘Genuine’ Parts 


CHICAGO.—The Motor & Equip- 
ment Wholesalers Assn. hinted last 
week that it may appea! the 
Federal Trade Commission’s ruling 
on General Motors’ use of the 
term “genuine” in labelling replace- 
ment parts. 

MEWA asked its members t 
forward information from theif 
own experience which would tend 
to show whether the FTC ruling 
was based on facts. 

The FTC ruled that GM’s descrip- 
tion of replacement parts # 
“genuine” did not imply that such 
parts made for Chevrolet cars by 
other manufacturers are inferior. 

MEWA, in its message to mem- 
bers, noted that “the ruling will no 
doubt stand unless it is appealed 
to the courts.” 

Members were told that the re 
quested information would en 
MEWA directors “to determine 
MEWA’s policy as to future action 
respecting the matter.” 
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Is your service department getting its share of insurance repair 
business? In these days of competitive selling a busy service 


ee Fe t Re G g department often can mean a big difference in your profit pic- 
ture—dealers who offer the Associates’ complete finance and 


T ed i fi BAC K insurance plan are well aware of the benefits of their “‘ bring them 
back home”’ policy on repair jobs. Associates’ insurance carriers 
pay millions of dollars every year in repair bills to Associates’ 
dealer customers. Often Associates’ “‘bring them back home”’ 
policy results in a new car sale for its dealers. But this is just one 
of many advantages and benefits Associates’ dealers derive by 
selling Associates’ complete finance and insurance plan. Ask 
your Associates’ finance specialist for complete details today. 


mace snap. Xe)  Qy _/\ssociates 


“It’s good business to do business <. SOUTH BEND, INDIANA 
where you get 
business in return.” 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Off-Make Service Cited... 


Jobber Calls Dealers 


No. 1 Customers 


By L. H. Houck 
Staff Correspondent 

JEFFERSON CITY, Mo.—‘Fran- 
chised automobile dealers are our 
best customers and our best credit 
risks and account for more than 40 
percent of our large volume of sales 
in central Missouri.” 

Thus spoke Ray Kruse, president 
and general manager of Jefferson 
City Auto Supply Co., veteran of 
many years in the wholesale auto 
parts business. 

Kruse said the franchised auto 
dealer was the best paint buyer, 
the best equipment buyer and the 
best glass buyer of all the groups 
that buy from the independent 
jobber. 

Jefferson City Auto Supply Co. 
operates a full staff of salesmen in 
the area, and they are required to 
make regular calls on all the fran- 
chised dealers in the territory. 

Kruse said he found no quarrel 
with franchised dealers who buy 
their own make parts from the 
factory, since that is usually re- 
quired in most dealership contracts. 
But he pointed out that the dealer 
doesn’t exist anymore who only 
services his own make cars. 

In fact, in this area, Kruse said, 
all dealers are service-minded and 
encourage service on all makes of 
cars. These dealers not only see an 
opportunity to sell service and make 
a customer for the business, but 
view the off-make car customer as 
a potential new and used-car buyer. 

In commenting on the fact that 
franchised dealers buy more than 
40 percent of his total sales, Kruse 
said, that dealers are always run- 
ning in for a spring, or picking up 
a water pump or some piston rings. 

They do this, Kruse said, because 
they are not required to buy in 
large quantities to get an immedi- 
ate substantial discount with a high 
profit potential. 

Franchised dealers are under 
no factory pressure to buy paint, 
according to Kruse, and conse- 
quently the dealers are big buyers 
of paint, masking tape and asso- 
ciated supplies. 

Likewise, dealers buy a lot of 
glass from jobbers. Granted that 
they buy glass from their manu- 
facturer for their own make cars, 
no dealer carries any stock of glass 
for other makes of cars. 

The franchised dealer is one of 
the most important buyers of shop 
equipment, according to Kruse, who 
said that the service-minded dealer 
usually does the most business and 
does the greatest volume in new- 
ear sales. Consequently, he needs 
modern and time-saving equipment 
and tools for his service shop. 


The best source is the indepen- 


and furnishes service for it if 
needed, Kruse said. 

Kruse’s company is a dealer for 
a well-known make of power lawn 
mower. He said that every dealer 
on which his salesmen called had 
accounted for between 5 and 10 
lawn mowers by making them 
available to their officers and em- 
ployes. - 

“Credit?” Kruse asked. “The re- 
tail auto dealer has the best credit 
in the world in my book. In 11 years 
selling to the franchised dealer, I 
have lost only $22.11 and I am confi- 
dent I could get that if I wanted 
to drive 150 miles. 

“I'd hate to think of doing busi- 


ness without the franchised auto} 


dealer. He’s our friend and our 
valued customer and we sincerely 
want to do as much for him as we 
can.” 


Cross-Sellers Get 28% in Flint 


(Continued from Page 3) 


of the cross-sold Chevrolets and 
7 percent of total Chevrolet sales 
in Flint. 

A glance at Flint cross-sales 
from the corporation standpoint re- 
veals that 30 percent of the 1,114 
GM unit sales in Flint were cross- 
sold, that 23 percent of 330 Ford 
Motor Co. units were cross-sold, 
that 27 percent of 116 Chrysler 
Corp. units were cross-sold, 13 per- 
cent of 22 American Motors units 


Ky. Police Group 
To Seek Strict 
Vehicle Title Law 


LOUISVILLE. — The Kentucky 
Peace Officers Assn. passed a reso- 
lution favoring a tight motor- 
vehicle title law at its annual con- 
vention, according to Lexington 


Police Chief E, C. Hale, association | 


president. 


Hale said such a law is “long| 


overdue, and we intend to do all we 
can to get one on the books.” 

At present, Kentucky has no title 
law and a person registering a car 
is not required to show clear title 
of ownership. Thus, a car could be 
stolen or heavily mortgaged and a 
private buyer or dealer would have 
no way of knowing it. 

Vehicle records are scattered 
throughout the state in 120 county 
clerks’ offices, and there is no way 
for enforcement officials to make a 
quick check on suspected stolen 
cars. 

In the past, the County Court 
Clerks’ Assn. has opposed efforts to 
pass a tighter law. The duties of a 
county clerk include the issuance 
of automobile tags. 





Pontiac Dealers Cited for Salesmanship— 


Presenting the Knudsen Trophy for superior salesmanship to George N. Higgins, 
second from right, owner of Higgins Pontiac Co., in Ferndale, Mich., is S. E. Knudsen, 
Pontiac general manager. Also receiving the trophy was Thomas D. Clohecy, left, 
Ciohecy Pontiac, Inc., Detroit, as Pontiac zone manager, H. E. Milliken, right, looks 


Only other Detroit-crea 


dealer 
awarded for meeting sales quotas 





to win one of the 1,786 trophies that are being 
in Pontiac's recent “Drive the Champ” contest 
Asa E. Wilson, Royal Pontiac Co., Royal Oak. 








‘go beyond the court’s decision. We 





Map Reo Sales Campaign— 


Top officials of White Motor Co. and its Reo division rolled up their sleeves as 
they went into action in Lansing in laying out the first step of an announced move 
to gain a greater share of the competitive truck market for Reo. From left are Jack 
Lt. Adams, Reo sales manager; Robert F. Black, board chairman and chief executive 
officer of White; J. N. Bauman, White president, and John C. Tooker, Reo general 


manager. 





were cross-sold and none of the| business was Chevrolet Motor divi- 
four Studebaker-Packard units/sion in Detroit, which sold seven 
registered were cross-sold, units to Flint residents or or- 
* * * ganizations. Some of these went to 

HEF is the breakdown by make | the Chevrolet Flint Assn. 
of the cross-sales in Flint be- Other leading Chevrolet sellers 
tween Apr. 30 and June 3: in Flint were Wismer-Wright 
Chevrolet—30 percent (191 units; Chevrolet in Fenton 
= : 629 yyy away), 11 units; Frank McNally 

ontiac—24 percent (23 of 95). in Flushin 

Buick—31 percent (88 of 278). eight same Wien te ee en 


1/100 Reo distributors at a secon 


(15 miles | 





Oldsmobile—41 percent (25 of 61). Linden (15 miles @ », seven 


Cadillac—31 percent (16 of 51). 

Ford—36 percent (74 of 279). units; Ed Creque Motor Sales in | 

Mercury—9 percent (four of 43).| Holly (16 miles away), seven | 

Lincoln—none of eight sales. units; Friendly Chevrolet in Clio | 

Piymouth—20 percent (15 of 75).| (eight miles away), Ray Mac- 
Gillivray in Vassar (24 miles 


Dodge—42 percent (12 of 21). 
away), six units; Bukoski Sales | 


DeSoto—11 percent (one of nine). 
Chrysler — 71 percent (five of| in Ubly (65 miles away), five | 


seven). 
Imperial — 50 percent (two of units. 3 
PR Buchanan Highland Chevrolet in| 
Rambler — 14 percent (three of Highland Park (60 miles away), | 
21). four units; Grand River Chevrolet | 


in Detroit, four units; Haskins) 
Chevrolet in Clarkston (17 miles 
|) away), three units; Juth Chevrolet 
|in Harbor Beach (80 miles away), | 
three units, and Uptegraff Motor | 
Sales in Davison (five miles away), | 
three units. 


The “longest” Chevrolet deal of 
the month in Flint was made by 


Nash—none of one. 
Studebaker—none of four. 
> = > 


Top Cross-Sellers 


j_ Coma at the Chevrolet pic- 
ture again in Flint, only one 
other dealer sold an appreciable 
number of units during this period. 
This was Yerkey & Son, of Grand| Youngman Bros. in Lakeview, 100| 
Blanc (five miles away), which) miles away. ' 
moved 22 units into Flint. ———$—$—<—$—$____. 
Thirteen Detroit outlets, in-| * 
cluding McCullagh, sold 73 Chevro.| 5¥"day-Closing Law 
lets in Flint during this time. This| Survives in Evanston 
an eae Se ee Cee EVANSTON, Ill.—Veto of the bill 
. . or statewide Sunday closing will | 
Also getting a chunk of this| not affect Evanston’s Sunday. | 


ot al : : 

U.S. May Offer Corporation Counsel Rex A. Bullin-| 
™ ger. 

Proposal This Fall 

In du Pont Case 


Bullinger noted that the Evan- | 

ston ordinance had been held con-| 

stitutional by the Illinois Supreme 

Court. It had been appealed in 1955 | 
WASHINGTON. — The Govern-| by a group of Evanston dealers. 

ment will move carefully in pres- 

sing its Supreme Court victory in 

the du Pont case, Attorney General 

Herbert Brownell jr. told a tele- 

vision audience. 


Brownell said he is studying the 
problems involved and hoped to 
make recommendations this fall. He 
gave no hint as to what action the 
Government will urge, but said no 
new investigations are underway 
into General Motors’ relations with 
du Pont. 


The court last month ruled that 
du Pont violated antitrust laws 
through its 23 percent ownership 
of GM stock. The case was sent 
back to a Federal district court in 
Chicago to decide what du Pont 
must do about its GM holdings. 


Brownell explained, “We don’t 
want to do anything that would 
upset the market unnecessarily or 














Two Regional 


WASHINGTON. — Beginning in 
September, the NADA Used-Car 
Guide Co. will publish separate New 
England and California editions of 
the NADA Guide Book, it was 
learned last week. 

The switch to eight regions 
was part of a general reshuffling 
of Guide Book reporting areas 
agreed upon at a recent meeting 
of the NADA Guide Book Com- 
mittee. It is the first change in 
regions since A 1953, when 
the company from three 
reporting areas to six. 

At present, New England states 
are part of a reporting area which 
stretches from Maine to the Georgia 
border. 

Only Fairfield County, Conn., part 
of the Greater New York market 
area, will remain in the Eastern 
region. 

“California,” Editor Everett W. 
Lawrence said, “has developed into 
such a unique trading area that 


— a reasonable interpretation of 
Du Pont’s 63 million shares of GM 
are worth about $2.7 billion at cur- 
rent prices. Some sources believe 
the Government will ask the court 
to force du Pont either to sell its 
stock outright or distribute it 
among its stockholders. Others pre- 
dict the Government will allow du 
Pont to put its shares in trust. 


Reo Sales Plans 
Told to Field Mey 


New White Unit Aims 
At Broader Market 


LANSING.—A campaizn to g 
a greater share of the competit 
truck market for Reo trucks 
outlined at a conference here 
some 300 top field operating pe 
nel including branch manag 
salesmen, business managers, pay 
managers and service managers 
the Reo division of White Motor4¢ 

Participating in the nation 

Reo sales conference, first sing 

Reo was acquired by White 
June were: Robert F. Black boar 

chairman of White Motors, anj 
J. N. Bauman, White president, 
and other White executives, 

The program was based on a 
and vigorous merchandising 
proach aimed at increasing t 
Reo-White percentage of total tru 
sales. 

Jack Adams, Reo sales manag 
announced that details of this 
campaign will be presented too 


national sales meeting in Lang 
early in August. 

John C. Tooker, Reo gener 
manager, said that “the enthusiai 
generated among Reo personne] 
the new program assures Reo of 
improved position in the trucki 
field.” 

Other officials of the Whit 
company who came here 
Cleveland to participate in 
sales conference were: J. P. Dra 
gin, finance vice-president; H. D 
Hoffman, vice-president 
treasurer; H. W. Haldeman, serv 
ice sales manager; W. L. Pe 
service and sales operation 


| director; and H. J. Schenk, staf 


assistant to the finance vice 
president. 

Reo officers who took part 
J. J. Dervin, factory manager; 
J. Darragh, division treasurer; 
M. Walworth, engineering di 
R. A. Smith, legal counsel; H. E 
hardus, personnel director, and € 
J. Larkin, purchases director. 


Bird-Dogs Howl 
At L-M Dealer 


SAN RAFAEL, Calif. — Seve 
persons who bought cars fro 
Towne - Martin (Lincoln - Me 





jin a sales referral program 


brought suit for $50,000 on ch 
of fraud and misrepresentation. 

The damage suit, filed in 
County Superior Court, names f 
dealership, owners Roger To 
and Hillary T. Martin, six salesn 
and the American Trust Co. as 
fendants. 

The plaintiffs, all residents of t 
Oakland area in neighboring 
meda County, claim they 
promised a certain number of 
for every 10 prospects given t 
dealership, and would receive 
for each sale. They said the pre 
ises were not kept. 


Used-Car Guide Book Adds 


Editions 


we feel an edition for that oné 
state alone is justified.” 

Other regional changes set f¢ 
September include: 

A new Southern region, compri 
ing Texas, Oklahoma, Arka 
Louisiana, Mississippi, Ala bam 
Tennessee, Georgia and Florid 
Used-car prices in these areas hav 
been remarkably similar for som 
time. 

A Northwest region, including 
Washington, Oregon, Idaho, Mom 
tana and Utah. 

A Mountain States region, ir 
cluding Wyoming, Colorado, Ne¥ 

Mexico, Arizona and Nevada. 

A Midwest region, comprising 
the Dakotas, Nebraska, Minne 
sota, Iowa and all of Kansas ¢x- 
cept two counties which form 4% 
part of the Kansas City (Mo.) 
trading area. 

A Central region, including Mis 
souri, Illinois, Wisconsin, Michig@% 
Indiana, Ohio and Kentucky. Ker 
tucky is presently part of the 
Coast region. 








Lines of cars to be sure... miles of them, leaving a recent 
Drive-away from the Studebaker-Packard Proving Grounds. 
But more than that this scene dramatizes a new era for Stude- 
baker-Packard dealers . . . a new opportunity for dealers every- 
where. It’s an era of good profit on every sale . . . a future in 
which a dealer may serve an entire community rather than just 
a segment. Because today Studebaker-Packard in combination 
with Mercedes-Benz offers the most complete line of motor cars 
and trucks in America . . . including America’s lowest priced 
full-sized cars—the Scotsman series; the world’s most famous 
sports cars; plus some thirty other passenger models—in trucks 
the picture is the same, units from half-ton to 35,000 Ibs. G.c.w. 


YOU should be in this 
profit line! 








The most complete line in all America; for every preference, every purpose, every purse. 


No dealer’s offering can be more broad, more balanced. And 
yet the favorable company sales policies remain . . . policies and 
management direction that allow you to do the business you and 
your facilities are capable of handling ... that let you build 
soundly and profitably as opportunities for growth and in- 
creased sales present themselves. 

Doesn’t this sound like the type of dealership that you would 
like to operate? There is always room in the Studebaker-Packard 
organization for progressive new dealers. Investigate your 
opportunities with the “Balanced Franchise” today. Write to 
Dealer Development Department, Studebaker-Packard Cor- 
poration, 635 South Main Street, South Bend 27, Indiana. 


Studebaker-Packard 


CORPORATION 


Where pride of Workmanship comes ferst/ 
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Text of Service-Responsibility Reply: 
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Law Is ‘Only Remedy ’—Curtice 


EDITOR’S NOTE: Here is the 
text of last week’s letter from 
General Motors President Harlow 
H. Curtice to Frederick J. Bell, 
executive vice-president of the 
National Automobile Dealers Assn. 
The letter comments on NADA’s 
plan for “area of service respon- 
sibility” and for an auto retailing 
institute. 

> + + 

W= HAVE been giving careful 

consideration to your letters of 
June 17 and 25, 1957, and to the 
problems discussed therein. Un- 
questionably, public respect and 
confidence in the retail automobile 
industry has deteriorated, regard- 
less of whether the causes are at- 
tributed to the dealers, the manu- 
facturers or both. Some of the bad 
retail selling practices which crept 
into the industry in the postwar 
period are still with us — others 
left their effects. 

It is true that in a discussion of 
these problems we should not gen- 
eralize. At the same time we should 
do more than theorize. These are 
practical matters which involve 
practical consideration. They vary 
with locations, buying habits, 
dealers, products and manufac- 
turers; and even in areas where 
the problems are similar, the 
causes differ. Under such circum- 
stances, the solutions are not 
simple, and care must be exercised 
that the remedy does not create 
other and even more serious prob- 


When, as a result of dealer 
complaints, the five year Selling 


can live with each other. 

It must be recognized that in 
connection with legislation enacted 
and proposed last year, so much em- 
phasis was given by Governmental 

es and Congressmen to the 

right of the dealer to sell as he 
that some dealers now ar- 
bitrarily assert this right without 
regard to the good will of the 
dealer, the customer, the product 
or the manufacturer. This certainly 
has presented problems both to 


Chicago Lease Firm 
Offers Exotic Autos 
CHICAGO.—Foreign and sports 








dealers and to manufacturers and 

gives us pause when we consider 

remedies for our present problems. 
* * * 


Basic Problems 


ILE there are many collateral 

issues, the basic problems are 
advertising, bootlegging and cross- 
selling. In an effort to improve ad- 
vertising in the industry, we incor- 
porated the following clause in the 
selling agreement offered to Gen- 
eral Motors dealers last year: 

“Both Chevrolet and Dealer 
recognize the need of maintaining 
the highest standards of ethical ad- 
vertising at all times in order to 
secure and maintain public con- 
fidence in Dealer, Chevrolet and 
Chevrolet products. 

“Accordingly, Chevrolet will not 
publish, cause to be published, en- 
courage or approve any advertising 
related to Chevrolet products which 
is likely to mislead or deceive the 
public, and Dealer will not publish, 
cause to be published or approve 
any advertising relating to Dealer’s 
sale of Chevrolet products which 
is likely to mislead or deceive the 
public.” 

We realized that this provision 
was in effect a statement of 
policy and a recommendation to 
our dealers, rather than a 
strongly-phrased obligation but 
our attorneys after careful study 
and consideration, concluded that 
this was as far as we could go 
under existing laws. As an illus- 
tration, we cannot prevent a 
dealer, either through a con- 
tractual provision or otherwise, 
from advertising his products for 
sale at a small amount above his 
cost as long as he will sell his 
products at such prices. Yet this 
is a type of advertising about 
which many dealers complain, 

Bootlegging and cross-selling are 
very real problems, but there do 
not appear to be effective solutions 
under existing conditions and laws. 
Representations and obligations un- 
dertaken by dealers when they en- 
tered into their selling agreements 
may present a basis for dealing 
with some situations. On the other 
hand, the dealers who want to 
bootleg and cross-sell know how to 
protect their positions in handling 
these transactions—after all, both 
new and used-car dealers have re- 
ceived a very good legal education 

on these subjects in the past 18 
months. 

In the past few months, two 
dealer associations proposed reme- 
dies for dealing with bootlegging 
and cross-selling. Our position with 
respect to these matters and the 
proposed remedies are set forth in 
letters dated May 3, 1957, and June 
25, 1957, addressed respectively to 
Automobile Dealers’ Assn. of In- 
diana, Inc., and Louisiana Automo- 
bile Dealers Assn., Inc., copies of 
which are attached. These letters 
answer only the specific remedies 
suggested but they do point up the 


problems. 
> : = 


(FURNnrG now to your specific 
proposals, the first is the estab- 
lishment of a true quality dealer 
program. In the establishment of 
such a program it must be recog- 


nized that the manufacturer can- 
not control or infringe upon the 





Dedge Dealers Meet in Boston— 


Dodge held the 17th in a series of 21 meetings for its dealers and factory officials 
in Boston. Shown here are (from left, around the table) L. F. Desmond, Dodge sales 
vice-president; George Penstein, George Motor Co., Worcester, Mass.; Stanley Knox, 
Knox Brothers Motor Co., Somerville, Mass.; Myron Foster, Atwood Motor Co., Bangor, 
Me.; James Bothen, Bothen Motors, Inc., Waltham, Mass.; Sam Glick, Malden Auto 
Exchange, Inc., Maiden, Mass.; C. C. Conway, Boston regional manager, and (back 
fe camera) W. J. Moran, eastern zone manager. 








dealer’s right as an individual mer- 
chant to sell the products to which 
he has title. As to the efforts of 
General Motors to perform the ob- 
ligations and function of a manu- 
facturer under a quality dealer pro- 
gram, the record speaks for itself. 

You propose that a quality dealer 
be defined in terms of a Code of 
Business Standards to be included 
as a part of the sales agreement. 
You state that “the drafting of such 
a Code and its enforcement, should 
present no difficulty to men of good 
will who are determined to create 
and maintain a clean industry.” 

Theoretically, that is so. As a 
practical matter, however, it may 

present great difficulty—and to 
men of good will, A study group 

composed of antitrust lawyers 
and automobile dealers probably 

would agree today that such a 
Code could not include a prohibi- 
tion against sales outside a desig- 

nated area or against sales into 
bootleg channels — although they 
would not have reached such an 

agreement 18 months ago. Such a 

group would probably agree on 

a Code of fair trade practices 
which would meet with the ap- 

proval of the Federal Trade Com- 

mission. 

But would they agree to super- 
visory enforcement by the Federal 
Trade Commission and would they 
and the Commission agree that vio- 
lation of the Code might be grounds 
for termination of the Selling 
Agreement? Finally, what of the 
more controversial and technical 
provisions which present questions 
of reasonable and unreasonable re- 
straints of trade and commerce? 

Assuming that a satisfactory 
Code of Business Standards could 
be drafted, what if a dealer refuses 
to amend his current Selling Agree- 
ment to include such a Code? What 
if he believes that the incorpora- 
tion of such a Code in a renewal 
agreement constitutes a breach of 
good faith? 

Obviously, legislation will be ne- 
cessary if the Code of Business 
Standards is to be effective. You 
say that to be effective it must pro- 
tect the public and the industry. 
What if the public does not want 
this protection? In the past, many 
customers have indicated that they 
are more interested in price than 
in value. ; 

Will Government agencies and 
Congressmen be sympathetic to 
such a Code if they feel that legis- 
lation having that objective in- 
fringes upon the right of the public 
to purchase automobiles from whom 
and at prices they elect? Past ex- 
perience would indicate that they 
will not be sympathetic. 

« > 7 


‘Entitled to Choice’ 


A0STRATIVE of this thinking 
is the statement of Honorable 
Stanley N. Barnes as Assistant 
Attorney General, Antitrust Divi- 
sion, Department of Justice, in his 
testimoney in June, 1956, before the 


Jarchow Retires 


From Harvester 


CHICAGO.—Christian E. Jarchow 
will retire Thursday (Aug. 1) as 
executive vice-president of Inter- 
national Harvester Co. after 43 
years of service with the firm. 

He will continue as a director. 
Jarchow, who joined the firm’s ac- 
counting department in 1914, had 
also served over the years as gen- 
eral auditor, assistant comptroller, 
comptroller and vice-president. 

Jarchow will be succeeded as ex- 
ecutive vice-president by Brooks 
McCormick, who joined Inter- 
national in 1940. McCormick’s 
maternal great-grandfather was 
William Deering, founder of Deer- 
ing Harvester Machine Co. On his 
father’s side, he is descended from 
William S. McCormick, brother of 
the founder of McCormick Harvest- 
ing Machine Co. These two com- 
panies became the principal com- 
ponents in the formation of Inter- 
national Harvester in 1902. 


Sales Shifted by Gredag 
PORT HURON, Mich. — Gredag, 
Inc., formerly of ‘Niagara Falls, N. 
Y., a division of Acheson Industries, 
Inc., has transferred its sales ac- 
tivities to Acheson Colloids Co. 
here, an affiliate division. 








30 Years’ Service— 


Ernest R. Breech, Ford Motor Co. chair- 
man, presents a gold pin to Charles H. 
Patterson, for 30 years’ service with Ford. 
Patterson directs operations of nine foun- 
dry and engine facilities which employ 
more than 25,000 persons in Michigan and 
Ohio. 


Subcommittee on Automobile Mar- 
keting Practices of the Senate Com- 
mittee on Interstate and Foreign 
Commerce, reading as follows: 


“All we say is that the public is 
entitled to have some choice, and 
to buy, if it wants to buy, from an 
automobile dealer that does not give 
quite as good service, but gives a 
lower price. Under our free com- 
petitive American system he should 
be privileged to do that.” 


In addition, they have heretofore 
ignored considerations such as the 
liability of a manufacturer for a 
defectively assembled product, as 
well as the good will of the product, 
the manufacturer and the dealer. 

In your letter of June 25, 1957, 
you outline a part of the thinking 
underlying the development of the 
suggested Plan of your Board 
which would include “some form 
of territory protection.” Everyone 
will subscribe to the principle that 
the public should be free to pur- 
chase automobiles where they wish. 
They have always had that right 
even under the prewar “territory 
security” provisions. 

But what of the correlative 
right of the dealers under the 
same laws and in the same free 
enterprise system to sell automo- 
biles where they wish, assuming 
they perform all their obligations 

as dealers? This is the basic issue 
and as far as we are concerned, 
the position of Government 
Agencies and Departments on 
this issue is a matter of primary 
concern to us. 

As you know, last year we gave a 
great deal of time and effort to the 
development of a Service Respon- 
sibility Clause which would be ef- 
fective and consistent with the 
antitrust laws. A careful study and 
analysis of the facts and costs in- 
volved, disclosed that as a result 
of the full reimbursements to deal- 
ers under our warranty, any service 
fee payable to a servicing dealer 
which could be justified as non- 
discriminatory, would not be suf- 
ficient in amount to accomplish the 
desired objective. 

We are informed that as recently 
as October, 1956, there was an in- 
formal conference with the At- 
torney General at which this ques- 
tion of service responsibility was 
discussed, It was pointed out that 
the dealer’s out-of-pocket cost to 
service an individual customer, ex- 
clusive of warranty service, might 
involve only six to ten dollars. How- 
ever, he was also advised that the 
additional cost for standby service 
facilities and mechanics, determined 
by dividing the number of cars 
sold by a dealer into the cost of 
providing such service facilities, 
might amount to $75 or $100 per 
car. 

The Attorney General recognized 
the problem but stated that the De- 
partment must consider the law as 
interpreted by the courts and that 
under prevailing interpretations, 
they could not approve a service 
fee based on the additional cost for 
facilities. 

a + + 

as opinion merely confirms the 

position previously taken by the 
Department of Justice. However, it 
indicates that the Department has 
taken a strong position on this 
question. Surely, in view of this, 
no one could expect that General 
Motors should subject itself to a 









potential liability in future years 4 
18,000 dealers. 

Again, for this problem the 
remedy appears to be leczgislat 
It is reported that the introduct# 
of a bill to legalize service re 
sibility has been under conside 
tion. If the bill provides merely 
a Service Responsibility Fee 
such, it will serve no purpose, U 
der existing laws, such a fee x 
be paid to the servicing dealer ify 
is based on out-of-pocket expen 
but the fee payable on this 
will not even minimize cross-sell}; 

Legislation, therefore, s hou] 

incorporate a formula for dete 
mining a minimum service fee, 
Furthermore, it should be 
drafted as to preclude any im 
crease in the price to the public, 

In your letter of June 17, 
suggest a possible change in ¢ 
warranty policy. You point out ¢ 
it would be in the public in 
and would protect the manuf 
turer, the dealer and the purch 
particularly with respect to be 
legged cars. 

Over the past few months 
have been studying our exten¢ 
warranty policy and our experie 
under this policy since the 
of reimbursement was increased 
1956. We find that it is not as 
fective as it should be; that so 
owners are not receiving the be 
fits of the policy while others 
being furnished service withe 
charge for items not covered 
the policy; that some dealers 
not adequately preconditioning t 
ears prior to delivery in the e 
tation that the necessary work 
be performed under the extend 
warranty policy; and also that so 
dealers delay warranty policy se 
ice on cars sold by other de 
while giving preferred attention 
service work for their own 
purchasers. These and other p 
tices which have developed in ca 
nection with the operation of ft 
extended warranty policy h 
created ill will and greatly i 
creased the cost of administeri 
the policy. 

We are continuing our study a 
are hopeful that we can mi 
changes in our policy progra 
which will improve customer ge 
will and benefit the dealers and t 
Corporation. No change can 
made in our standard warranty, 
contrasted with our extended 
ranty policy, during the term of ¢ 
current dealer selling agreemen 
because it is incorporated in 
agreements. 
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Retailing Institute 
S TO a fund for an Automot 
Retailing Institute, to 
financed on the basis of $1 pert 
car and truck, as you know, 
of our dealers are not memb 
of your Association. 

However, if any of our de: 
properly authorize us in : 
to add such an amount to 
sales invoice and forward it 
you, we will be glad to do it. 

We might add that we are co 
tinuing as in the past to inel 
in our advertising programs, 
tures designed to publicize the 
of the General Motors dealer. 
have approved a television prog 
commencing this Fall which 
carry to the public a message ¢ 
our car divisions and their prod 
and will also portray the Ge 
Motors Dealer in his business 
in his community. 

Let me assure you that de 
the many negatives and obs 
in the picture, we are continw 
our study of these problems 
are working at them every day. 
believe that progress has beé 
made and we intend to continue 
apply ourselves to our General 
tors Quality Dealer Program. 


Indicted Caruso Shuts 
Pasadena Pontiac Deal 


PASADENA, Calif.—H. & 
Caruso, who is now awaiting t 
on 19 charges of conspiracy, 
theft and forgery, has cle 
Freeway Pontiac, one of his 
dealerships in the Los Angé 
area, 


It is reported that anot 
Pontiac dealership will take ¢ 
the franchise soon. 

Earlier, the name of Cz 
dealership in North Holl 
was changed from Caruso De 
to Economy Plymouth. Ply 
outh’s selling agreement rem z 
unchanged with Caruso, 3 
trial is scheduled for October. ~ 
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If you rely completely upon metropolitan 
newspapers to bring car buyers into your 
showroom, then your advertising stops short 
of the suburbs. 


For proof, take a look at the top 20 markets. 
In these the suburbs account for only 4 

of the metropolitan newspaper circulation. Fact 
is, all metropolitan newspapers combined 

miss 55.4% of suburban families. 


Today, 4 of every 10 metropolitan families 

live in the suburbs. These same families buy 52% 
of all new cars and 70% of all “second 

cars.” Prime prospects in any dealer’s book. 


To reach and sell em you need suburban 
as well as city coverage. You can’t be content 
these days with half-hearted selling. 


Radio—and only Radio—gives you this full 
coverage at a price every car dealer 
can afford. 


Radio reaches 95% of suburban families 

as easily as it reaches 95.6% of city-dwellers. 
And Automobile Radio alone reaches 40% 
more suburban families than all metropolitan 
newspapers put together. 


If you, like most dealers, demand peak 
performance from your advertising dollar, then 
you'll go for Radio—the medium 

that doesn’t stop selling at the city line. 


R ADVERTISING STOP HERE? 


For more interesting facts about how Radio can help 

you reach all your car-buying prospects, contact 

a representative of your local Radio station. Ask to see 
RAB’s informative Automobile Package Mailing. 

You're sure to find something of value for your dealership 
in this up-to-the-minute kit. 


Radio Advertising Bureau, Inc. 
460 Park Avenue, New York 22, New York 
The organization supported by the leading 
Radio stations and Radio networks to help 
advertisers use Radio profitably 
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Merchandising Test Ahead 
For Used-Car Market 


With used-car demand and prices holding firm during the 
summer months, dealers see 1957 shaping up as the second- 
best used-car year in their experience—trailing only 1956. 


Do a pair of ace years, back-to-back, herald a Golden Age 
for the used car? Many operators would like to think so, but 
recognize the existence of other gnawing questions and 

are fairly evenly divided on the answers to those questions. 


What impact will the growing number of imported cars 
have on the used-car market? 


Plenty, say some dealers. Foreign cars are taking more of 
the second-car market that should be claimed by used cars, 
they say, while some one-car families are choosing a $1,700 
brand-new foreign car in preference to a $1,700 U. S.-built 
used car. 


So much eyewash, say other dealers. The car-wise Ameri- 
can knows he can get more comfort, size and convenience in 
a late-model used car. And he won’t have to pay watch- 
maker rates for service. 


Will the used-car market be able to absorb the flood of 
1955 and 1956 models that are fast becoming of second- 
owner age? 

Not without whacking prices, say the pessimists. Seven 
million "55s were sold ugh credit terms that were too 
easy. It will take something else to merchandise them as 
used cars in an era of tight money. 

Those ’55s are just what the used-car market needs, say 
other retailers. They cite the continued scarcity of used 
units for the past 18 months. 

Another on: Will the used-car buyer, in 1958 and 
1959, be ing to give a home to the high horsepower, 

units being sold new today? 

“Now here’s a one-owner cream-puff . . .” 











Coming 
Events 


Dealer Conventions 


Aug. 18-19—Georgia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenorier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 

+ i Inc., Samoset Hotel, Rockland, 
e. 

Sept. 8-10—New York State Automobile 
ealers, Inc., The Concord, Kiamesha 
Lake, a 

Sept. 8-10—Automotive Trade Assn. 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 9 — New Hampshire Automobile 
oer Assn., Lake Tarleton Club, Pike, 





of 


Sept. 11 — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland, 
Sept. 15-16—Kentucky Automobile Dealers 
a. Sheraton Seelbach Hotel, Louis- 

ville, 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

= 16-17 — Minnesota Automobile 

ealers Assn., Nicollet Hotel, Minne- 


apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 19-2I—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
ane Chalfonte-Haddon Hall, Atlantic 

ry. 

Oct. 2-44 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

oF. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 10-12 — Ohio Automobile Dealers 
Assn,, The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


Jan, t-1 ational Automobile Dealers 
Assn., Miami Beach. 
* * * 
Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. |—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami. 

Jan. 3-11 — Upper Midwest Auto Show, 
a Auditorium, Minneapolis, 

Jan. +1 Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 11-19—Nationa!l Capital Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17- Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 


Letterbox 


Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- . be e 
burgh, Pa. That Old Villain Styling 


Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


It is always very stimulating at 
ti. 
den. '18-26—Detroit Auto Show, Artillery 


this time of year to read about 


Armory, Detroit. the sensational changes that will be 
Jan. 23-28—Tampa Auto Show, Fort Hes- | made in next year’s cars. 
tery, Armory, Tempe However, on closer study of these 


Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 
. 18 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 
*- 2+ * 


General 


Aug. 3—Annual meeting, National Auto 
Auction Assn.. Writers Manor, Denver. 
- 16-19—Thirteenth annual meeting, 
National Truck Leasing System, Palmer 
House, Chicago. 


predictions and the actual intro- 
duction of the restyled new cars, 
any thinking automobile owner 
must realize that this planned ob- 
solescence by the automobile fac- 
tories is very expensive to the mo- 
torist and is the main reason why 
dealers’ profits have continued to 
shrink to one percent on sales or 


Oct. 6&ii—Annual convention, American less 
Trucking Assns., Conrad Hilton Hotel, e 
Chicago. Due to this accelerated model 
Oct. 1416—Truck Body and Equipment restyling which has developed 


Assn, 10th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 
Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 
Oct. 21-25—45th Annual National Safety 
Congress and Exposition, Chicago. 
Nov. Sa 13th Annual Convention, Texas 
independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 
Dec. 1-5—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 


over the last few years, dealers 
have found that they are in effect 
dealing in a very perishable prod- 
uct, both as regards the new cars 
which they sell and the used cars 
which they take in trade. 

As a result, dealers find that they 
have to sell both their new-car 
and used-car inventories so fast 
that they are unable to develop a 


30 Years Ago vr 
The Big Stories 


That there are three million people in Great Britain not owning 
automobiles but well able to buy them is the estimate of L. J. Oliier, 
managing director, Studebaker (England), Ltd. 

Production of cars in the U. S. totalled 274,374 units, as against 
352,428 in May and 339,570 in June, 1926. Total production for the first 


six months of this year amounted to 1,779,334, as against 2,070,418 in 
the same period of last year. \ 

Chevrolet production for July raised the total volume for the first 
seven months of this year to nearly on par with its entire output for 
1926. Production for the month totalled 89,569 units to bring the 
seven-month total to 697,318. Production for the entire year of 1926 
amounted to 728,697. 

Net earnings of General Motors, applicable to dividends, for the 
first half year ended June 30 were $129,250,207, a new high. 

—¥rom the files of Automotive News. 


Automotive Cartoon 


Of the Week 


“Well, if you don't want the car, how are you fixed 
for bug remover, car polish, washing powder and 
door oil?" 


‘Perishable Products .. .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
































































































profit. So in the course of selling 
new car, the so-called list price 
no longer a factor in arriving a 
what a customer pays, but the f 
tory invoice to the dealer become 
@ more exact guide to the value of 
the car being sold. 

And how does this affect the 
tail buyer? It is true that in mo 
cases a dealer sells the new car on 
such a close margin that, - 
liquidating the used cars involved 
in the transaction, he comes up 
with little or no profit. However, 
the buyer also finds that even 
though he thought he had made @ 
very sharp deal, his sparkling new 
car will not sell for anywhere near 
what he paid for it. 

The reason this new car will 
not sell for even the factory in- 
voice price is because of the 
threat and flood of drastically re- 
styled cars coming out every year 
which stimulate enough buyers to 
trade in their year-old cars, on 
practically a dealer-cost basis, re- 
sulting in a depressed value of 
the year-old cars and every older 
car in the country. 

The automobile manufacturers 
defend themselves in this acceler- 
ated model changing by saying that 
this method of merchandising stim- 
ulates and is necesary tothe 
economy of the country as a whole 
and also that it is a healthy situa- 
tion from a competitive standpoint 

As far as the effect on the econ- 
omy of the United States is con- 
cerned, it is now well known 
new-car sales account for only 4% 
percent of the gross national prod- 
uct as compared, for example, with 
24 percent for consumer services. 

To say that accelerated model 
changing is healthy from a com- 
petitive point of view does not hold 
water either. Accelerated mode 
changes have been the chief reason 
why the independent manu fac 

(Continued on Page 47, Col. 1) 
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LOOKING TO THE FUTURE—PRODUCING FOR TODAY! 


Progress has been the keynote of the automotive industry. Today’s 
achievements are but challenges for the accomplishments of 
tomorrow. 


Over the years Bendix Products Division has contributed 
significantly to automotive progress. From four wheel brakes to 
power braking and power steering, Bendix has pioneered and 
developed many of the industry’s most notable advancements. 


And today Bendix Products Division is planning new and 
better products for the cars and trucks of tomorrow. 

That’s why the industry looks to Bendix* as a source of new 
ideas, as well as a volume manufacturer of automotive components. 
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Bendix Power Brokes Bendix Power Steering 


BRAKES + POWER STEERING + POWER BRAKING 
CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


Bendix 337 South Bend, IND. 
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AUTOMOTIVE WASHINGTON 
Ike Spurns Santa Role 
In ‘Tax-Relief Proposal 


By William Ullman 

Washington Correspondent 
HRISTMAS came in July for small businessmen, accord- 
ing to Wendell B. Barnes, Small Business Administra- 
tion chief, but the prize package was missing from beneath 
the tree. Refusing to play Santa Claus, President Eisen- 
hower asked Congress to take no action this year on the major 
O_o 


tax-relief proposal of his own 
Cabinet Committee on Small 
Business. 


This would be a significant part of 


the act. 
* > + 


That proposal, one of 14 set forth} PX Decision Delayed 


originally, was that the tax rate 
on the first $25,000 of corporate 
earnings be reduced from 30 to 20 
percent. Bills to implement this 
proposal, as well as a variation or 
two, were introduced early in this 
session of Congress. 

The President is currently op- 
posed to all of them, In a letter to 
Rep. Jere Cooper, chairman of the 
House Ways and Means Committee, 

he said that the 
budget surplus at 
the end of fiscal 
1958 will be so 
small that no ac- 
tion should be 
taken now to cut 
taxes substan- 
tially for anyone. 

Mr. Eisen- 
hower also 
pointed out that 

William Uliman a tax reduction 

for small corporations, in the ab- 


proprietorships and partnerships. 
Some 85 percent of all small busi- 
ness firms are organized in these 
two ways. 

But the President gave his bles- 
sing to three other tax changes 
recommended by the Cabinet Com- 
mittee, and added a fourth of his 
own. If these suggestions are turned 
into law, SBA Chief Barnes esti- 
mates they will save $300,000,000 for 
small proprietors. This is the saving 
which prompted Barnes’ statement 
that he felt as if “Christmas had 
come in July for small business.” 

. 7 
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Proposals Commend 

. EISENHOWER commended 

the proposals to Ways and: 
Means because they would “involve 
no more than a minimum loss of 
revenue.” The first would permit 
businessmen to use accelerated de- 
preciation formulas on purchases 
of used property worth up to $50,- 
000. The rapid depreciation formu- 
las can presently be used only by 
buyers of new property. 

The second proposal would 
grant corporations with ten or 
fewer stockholders the option of 
being taxed as if they were part- 
nerships. The third would give a 
taxpayer the option of paying an 
estate tax over a ten-year period 
in cases where the estate consists 
largely of investments in closely 
held business concerns. 

The President’s new suggestion 
would permit an original investor 
in a small business to deduct from 
his income any loss realized on his 
stock investment in the firm. 

Mr. Eisenhower left it up to Con- 
gress to set the maximum limit for 
such deductions, but he indicated 
it should be substantially higher 
than the present general limit of 
$1,000 on net capital losses. 

Each of these tax proposals, he 
wrote Cooper, could be helpful in 
the financing, operation or con- 
tinued independent existence of 
small business. 

= 


Wage Bill Derailed 


7 other major :-piece of legisla- 
tion of interest to dealers may 
be dead for this session. The bill to 

roaden minimum wage coverage 

as been gathering dust in the Sen- 
ate Labor Committee office since 
June 26, when senators failed to 
agree on a good definition of 
“affecting interstate commerce.” 


Gell Retires 


Don Gell has sold Gell Motor Co. 
at Red Oak, Ia. and has retired. 
The new firm, known as Morewood 
Motors, is operated by Darrell Gell 
and Archie Fulton, i 


Canam is still marking time 
on a Pentagon request to sell 
tires, batteries and accessories 
worth up to $10 in military post 
exchanges and to experiment with 
credit extension in Air Force PXs. 

Retailing organizations have 
steadfastly opposed both requests, 
charging that they are but “pre- 


‘a 


liminary steps toward the building 
of a vast retail and service empire 
within the armed forces.” 

The Pentagon has asked the 
permission of Congress before 
adding any items or services 
to those offered by post exchanges 
ever since working out a gentle- 
men’s agreement with the House 
Armed Services Committee in 
1949. At that time, military men 
and congressmen agreed on a 
basic list of products. The first 
hearings on requests for addi- 
tional items began this year. 

Tires and batteries are not now 
on the approved list, and accessories 
can be sold only if they cost $5 or 
less. There is no law at all forbid- 
ding credit extension in PXs, but 
the Air Force wants to test it at 
Wright-Patterson Air Force Base 
in Dayton, Ohio, and at March Air 
Force Base, in Riverside, Calif., for 
one year. 

One protest came from the Na- 
tional Retail Dry Goods Assn. Its 
spokesman condemned the credit 
proposal as a “fringe benefit” for 
military personnel. While he thought 
it desirable to keep servicemen 
satisfied, he suggested that Penta- 
gon do it through pay raises, and 


Strange looking car, propelled 
by an airplane motor, seen in 
Bangor, Me., in 1926. 


not at the expense of retailers with 
stores near military bases. 

A witness for the National Tire 
Dealers and Retreaders Assn. said 
granting the TBA request would 
permit PXs to “engage in unlimited 
and unrestricted competition with 


small independent businessmen 

have invested capital and ene 

offer services to military perg, 

nel in their marketing areas.” 
* + * 


U. S.-Soviet Deal? 


c IS just possible that Ameri¢, 
may get the better end of 
deal if the U. S. agrees to a Ruszg 
proposal for an exchange visit ¥ 
automotive technicians. 

A Detroit delegation meeting , 
the proposal in Washington points 
out that a Russian tourist can go, 
a tour of the Ford plant, for ¢« 
ample, like any other visitor. By 
it’s a lot harder for an Americ 
to take a tour of a Soviet 
plant. 

Under an exchange visit, it 
suggested, we might lose noth 
while gaining a look at the indy 
trial plant behind the Iron Cu 


* * * 


New Job for McKay 
OUGLAS McKAY, former Se 
tary of the Interior and Or 
automobile dealer, has been 
pointed by President Eisenhower 
the International Joint Commissig 
representing the U. S. and Canad 
The commission has the job 
settling boundary water disputes, 
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San Antonio 

Motor-vehicle registrations in 
Bexar County (San Antonio), Tex., 
for June showed a decline of about 
12 percent from May, totalling 1,560 
vehicles, compared with 1,766 in the 
~~ previous month. 

In June there were 1,407 new 
ears and 153 new trucks sold, com- 

with 1,579 cars and 187 
trucks a month earlier. 

It was the second month of de- 
dining sales, registrations for 
May having shown a slight de- 
dine from those of the previous 
month. 

New-car registrations in June, by 
were: Chevrolet, 428; Ford, 
#42; Plymouth, 193; Buick, 84; Olds- 
mobile, 84; Pontiac, 59; Dodge, 55; 
Mercury, 51; Rambler, 21; Chrysler, 
9; Cadillac, 19; DeBicte, 16; 7-4 

r, 9; Imperial, 5; Nash, 4; Lin- 
ain 3; Metropolitan, 3; Renault, 


Visit of 


n 
wer 
Lissio 
ob ¢ 
utes, 


$5,000 and up incomes 


3; Continental, 1; Willys, 1, and 
miscellaneous, 6. 

Truck registrations were: Chev- 
rolet, 57; Ford, 41; Dodge, 20; In- 
ternational, 16; GMC, 10; Mack, 7; 


Volkswagen, 1, and White, 1.—<J. 


H, Reed.) 


* * * 


New Orleans 

New-car registrations in New Or- 
leans for June totalled 2,297 com- 
pared with 2,460 in May and 1,962 
for the corresponding month of 
1956. 

Truck sales amounted to 229 in 
June, compared with 281 in May 
and 237 for June a year ago. 

Individual new-car sales were: 
Chevrolet, 775; Gord, 632; Plym- 
outh, 175; Pontiac, 174; Oldsmo- 
bile, 119; Mercury, 96; Buick, 91; 
Dodge, 56; Volkswagen, 33; Stude- 
baker, 28; Cadillac, 20; Chrysler, 
19; DeSoto, 14; Lincoln, 13; Im- 
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Sales Conditions in Various Areas... 


Auto Market Reports 


perial, 11; Nash, 4; Morris, 3; 
Willys, 2; MG, 1, and Isetta, 1. 
Truck sales were: Chevrolet, 102; 
Ford, 77; International, 30; GMC, 
6; Dodge, 6; Diamond T, 4; Mack, 
2; Studebaker, 1, and White, 1— 
(Gordon Hebert.) 
aa * + 


Louisville 
New-car sales in Louisville in June 
totalled 1,626 units, compared with 
1,383 in May. First-half sales 
amounted to 9,611, compared with 
11,257 in the first six months of last 
year. 

June new-car sales by makes 
were: Ford, 559; Chevrolet, 439; 
Plymouth, 179; Buick, 134; Olds- 
mobile, 106; Pontiac, 76; Mercury, 
74; Cadillac, 39; Dodge, 23; Hud- 
son, 18; Chrysler, 17; Studebaker, 
17; DeSoto, 13; Lincoln, 7; Volks- 

wagen, 7; Imperial, 4; Packard, 
3; Willys, 2; Austin-Healey, 2; 
Renault, 2; Metropolitan, 1; Alfa 
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Romeo, 1; Arnolt Bristol, 1; Isetta, | Dodge, 13; GMC, 4; Mack, 4; Dia- 


1, and MG, 1. 

New-truck sales were “fair” in 
June, with 212 units sold, com- 
pared with 204 in May. First-half 
truck sales were 1,069, compared 
with 1,255 a year ago. 

June registrations were: Ford, 
90; Chevrolet, 48; International, 25; 
White, 7; GMC, 4; Dodge, 3; Stude- 
baker, 2; Volkswagen, 2; Autocar, 


1; Mack, 1; Willys, 1, and miscel-| 


W. Williams.) 


Columbus, O. 


In the first half of July, a total 
of 1,132 new cars were registered 
in Franklin County (Columbus), O., 
compared with 1,202 in the first half 
of June. 

New-truck registrations how- 
ever, rose slightly, from 101 to 104. 

By make, July-period car regis- 
trations were: Ford, 347; Clevro- 
let, 258; Plymouth, 131; Dodge, 
86; Oldsmobile, 66; Pontiac, 58; 
Mercury, 52; Buick, 50; DeSoto, 
19; Rambler, 14; Cadillac, 13; 
Chrysler, 9; Studebaker, 8; Volks- 
wagen, 7; Imperial, 4; Lincoln, 3; 
Nash, 2; Renault, 2; Jaguar, 1; 
Metropolitan, 1, and Morris, 1. 

Truck registrations were: Chevro- 
let, 34; Ford, 20; International, 20; 


laneous, 27.—(A, 
* 
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... The News has more readers in families with 
over $5,000 incomes... than the New York Times 









and The News! 



















A purse with a lot of coins and currency 
is better than one with a few. So is a market 
and a newspaper—for instance New York 


The News in New York City and suburbs, 
in $5,000 and up bracket families delivers 
1,110,000 more than the Mirror 


1,170,000 more than the 
World-Telegram & Sun 


1,210,000 more than the 


1,240,000 more than the Times 
1,410,000 more than the Post 
1,450,000 more than the 


& Herald Tribune combined... and more than 


any two New York evening papers combined! 


Customers with better incomes buy more, 
can afford the best, are preferred prospects 
..-and no other medium reaches so many of 


them in metropolitan New York as The News! 


Journal-American 


Herald Tribune 


The News, New York’s Picture Newspaper... 


with more than twice the circulation, daily and Sunday, of any other newspaper in America... 


In the largest market, The News gives you 
more chances to sell...reaches more home 
owners, more stock and bond holders, more 
families with children, more college alumni, 
more two car owning families, and more in 
the plus $10,000 income group! It’s the best 
medium for just about everything. 

Whatever your merchandise, The News 
with 4,780,000 readers daily should be your 
medium...for the most potent penetration, 
at the lowest cost! Ask the nearest News office 
for all the facts. 


mond T, 3; White, 2; Willys, 2; 
Hyster, 1, and Reo, 1. — (Bert 


Strang.) 
+ * * 


Montreal 


Montreal auto dealers are work- 
ing harder to maintain sales of 
new cars at a high level, as buyer 
interest reportedly has slackened 
considerably since beginning of 
une. 

Sales are still reasonably good, 
but consumers are now beginning 
to look forward to bargains in 
1957 models and deals are that 
much harder to complete. 

Inventories are possibly some- 
what higher than normal, It was 
reported that the trend in the 
Montreal district has been toward 
lower-priced models and that de- 
spite reduced overall activity, sales 
of lower-priced models are heading 
for a record high.—(Jules La- 
rochelle.) 


* * 
Salt Lake City 

June new-car registrations in Salt 
Lake City amounted to 1,196, com- 
pared with 1,146 in May, For the 
first six months, this year’s count 
was 6,046. 

Ford barely. edged out Chevrolet 
for June, 302 to 298. Plymouth was 
third with 123. 

Other registrations were: Buick, 
92; Mercury, 62; Dodge, 50; Olds- 

mobile, 50; Pontiac, 49; DeSoto, 
38; Chrysler, 23; Cadillac, 18; 
Rambler, 13; Studebaker, 8; Im- 
perial, 6; Lincoln, 5, and miscel- 
laneous, 59. 

There were 168 new trucks regis- 
tered in June, compared with 223 in 

May. By makes, they were: Ford, 
70; Chevrolet, 46; International, 18; 
Willys, 10; Dodge, 7; GMC, 7; Ken- 
worth, 5; Mack, 2 and miscellane- 
ous, 3.—(W. F. Smiley.) 
> > * 


Cincinnati 

Sales of all motor vehicles in 
Hamilton County (Cincinnati), O., 
declined during the first six months 
of 1957, but varied according to 
type of vehicle, said the Cincinnati 
branch, Federal Reserve Bank of 
Cleveland, in its six-month report 
of automotive sales. 

New-car sales, which totalled 16,- 
545 units during the first half, 
trailed year-ago sales by 15 percent. 
Sales in the first six months of 1956 
totalled 19,405. 

New-truck sales dropped 33 
percent in the six-month period. 
Sales in the first half of 1957 
amounted to 1,225 units, com- 
pared with 1,337 in the like period 
of 1956, 

Used-car sales totalled 20,676, a 
decline of 21 percent from the 26,- 
336 used cars retailed in the first 
six months of 1956. 

Used-truck sales totalled 952 in 
the period, or 27 percent fewer than 
the 1,310 units sold in the like 
period a year ago. 

Repossessions during the first six 
months totalled 1,593. Figures for 
the like period of 1956 are unavail- 
able. During the first quarter of 
1957, however, there were 815 re- 
possessions, as against 778 during 


the second quarter.— (Frank 
Kappel.) 
- - 
Denver 


A slight increase marked the 
new-car registrations in Denver 
during June, when the total was 
1,594, compared with 1,560 in the 
previous month, In June of 1956, 
however, the total had been 1,671. 

In the first six months, total new- 
car registrations were 9,628, com- 
pared with 10,009 for the year-ago 


period. 
June new-car ms by 


409; 
100; Pontiac, 96; Buick, 94; Mer- 
cury, 69; 


. 37; 
Rambler, 31; = 90; Lime 
coln, Studebaker, 


3; 
Porsche, 3; Volvo, 3; Hudson, 1; 
Jaguar, 1, and Sunbeam, 1. 

Truck sales in June, totalled 177, 
compared with 165 in May and 207 
in June, 1956, First half-truck reg- | 
istrations amounted to 1,063 this 
year and 1,242 last year. 

June truck registrations by makes 
were: Ford, 78; Chevrolet, 43; GMC, 
15; International, 13; Willys, 5; 
Do dge, 4; Volkswagen, 4; Ken- 
wast 3: Diveo, 1; Mack, 1, and 
miscellaneous, 11—(Ira Alexander.) 



















CENTRAL REGION: 
Cleveland District Mgr., George F. Walters 


f N.B.C. Building, Cleveland 14, Ohio 
TOwer 1-0800 


Detroit District Mgr., Hariey F. Riley 
6200 West Warren Avenue, Detroit, Michigan 
TYler 8-9822 


Columbus District Mgr., John H. Scharnhorst 
Beacon Building, 50 W. Gay St., Columbus 15, 
Ohio, CApital 8-5251 


District Mgr., Hiller A. Pries 
414 Guaranty Bidg., 20 N. Meridian St., 
Indiana, MElrose 5-5421 





the EDSEL 


EASTERN REGION: 
Boston District Mgr., Malcolm R. Fuller 


P.O. Box 27, Needham Heights 94, 
Massachusetts, NEedham 3-5705 


New York District Mgr., Patrick A. Brescia 


158 Linwood Plaza, Fort Lee, New Jersey 
WIndsor 4-5500 


Philadelphia District Mgr., William J. Magarity 
Parkade Building, 519 Federal St., Camden 2, 
New Jersey, EMerson 5-5258 


Syracuse District Mgr., C. F. 
The Romax Bldg., 731 James St., Syracuse, 
New York, GRanite 4-7551 


new member of the Ford Family of Fine Cars 
THE EDSEL IS ON ITS WAY 


” 
4 
at 
€ 
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_ 


tims straight at todays biggest 


) car market 


With 18 models in 4 series, including a full line of station wagons, 

the Edsel spans the entire medium-price field where more than 60% of all 
new cars are sold. Anyone who now buys above today’s low-price field 

is a potential customer for the Edsel. And, interestingly enough, the Edsel 
has many new features not found on cars costing far more. Many years 

in the making, backed by Ford Motor Company experience and 

an investment of over a quarter-billion dollars, the Edsel brings with it 

an historic opportunity for the men who qualify as Edsel Dealers. 


How Edsel Dealers are being selected 


While our initial dealerships will only number around 1,500, we now 

have over 5,500 direct inquiries on file. However, we are well aware that 
except for the car itself, nothing will affect the Edsel’s future more 

than the caliber of the men who become Edsel Dealers. We are determined, 
therefore, to secure the strongest group of dealers a new car has ever had. 


The purpose of these advertisements is to make certain that we 
reach all qualified men: 


Men who have the capacity to do things better than they've 
ever been done before—because this is the whole philosophy 
behind the Edsel automobile. 


Men who haye the character that secures friendly cooperation 
from employees and trust and goodwill from customers. 


Men who have or can obtain the capital it takes to do this job right. 


If you are such a man, or if you know of such a man, we urge you, 
in your own interest, to get in touch with your nearest 
Edsel District Office as soon as possible. 


EDSEL DIVISION @ 


FORD MOTOR COMPANY 
P.O. BOX 637, DEARBORN, MICHIGAN 


District Mgr., Emerson Planck 


e Bidg., 2116 Wilson Bivd., Arlingt 
JAckson 4-2400 ” 


REGION: 
District Mgr., D. Edward 


Manning 
Esquire Bidg., 65 East South Water St., 
1, Illinois, ANdover 3-7788 


Bes Moines District Mgr., Louls A. Wehde 
ing _ 300 Fleming Bidg., Sixth and Walnut, 
Moines, lowa, ATlantic 8-2165 


City District Mgr., Eltweed S. Gross 


4141 Broadway, Kansas City, Missouri 
miine 1-6051 ~ 


St. Louis District Mgr., A. E. Jacobsen 


Meramec Bidg., 111 S. Meramec Ave., 
Clayton 5, Missouri, PArkview 7-4777 


Twin Cities District Mgr., Chet W. Johnson 


3033 Excelsior Bivd., Minneapolis, Minnesota 
WAlnut 7-8421 


SOUTHERN REGION: 
Atlanta District Mgr., Rey A. Blount 


1330 West Peachtree St., N. W., Atlanta 9, 
Georgia, TRinity 5-8721 


Dallas District Mgr., Robert J. Santerd 


1120 Mercantile Securities Building, Dallas 1, 
Texas, Riverside 1-3171 


Heuston District Mgr., George 0. Simmons 
211 Melrose Building, Houston, Texas 
CApital 8-7571 


Jacksonville District Mgr., J. D. Flynn 
915 Prudential Building, Jacksonville, Florida 
EXbrook 8-1581 


District Mgr., William W. Sugg 


1200 Edway Buil , 147 Jefferson Ave., 


Memphis, Tennessee, JAckson 5-5601 


New Orleans District Mgr., Claiborne H. Weigand 
330 1.B.M. Building, 2640 Canal Street, 
New Orleans, Louisiana, RAymond 9041 


WESTERN REGION: 
Denver District Mgr., Harry M. Pritchard 


Detroit Building, 2727 E. Second Ave., 
Denver 6, Colorado, DUdley 8-4171 


Les Angeles District Mgr., Paul W. Pursiey 
291 So. La Cienega Bivd., Beverly Hills, 
California, OLympia 32444 


San Francisco District Mgr., Wallace E. Boyer 


209 World Trade Center, San Francisco 11, 
California, Y Ukon 6-5403 


Seattle District Mgr., Richard J. Siewers 


521 Second Ave., West, Seattle 99, Washington 
MUrdock 7920 
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Cars for Minnesota Centennial— 


Mary Erickson, Minneapolis Aquatennial Queen of the Lakes, with the aid of K. J. 
Parish, left, Chevrolet Minneapolis zone manager, places a Minnesota Centennial 
emblem on the door of one of the 25 cars presented to centennial officials. Thomas 
H. Swain, centennial executive director, looks on. The cors will be used by centennial 
staff members during the year-long celebration. 


UTICA 


halimark of quality in hand tools since 1895 


As a division of Kelsey-Hayes, Utica will continue 

to produce the world’s most complete line of superalloy, drop-forged, 
electronic induction-hardened pliers and wrenches and other precision hand 
tools . . . quality in tools that has made famous the Utica name. 


Kelsey-Hayes becomes a leader in another 
important field . . . serving industry and the home. 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

— ago, A, I. C., Atlanta, 
asked whether a state law is 
valid and enforceable which re- 
quires automobile dealers to 
“acknowledge” contracts of sales 
for automobiles, where no state 
law requires such contracts to be 

properly filed and recorded. 

Last month a higher court an- 
swered this legal question in the 
affirmative. 

For example, in 
Budget Plan, Inc., 

v. Orr, 137 N, E. 
(2d) 918, the testi- 
mony sho wed 
facts, as follows: 
The state of Con- 
necticut has a law 
which provides 
that all contracts 
for the sale of 
automobiles, 
where the title re- 
mains with the 


« Pliers 


seller, shall be in writing, déscrib- 
ing the automobile and all condi. 
tions of such sale, and shall be 
acknowledged before some compe- 
tent authority as a notary public, 
and filed within a reasonable time 
in the town clerk’s office in the 
town where the purchaser resides. 

Further testimony showed that on 
June 7, 1952, O'Meara Motors Co. 
had its place of business in Hart- 
ford. It sold and delivered an auto- 
mobile to dne Smith, Chicopee, 
Mass. The automobile was sold 
under a contract of conditional 
sale which was executed and de- 


livered in Hartford at the time the} 


automobile was delivered. 

The contract contained the usual 
provision that title to the automo- 
bile was to remain in the motor 
company, or its assignee, until the 
contract was fully performed. On 
the same day the motors company 
assigned the contract to Budget 
Plan, Inc., a finance company. 

is contract was not acknow!l- 


XID EH 


Distributed nationally through hard- 
ware stores and mill supply outlets. 


e Snips 


e Adjustable Wrenches «+ Punches 


e Custom Tools 
© Screw Drivers 


e Chisels 


Kelsey-Hayes Co., General Offices: Detroit 32, Michigan. 


KELSEY-HAYES 


Automotive, Aviation and Agricultural Parts « Hand Tools tor industry and Home. 

15 PLANTS / Detroit and Jackson, Michigan; McKeesport, Pennsylvania; Los Angeles, California; Windsor, Ontario, Canada 

Jackson, Michigan ¢ Springfield, Ohio—2 plants—(SPECO Aviation Division) « Utica, New York—4 plants—(Utica Drep Forge 
and Tool Division) « Davenport, Iowa (French & Hecht Farm Implement and Wheel Division) 


© Star Drills 
e Nail Sets 
© Bit Extensions 
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edged before a notary p 
any other authority, in Co 
cut, as required by this 
law. Later Smith sold th: 
bile to one Kushnet, who Sold it 
to the one, Orr, who was 
innocent purchaser” who had yy 
knowledge that the au 
was encumbered, Later 
defaulted on the contract ang 
failed to make agreed payments, 
At that time there was an unpaig 
balance of $1,796.54. 

The finance company sued Orr y 
recover possession of the automo! 
bile. The lawyer for the finano 
company presented to the cous 
many arguments why the des 
should be allowed to repossesg the 
automobile from Orr, among which 
was the contention there wag ng 
duty on the part of the seller 
record the contract because Smith 
the conditional vendee, resideg i, 
Massachusetts. 

Also, the lawyer argued that the 
requirement of acknowledgment js 
applicable only to an _ instrument 
that must be recorded. 


* * + 


Plaintiff Loses Title 


Ea, the higher 
court held that it could not & 
so, saying: “Since the contract 
conditional sale was made in Cop- 
|} necticut and the automobile wa 
delivered in that state, the question 
whether the sale was effective t 
enable the vendor to retain title i 
to be determined by the law of that 
state. The plaintiff lost their secur 
ity title and are not entitled to pre 
vail in this action.” 

The higher courts have estab 
lished law that an automobile 
dealer who takes control of a cu 
tomer’s automobile is a legal baile 
and that such dealer never is liabk 
for theft of or damage to the auts 
mobile unless the testimony prove 
conclusively that the loss wa 
caused by negligence on the pat 
of the dealer’s employes. 

For instance, in Webb Co. ¥. 
McDaniels, 205 S. W. (2d) 5il, 
the testimony showed facts, as 
follows: One McDaniels delivered 
an automobile to Webb Motor 
Co.’s garage to have it repaired 
The garage foreman agreed te 
repair the car and told McDaniel 
that he could get the car the 
following day. 

When he called at the garage fe 
his car he was informed that & 
had been stolen, The testimony 
showed that during the night 4 
thief broke a glass in a door, em 
tered the building and stole Me 
Daniels’ automobile. 

The higher court refused to hold 
the automobile dealer liable. This 
court said that a bailee is not a 
insurer so as to make him liable 
where an automobile left for repaits 
is stolen without negligence of the 
bailee’s employes. 

. > . 


Dealer Could Have Lost 


F COURSE, if the testimony 

had shown that the automobile 
dealer’s employe had parked 
car on a street without removing 
the ignition keys; or the gs 
had been left unlocked, giving 
thief easy access to the car; @, 
the thief had been permitted to ge 
into the car and drive it out of the 
garage; or, the car had bee 
parked, with the ignition kes 
therein near an open doorway; %, 
the testimony showed that ™ 
watchman or other employe haé 
guarded automobiles in the garagt 
then, under any of these circulr 
stances, the automobile dealer's 
negligence actually resulted in the 
theft and the dealer would hav 
been liable to the owner for the 
full value of his automobile. 


Mass. House OK’s Curb 


On Installment Costs 


BOSTON.—Proposed State com 
trol over installment purchase 
motor vehicles has been approv' 
by the Massachusetts House 
Representatives. 

Control would be exercised by the 
State Banking Department undef 
the provisions of the bill. Limits 
interest rates would be imposed of 
time-payment purchases on vehicles. 

On new vehicles, the maximum 
interest fee would be 8 percent; 0 
used vehicles not more than tw 
years old, 10 percent, and on oldef 
vehicles, 12 percent. 

The seller would be entitled to 4 
maximum of 2 percent of the time 
Purchase price as a rebate. 
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appeal TO ELEGANCE: TRIM OF ALCOA ALUMINUM; DRESS BY WOOLLY ae AT HUDSON'S, DETROIT 


HERE’S AN ELEGANT AID TO FASTER CLOSINGS: 


The cars you sell have an important new sales 
feature: trim and parts of Alcoa® Aluminum. That 
striking dash panel shown above is fashioned from 
aluminum in a richly textured pattern. Encasing 
the seat is a massive sculptured panel of aluminum. 

The cars on your showroom floor may have 
aluminum grilles, window frames, wheel covers, em- 
blems, side and fender sweeps...in gleaming gold 
Or natural aluminum. Here’s trim that will not rust 
Or peel or pit or blister—it’s solid metal all the 
Way through . . . anodized to sapphire hardness. 

Anodized aluminum keeps its satin gleam with 


no more care than you’d give the paint finish— 
just occasional washing and waxing. There’s no 
need for special polishes and cleaners. 

For power and performance, you'll find Alcoa 
Aluminum under the hood, too, of every 1957 car. 
Cool-running aluminum pistons whisk away the 
heat of high compression. Corrosion-free brake and 
power steering parts are safe, long wearing. Strong 
lightweight transmission parts and housings pro- 
vide good weight distribution, better roadability. 

In top national magazines and on the famous 
ALCOA Hour, we’re telling your customers about 


yD a en Wy 


Alcoa Aluminum 


the Alcoa Aluminum in the cars you sell. Use 
this important new sales feature to help close more 
deals faster. 


Se THE ALCOA HOUR—Television’s Finest Live Drama—Alternate Sunday Evenings 


BEAUTIFUL BROCHURE 
shows every 1957 car in rich, 
full color. Write for your free 
copy. Aluminum Company of 
America, 1842-GG Alcoa Blidg., 
Pittsburgh 19, Pennsylvania. 


m= accoa Y acuminum gives every 1957 car more GLEAM AND GO 










Auto Personnel 


Raymony H. Dunn has been ap-|tive vice-president and assistant 
pointed special petroleum repre-| treasurer, according to William M. 
sentative’ in Dallas and Harold L.| Tetrick, Avis president. 

Stinson has been appointed to truck * * 

tire sales for the Columbus (O.) " 

sales district of Goodyear Tire & PATA Picks Boyer 

Rubber Co. Stinson joined Good-| William H. Boyer has been ap- 
| pointed field secretary of the Port- 


year in 1952; Dunn in 1947. 
he | land (Ore.) Automotive Trades 
Philbin in New Post | Assn. He succeeds Gordon Gifford, 


John J. Philbin has been named “"° has — ‘ 

regional manager of polyfoam sales . 
for the Marion division of General 
Tire & Rubber Co., Los Angeles.) 


. Appointment of John C. Dean as 
Sais been with the firm for) -ontroller of the Chester (Pa.) as- 


6 sembly plant of Ford division has 
|been announced, Dean succeeds 
Donald D. Lennox who has been 
transferred to Dearborn, where he 
will be manager of the accounting 
systems department in the Ford 
division controller’s office, 


Ford: Appoints Dean 


Avis Appoints Morrow 


Chief Administrative Officer 
Winston V. Morrow jr., Provi- 
dence attorney, has been named) 
to a newly-created position to ex-| 
pand and coordinate domestic and| . *¢ * 


international operations of Avis) Gair Names Stephens 
FF 


Rent-a-Car System. 
Morrow will be chief administra-| Ernest N. Stephens has been ap- 


tive officer with the title of execu-| pointed district sales manager at|of McInerney Spring & Wire Co.,| 
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the Plymouth (Mich.) shipping con- 
tainer plant of Gair Fibre Drum 
& Corrugated Box division of Con- 
tinental Can Co. Stephens joined 
Harvey Container Corp. in 1952, He 
continued with Gair which acquired 
the Plymouth operation in 1955. 
cf * * 


General Sales Manager 


Everett W. Lundy has been ap- 


pointed general sales manager, 


Peerless pump division, Food Ma- 
chinery and 
Chemical Corp., 


Los Angeles. 
Lundy, 


Tucker, retired. 
Peerless 
motions from 


Everett W. Lundy 
manager at Phoenix to Pacific dis- 


pre- 
viously assistant 
sales manager,| 
succeeds B.A. 


He joined the 


sales engineer to) 
branch office 








Grand Rapids, Mich., after more|1947, serving in several hic 


than 20 years with the firm. He has/| posts, He was promoted to 


been in the auto industry more than 

40 years, having also served with 

Ford Motor Co. and Fisher Body. 
* + * 


Clark Equipment Division 
Names 4 Sales Managers 


Four district sales managers have 
been appointed by the industrial 
truck division, Clark Equipment 
Co., Battle Creek, Mich. 

Marvin B. Dickey will handle a 


| Midwest district; Earl F. Patterson, 
| Northeast district; William C. Port- 
| man, east central district, and R. W. 
| Self, another Midwest district. 

* 


* * 


Snyder Chooses Black 
R. S. Black Co., Kansas City, has 


in 1940.| been named to represent Snyder 
Successive pro-| Mfg. Co, in Nebraska, Iowa, Kansas 


and Missouri. 
7 m + 


Mack Appoints King 


trict sales manager is riow climaxed|JIn St. Paul District 


with his new appointment. 
* * * 


Ringgenberg Retires 


Mack Trucks, Inc. has an- 
nounced appointment of Bruce R. 
King as St. Paul district manager. 


Roy E. Ringgenberg has retired| He replaces John W. Dibble, who 
as sales manager and vice-president | resigned. 


King has been with Mack since 





ONLY ARMSTRONG TIRES 
PACK THIS SELLING PUNCH! 





WHY SELL TIRES THAT ARE “JUST TIRES’’? 
' Armstrong Tires give you an exclusive selling feature— patented skid- 
stopping Safety Discs — that customers see, want, come back for! 


* Armstrong “Ounce of Prevention” Tires are easier to 
sell, at profitable prices, because the customers can see 
the Safety Disc feature. First tire tread to win a 


U.S. mechanical patent in 18 years! 


* Armstrong Safety Disc Tires grip the road to stop skids 
as no other tires can. That’s an established fact. 


10 SECOND DEMONSTRATIONS 
MAKE LIFETIME 
CUSTOMERS! 


Salesman puts patented Safety 
Discs in fist like this — shows 
why Armstrongs stdp deadly 
skids as no other tires can! 


Plus 2 sales clinchers! 


GUARANTEE 


Longest, strongest in the industry! 
Unconditional LIFETIME road 


hazard terms. Compare! 


Let us show you the evidence. 


* Customers want this added safety. Armstrong’s powerful 
national advertising tells them about it. Once 
they buy Armstrong Tires from you, they’ll come back 
for more . .. Armstrong customers stay sold! 


GET THE ARMSTRONG STORY! 
ARMSTRONG RUBBER CO., HOME OFFICE, West Haven, Conn. 





ADVERTISING 


The hardest-hitting, most persistent 
campaign in tires .. . hammers home 
the same tested story over and over. 





LIFE, POST . . . TELEVISION 






manager for the Chicago braps 
last June and served until 
present appointment, 

* + * 





































































Olin Aluminum Names Welch 
Chicago Regional Manager 


John M. Welch has been 
pointed Chicago regional sales ma: 
ager for the aluminum divigig 
Olin Mathie 
Chemical Cor 
New York, B 
had been Chie 
district salegm 
manager f 
Kaiser Alumin 
& Chemical 

Associated wit 
Kaiser for mor 
than 11 year 
Welch’s earli 
: service inclué 

John M. Welch posts as assi 
district manager, Chicago, 
sheet products manager, Os 
Calif. Prior to joining Kaiser, 
had served in various capaciti 
with Illinois Tool Works, 
Chicago. 





* * + 


Acme Appoints Storm 
Acme Quality Paints, Inc. D 
troit, has announced appointment 
of Jim Storm to district mang 
automotive division— western 4d 
trict. Storm has been with Aen 


for 10 years. 
* ® * 


DeSoto Names Armstrong 


DeSoto has named Keith 
strong assistant San Franc 
regional manager in charge of p 
motional and sales programs an#) 
the used-car department. Ri | 
Nelson has been named San Jo 
district manager, Clifford Willey & 
new-car manager. 

> 7 + 
2 Territory Representatives 
Appointed by Champion 

Two promotions among the f 

representatives have been 


| 





W. R. Stiffler T. H. Boler 


nounced by Champion Spark F 
Co., Toledo. 

Wilfred R. Stiffler has been 
pointed territory representative 
Indiana, with headquarters in I 
dianapolis and Thomas H. Bolé 
has been appointed territory 
resentative, covering northern Call 


fornia. 
> - ” 


B & D Names Stuart 


Drummond R, Stuart has bea 
appointed general manager @ 
Black & Decker Mfg. Co., Ltd, 
Brockville, Ont., subsidiary of Black 
& Decker Mfg. Co., Towson, Md. He 
will be responsible for operations 
in Canada. 


Hyster Names Moody, 


Howerton and Ronald 


Robert F. Moody, former eastem™ 
division sales manager of ind 
trucks for Hyster Co. has been a> 
pointed Hyster’s industrial 
sales manager for the U. S., C 
ada, Hawaii and Alaska. 

Hyster has also appointed Ray 
mond L, Howerton as sales prome 
tion manager at the Portland plant 
and Ray M. Ronald as domestit 
sales manager for the tractor equip 
ment division. 

- + = 


N. H. Reappoints Clarke 

Frederick N. Clarke has deem 
appointed to his third five-yeat 
term as New Hampshire’s motor 
vehicle commissioner, Clarke be 
came commissioner in 1947, succ 
ing Virgil White, of Ossipee, # 
pioneer Ford dealer in his area. 

+ * . 


Fribley Named Secretary 


Thomas A, Fribley has bee® 
named secretary of Cleveland Cap i 





Screw Co., and elected to the 

of directors. Formerly an assi 

general sales manager, Fribley sue 

ceeds the late Y, J. Hardlicka # | 
£ 
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'Every 45 seconds someone buys a Swept-Wing Dodge! 


It’s happening right now! During every minute of every business 
day—somewhere in the nation—someone “joins the Swing to Swept-Wing.” 
Which means that as you read this, one of our dealers is closing 

another profitable sale; and at the same time another proud owner is 
breezing homeward in his brand new ’57 Dodge. 


One reason, of course, for the big swing to the Swept-Wing Dodge 

is its low, low, years-ahead styling. But in addition, daily reports from the field 
make it clear that revolutionary new advances like Torsion-Aire Ride, Push-Button 
TorqueF lite and Total-Contact Brakes are also clinching plenty of deals. 


These features, exclusive with Dodge in its field, form a 
winning combination. That’s why the Swept-Wing ’57 Dodge is sweeping 
the country—why Dodge sales are up 21% over last year! 


DODGE DIVISION OF CHRYSLER CORPORATION 














Dingeman Wins Fifth Four Letter Award— 

Ford's Four Letter Award is presented to A. J. Dingeman, right, of A. J. Dingeman 
(Ford), Oxnard, Calif., and D. Gordon King, center, dealership manager, by Robert 
Armour jr., Ford zone manager. It was the fifth award Dingeman has received in the 
past six years, 
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How Nation's Salesmen Meet... 





Practical Problems of Selling — 


——. ig no average automo- 
bile buyer from a standpoint 
of physical appearance. He may 
be stout or thin, short or tall. 

He may even be “a gawky boy 
about 12 years old,” as a Midwest 
salesman found out. Here’s his 
story of one of his most unusual 
sales: 

It was one of those dull, cloudy 
days and there wasn’t a soul in 
the showroom except me and 

three or four other 
salesmen, A gawky 


Sales boy about 12 years 
Case old had strolled 
Histories onto the used-car 


lot, and one of the 

salesmen said: 

“Let’s pitch a coin to see who 
chases him off.” 

“Let's let him alone, he'll be 

a customer some day,” I said, 

and they gave me the horse 


I walked out with a smile on 
my face and gave the lad a 
cheerful greeting, and he asked: 


EVA Aes 





: 


DIRECT 
ROAD-—- 


to the military 
automotive market! 


bY AN WY ay prices 





“Which one of them Buicks is 
the best?” pointing to two in the 
front row, side by side. 

* * - 


‘T KNOW the green one is a 
good one because I’ve driven 
it,” I told him, “I don’t know too 
much about the other one. I guess 
it’s good, too, but I know the 
green one is a good buy.” 

The boy looked it over care- 
fully and I was amused, knowing 
that he couldn’t possibly be a 
customer, He asked me the price 
and I gave it to him. Finally he 
said: “Could I hear it run?” 

“You certainly can,” I an- 
swered, getting in and 
the starter. But it wouldn’t go. 
The battery was dead. 

“Well that’s all right,” the 
youngster said. “I’m looking for 
a car for my grandfather, If 
you'll be sure to put a good 
battery in this one, I'll send him 
down here at 5 o’clock and you 
Sell him the green one, He’s got 


Today, mass media advertising provides many avenues for reaching millions of 
potential automotive customers. The smart advertiser knows that the one direct road 
to sales in the military market is through the network of Army Times Publications. Each year, 
thousands of cars and an enormous amount of automotive products are purchased 
by U. S. Armed Forces families for their personal use. Let us show you how to 
share in this 9-billion-dollar consumer market by advertising in the publications 
that reach all levels of all the Services—ARMY TIMES PUBLICATIONS. 


Combination rates and regional editions permit flexible, economical coverage of all 
or any part of this fertile automotive market. 


ARMY TIMES, AIR FORCE TIMES, NAVY TIMES—Members: Audit Bureau of Circulations 


ARMY TIMES PUBLISHING COMPANY 
2020 M STREET, WASHINGTON 6, D.C. 


DETROIT OFFICE: 1661 Guardian Bidg., Detroit 26, Michigan—Tel.: WOodward 3-5750 
U. $. OFFICES: Charleston, S. C., Chicago, Detroit, Honolulu, Los Angeles, Miami, New York, 
Philadelphia, San Francisco. FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo. 





Also Publishers of: 


The American WEEKEND 


The MILITARY MARKET 
Army-Navy -Air Force REGISTER 


an old car and it’s junk and nog 
safe for him to drive it any more# 
* * a 
I GAVE the boy my card ang 
told him I'd have the car 
ready. 

When I went back in, I wag 
the center of attention and the 
butt of all the old jokes. They 
told me I was wasting my time 
and, to tell the truth, I thought 
I was too. 

When 5 o’clock came and no 
grandpa, the whole sales force 

and most of the office force wag 
watching me, I had put in a 
good battery and had the car 
checked to be ready to go. 

At 5:10, an elderly couple came 
in. They were both at least 70 
years old. The man asked for 
me and said: “My grandson said 
he was down here and picked 
out a car for me, Said you were 
the man to talk to and so we 
want to look at it.” 

= o * 

TOOK them out to the green 

Buick and I heard the old 
man say to his wife, “That’s what 
Sonny said, green Buick.” 

I took them for a ride and the 
old man asked if I was sure 
that was the right car. 

I told him I had got it ready 
for him on his grandson's order. 
He said that settled it then be- 
cause he wouldn’t have anything 
else. 

He wanted to know what I 
would give for his old car and 
we went out to the curb where 
it was parked. 

, the boy sure was right 
. about that car. It was junk and 

I was afraid to make an offer 

or say anything about it for 

fear it would make the man 
mad. So I said: 

“You know more about your 
car than anybody else. How much 
do you want for it?” 

= * +. 

H®= SAID he guessed he knew 

everything about it and 
started listing the faults and 
things it needed, but he thought 
he ought to have $75 or $100 for 
it. I told him I was about to say 
$80 but I would stretch a point 
and make it an even hundred, 

“It’s a deal I guess. What do 
you think, Ma?” 

“It’s t we need. Let’s get 
the papers fixed, pay him the 
difference and go home.” 

When we went inside to make 
out the papers the rest of the 
sales staff must have called it @ 
day and gone home. At least they 
weren't standing around laugh- 
ing. 


SAE to Discuss 


Exhaust, Smog 
At Coast Meeting 


SEATTLE.—A daylong discussion 
of the relation of automotive ex 
haust to smog will feature the West 
Coast meeting of the Society of 
Automotive Engineers here Aug. 12 
16. 

The exhaust program is scheduled 
for Aug. 16. Eight papers on the 
exhaust problem will be presen 
at morning and afternoon sessions 
by General Motors, Ford and Chry® 
ler engineers. 

“Must Mechanical Horses Have 
Halitosis?” is the subject of 8 
luncheon talk by J. M. Campbell 
of GM, chairman of the Autome 
bile Manufacturers Assn. v 
combustion products subcommitteé. 

Tours of Seattle-area industries 
and papers on diesel engines, lubri 


cants, logging operations, trant® 


missions, trailers, fue] economy 
air cleaners will make up the pre 
gram for the first three days @ 
the meeting. 
a 
Dealer’s Sales Score: 
52 Buicks, 20 Isettas ~ 


HOUSTON. — Mohr Buick Cos 


which has the Isetta franchise 


here, registered 72 new cars dum 
ing June. 


Of that total, 52 were Buicks 


and 20 were Isettas, # 
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WHY depend upon ONE major source of profits? 


the national acceptance and demand for 


PORCELAINIZE 


can produce substantial service profits 


The profit on just a few Porcelainize jobs 
can equal the profit on a new car sale. 

Normally, one Porcelainize operator, in 
3 or 4 days, can equal the average profit on the 
sale of a new car. 

The new and improved Porcelainize re- 
quires only half the buffing time with the same 
outstanding results. ; 

The results are exclusive to Porcelainize. 


The application is exclusive to you, as a new car 
dealer. When you push Porcelainize, you not only 
create another major source for profits, but you 
also increase traffic in your Service Department 
—and every customer who comes to you is a top 
prospect for other products and services. 

Call for your “Mr. Porcelainize” to show 
you how to set up a profitable Porcelainize 


Department. 


GIVE YOUR CUSTOMERS THE BEST AND YOU'LL HAVE pies BEST CUSTOMERS 


PORCELAIN 





k igene other day a candidate for 
one of the Ivy League colleges 
arrived for his admission interview 
in a sleek, low-slung, sports car. 
Eyebrows rose slightly even in this 
automotive age. 
But when officials learned that 
the boy built the car from the 
ground up, a dean of engineering 
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carefully examined the boy’s job 
and declared, “I'd like to see any 
boy in this university who can 
build a car like that.” 

This lad is not so unusual, Just 
look at the magazines on a large 
newsstand. Publications dealing 
with car craft far outnumber any 
others of this type. And the em- 
phasis is not only on speed and 
horsepower, performance and styl- 
ing are equally important. 

The big thing this year among 
hot-rodders is engine swapping. 
And this is not merely a question of 
putting a bigger engine in a smaller 
ear. To get good performance, 
economy and efficiency, an amateur 
engineer really has to know his 
stuff. 

Boys have always tinkered. But 
what is going on today is more 
than amateurish tinkering. More 


and more the prizes for design are 
going to younger and younger de- 
signers. Foreign hand-crafted beau- 
ties like Ferrari, Maserati and Mer- 
cedes have become the ideals of 
the new generation. And the hand- 
writing on the wall says that the 
end of the era of America’s look- 
alike cars is at hand. 

> . + 


The New Vision 


Sa Chrysler was taking 
the tide at the flood when they 
completely redesigned in two years) 
instead of three. More evidence still | 
of the New Vision was Ford’s ’57)| 
model. And General Motors is not | 
only rushing its new models, it has | 
decided to sell its English-built)| 
Vauxhall Victor and West-German- | 


| built Opel Rekord in the U. 8S. 


The sales of small foreign cars | 


Irish-Built Fords 
Arrive in Hoboken 


HOBOKEN, N. J. — The first 
consignment of Fords assembled 
in Ireland has arrived here 
aboard the SS Irish Pine, owned 
by Irish Shipping, Ltd. 

The consignment consisted of 
200 English Fords built at Cork, 
Ireland. Another 200 cars from 
the Cork plant have been shipped 
to the U. S. aboard the SS Lloyd 


in the U. S—expected to double 
this year to 200,000, over 3 percent 
of the U. S. market—no doubt in- 
fluenced GM’s decision. As two- 
car families increase, as America 
further urbanizes, there will al- 


For 56 Years 
a Quality Name 
in Steel 


——S 
ways be a growing mariet for 
small cars. 

But population statistics and gst, 
tion wagons’ phenomenal ~ise jg 
sales show that families are ge 
bigger and can really use two 
or bigger cars, because of the way 
we live. 

True, the small car has been g 
parking boon to the city dweller 
but I don’t believe that a tiny 
parker will ever be the main ap 
peal. The rage for the forcign cay 
comes, in my book, from Amer. 

‘cans’ desire for individuality, ft 
| protests against the increasing regi. 
|mentation in our daily lives ang 
the fact that almost every Ameri. 
can car looks practically like 4 
Cadillac at a distance. 

| The horsepower difference went 
| just about as “fur” as it could, in 
| spite of superhighways. Everybody 
| has power-steering, power-shifting 
| and enormous fish fins with lights 
| galore. Designers have racked their 
brains to turn out something new. 
Things like gas turbines and atom. 
| powered engines are still in the ex. 
| perimental stages. And nearly 
everybody has money. 

The conspicuously unusual 
| foreign car is one answer to “How 
| to keep ahead of the Joneses.” 

> = * 


The Young in Heart 


Pas stay younger longer. 
Dad and Mom are not ready to 
take a back seat. Mom dresses like 
sister, and parents are going back 
to school. Even Grandma and 
Gramp like to feel the breeze in 
their hair. The young in heart want 
a young car. Look at the success of 
the hardtop convertible. 

In spite of all this, I don’t see 
America as a small-car country, 
like those European countries 
that could be fitted into the hip 
pocket of almost any one of our 
states and where gas costs a lot— 
90 cents a gallon in France—and 
fewer people have car money. 
When the vast network of super- 

highways opens up, so that more 
people will be tempted to travel 
farther by automobile, there is 
nothing like plenty of room for 
family and luggage, the superior 
riding qualities of a larger car and 
the feeling that one will not be 
squashed like an insect by an on- 
coming bus or trailer truck. 

Sure, incomes have gone up, and 
cars are now considered necessities. 
Still, with the median income 
around $3,000, we can’t all be like 
the Texas oilman who paid for his 
Cadillac with a round-figure check 
and said he’d take the change in 
Volkswagens. A recent definition of 
a pedestrian is, “A husband who 
thinks his family doesn’t need two 
cars.” 

Therefore, I predict that the 
Henry Ford of tomorrow will be 
the man who figures out how to 
build a car for the low-income, two- 
car market. He will appeal to the 
man who is trying to support four 
children, pay for the defense of the 
U. S., get to work on time . . . and 
still let his wife get the kids to 
school and go to the supermarket 
in a second car good enough to 
keep up with the Joneses. 

P.S. It's a big order. But progress 
and money are made by men who 
can meet the big order. After all 
they laughed at Ford’s Tin Lizzie. 
Anybody laughing now? 


U.C. Managers 


Choose Dano 


LOS ANGELES.—Lew Dano has 
been elected president of the San 
Fernando Valley Used Car Mana- 
gers Club for the July-September 
quarter. Dano is with Wray 
Brothers (Ford), Van Nuys. 

The club is a luncheon group 
which meets once a month. Its 
members are the used-car mana 
gers of new-car dealerships in Van 
Nuys, North Hollywood, Sunland 
and Resada. 

A feature of the meetings is the 
awarding of the San Fernando 
Valley Times plaque for an out- 
standing merchandising and civic 
relations job. Honored at the July 
meeting was Doug Spear, of Rancho 
Chevrolet, Resada. , 


Heick & Ralph Picked 


DETROIT.—General Electronics 
Corp. has named Heick & Ralph 
Associates in Detroit as its en 
gineering and sales representatives 
for Flash-Rite turn signal flashers 
for original equipment manufac- 
turers. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Decelopments 


Leaf Spring Gives 
Tough Challenge 


To Air Suspension 


Defender Notes 
Low Cost, Simple 
Design, Efficiency 


eee ae character- 
istics and added features gained 


by making the simple, low-cost leaf 


spring somewhat more complicated 
and expensive are capable of offer- 
ing serious competition to air 
springs, according to leaf-spring 
proponents. 

This opinion is a central idea 
embodied in the “reappraisal of leaf 
grings” submitted to AvuTomorive 
News by the chief 
research engineer 
for an automobile 
spring supplier. In 
his timely review 
of leaf-spring de- 
sign potential, 
Richard E. Han- 
slip Mather 
Spring Co., in- 
cluded the dis- 
closure that evo- 
lutionary engi- 
neering refine- 
ment of leaf springs has led to a 
development that “will do all the 
things claimed for air springs, with 
tome added benefits thrown in.” 

“Many of the advantages 
newest 





and advantages of leaf 
springs will be apparent soon in 
advanced designs produced in re- 
sponse to heightened interest of 
automobile manufacturers in such 
developments. 
> > > 
G that Mather has suc- 
ceed in producing some satis- 
factory air-suspension systems dur- 
ing the course of research and de- 
velopment work, Hanslip remarked 
that the technical problems en- 
(Continued on Page 31, Col. 1) 


Flexible Shafts 
Cited as Solution 
For Designers 


YORK.—A new standard- 

ized line of flexible shafts, com- 

plete with couplings for immediate 

installation, have been marketed by 
& S. White Industrial division. 

Available in six different 

standard shafts 


They are applicable to the solu- 
tion and simplification of problems 
Ttelating to power drive, remote con- 
trol or internal coupling of machine 
Movements, White said. 

7 7 . 


of the shafts are designed 
for remote control applications, 
for power drive. Each shaft 

is stocked in three-foot lengths. 

White said that each inner 
shaft element is of wire, with a 
Reoprene casing. Each unit comes 
equipped with female couplings 

at each end. 

All remote control units and the 
two smaller power drive units have 
Couplings equipped with Oilite bear- 
ings and can be fitted direct to 
Quarter-inch spindles. A heavy-duty 
Coupling, on the larger power drive 

has ball bearings and may 
be attached directly to half-inch 
Spindles. 





by John T. Benedict 





Lively One-Act Drama 


Explores Auto Issues 


C= of my engineering friends 
has turned dramatist for the 
purpose of expressing some opinions 
on the current automotive scene. 
Although his little gem will not 
reach Broadway, it struck me as 
particularly appropos for this issue. 


Maybe it was because his lead- 
ing “characters” were played by 
figures personifying such topical 
ideas as “Power” ... “Safety” 
-.. and “Economy”—with sup- 
porting roles for “Comfort”... 
“Style” ... and “Materials.” Such 
protagonists I could not resist! 
What follows is an only slightly 

edited version of the script sub- 
mitted by our budding technical 
playwright. See what you think of 
the dramatization: 

“Automotive Power De-emphasis 
and What’s Next”—predictions by 
Homer H. Dedo, automotive con- 
sultant, Standard Oil Co., (Ohio). 

The leading character (power) on 
the auto stage is becoming a sup- 
porting character to one or two 
actors who, in recent years, have 
been waiting in the wings for an 
opportunity to take the bows and 
encores. 

The “components” of power, the 
application and use of power, and 
vehicle power requirements control 
the answer to the coming trend in 
automobile engine power. To some 
extent, these same factors influence 
choice of the new “star” or “stars” 
most likely to be spotlighted now 
that power has been assigned a less 
spectacular role. 

Nominees for stardom carry such 
names as Safety and Fuel Econ- 
omy, These two automobile quali- 
ties appear destined for the spot- 
light. They are deserving candidates 
who now may earn the plaudits of 
a@ responsive and appreciative audi- 
ence—the American public. 

Supporting characters may be: 
Riding comfort (1958), power (1958 
and beyond), lower styling (1958 
and the end is in sight) and lighter 
materials in both car and engine. 

. * = 


General Discussion 


Gavare and fuel economy require 

little discussion, since the needs 
for both are obvious and somewhat 
compulsory. How these two “char- 
acters” will perform, if elected to 
leading roles, however, is important 
to members of the auto industry, as 
well as the driving public. 

First, of course, every driver 
must be reminded continually of 
three facets of driving safety. 
Simply stated these are: (1) 
Without a driver, a car is harm- 
less. (2) With a driver, a car can 
be lethal. (3) The desire to live on 
wheels must control the driver’s 
willpower to be safe. 

The dual challenge for the in- 
dustry is to continue to strive for 
designs that promote safety and 
minimize crash injuries while, at 
the same time, enhancing sales 
appeal of the product. Related, is 
the proposition that automobile 


companies should not be disheart- 
(Continued on Page 27, Col. 1) 


How Speed-Power Ban 








Can Mold Auto Design 


By John T. Benedict 
Engineering Editor 
‘. ene implications of the 
resolution banning references to 
power and speed in automobile ad- 
vertising constitute that rare treas- 
ure—an “unmixed blessing.” 

Usually, in human affairs, we 

must “take the bad with the 
good.” But analysis of significant 
consequences likely to follow the 
industry’s shift in ad emphasis 
shows it to be an exceptional oc- 
currence in that major implica- 
tions promise to be “good for 
everybody.” 

Here, we shall be concerned 
mainly with why and how the 
change in merchandising themes 
may affect the automobile itself. 
Directly related is the question of 
how this new “ad climate” may in- 
fluence the people who engineer 
cars—and the changes in store for 
those who use them, 

* 7 > 
Cr SHOULD, however, be pointed 
out that eventual repercussions 
upon automobile styling and 
throughout the entire area of mer- 
chandising and sales undoubtedly 
will be basic and far-reaching. 

The assertion that merchan- 
dising will be affected is virtually 

for it is obvious 


“power” were two principal 
“crutches” used by advertising 
men. Now, one of these crutches 
is to be discarded. Something will 
be needed to replace it. The only 
arguments are over selection of 
new ad themes to join “style” in 
the dominant roles. 

The statement that styling and 


versally accepted. In fact, at pres- 
ent, it must be classed as the 
minority view. But minorities have 
been right before. And this time, 
the minor group includes some per- 
ceptive executives who are noted 
for their breadth of vision. These 
people have mastered the difficult 
art of “calling the turn” on a trend. 
= > = 


UNDAMENTALLY, their rea- 
soning on this question begins 
with the idea that sales is the ul- 
timate goal of engineering — and 
that styling (originally an offshoot 
of product design) is aimed chiefly 
at the embodiment of sales appeal. 
The r, thus, is sales- 
oriented (whether he realizes it 
or not) in the direction of his 
development effort. And the en- 
tire design function is geared to 
the production of profitable sales. 
Styling of the automobile should 
be a reflection of the times—with 
the “spirit” or dominant impres- 
sion created by the car, one that 
is in accord with contemporary pre- 
ferences or the generally accepted 
appearance for maximum appeal to 
buyers. 
Using this particular chain of 
logic, it necessarily follows that 
both engineering and styling will 
be influenced vitally by such a basic 
revamping of advertising themes as 
is now under way. 
7 7 > 
AFTER all, the key feeling con- 
veyed by modern automobile 
styling is one of “speed and mo- 
tion” — with important attention 
given to the objective of making 
the car look “powerful.” These are 
the ideas or visual impressions the 
car’s styling is intended to 


express. 
engineering will undergo basic} A common saying of the prideful 
long-term alterations is not so uni-| stylist is that his dream-child “looks 





Human Side of Automation 


Forced Gains in Industrial Psychology 
Foreseen by Engineer 


YTON, O.—Automation creates 

problems as well as solves them 
according to H. A. Toulmin jr. 
chairman of Commonwealth Engi- 
neering Co. 

“We have,” says Toulmin, “been 
so busy extolling the wonders of 
automation that we have not con- 
sidered sufficiently the limitations 
of the human body which must 
be adapted to the new activities 
now required of it. 

“For instance, we have the prob- 
lems of thumb, index finger, hand, 
elbow, shoulder, eyes, ears, the hear- 
ing and even the sense of smell. 
All are elements of the human 
body so vital to automation that it 
could not function without them. 
Visual acuity in reading instru- 
ments, for example is vital. Where 
colored buttons, wires and instru- 
ments and liquid indicators are 
used, color blindness would be fatal. 

. oe 


ITTLE is known about the per- 
formance of these parts of the 
body under continued stress and 
strain, nor the extent to which they 
can be utilized in delicate opera- 
tions, and for how long, he says. 
“The relatively simple auto- 
mation of the modern automobile, 
for example, still permits of acci- 


Engineering New Products 
Page 30 


“Even so simple an operation as 
dialing a telephone—when con- 
tinued hour after hour—becomes a 
major physical operation, yet it is 
one of the simplest of the problems 
of automatically.” 

> * * 

UTOMATION, in Toulmin’s 

opinion, will compel research 
into the adaptability of human 
beings to these automatic condi- 
tions, their ability to think quickly 
and to reason under stress, and 
their capacity to maintain long 
hours of observation and control, 
often under harassing conditions, 


In particular, he stresses, auto- 
mation will force an investigation 


“We are far advanced in the field 
of industrial psychology and medi- 
cine, but we have a long way to 
go to catch up with the problems 
created by the machine,” he says. 

Automation, Toulmin says is not 
so much a matter of putting people 
out of work as it is a problem of 
how to make people more compe- 
tent to perform the new and greater 
responsibilities they will be called 
upon to meet, ‘ 

Toulmin’s views were expressed 
in an article in Competition, 
firm’s monthly publication. 


as though it were racing forward, 
even when it is parked at the curb.” 

Some say, therefore, that it is 
reasonable to conclude that there 


It is, of course, assumed by those 
who adhere to this school of 
thought that public taste in auto- 
mobile styling is due for some 
subtle alterations in coming years. 

As every market researcher and 
automotive management man 
knows: The industry strives not 
only to “give the public what it 
wants” — but, also, in the broad 
sweep of planning, to bring about 
a harmonious situation in which the 
public “wants what the industry 
offers.” 

+ 7 > 


Current Dispute Centered 
Around Design Effects 
A SIMILAR line of reasoning may 

be employed to sketch out the 
subtle manner in which product 
engineering will be influenced by a 
revised lineup of sales themes. The 
“feedback” from one department to 
the other is undisputed. What is 
highly debatable, however, is the 
exact manner in which the effects 
are to be manifested. 

this 


mental point is conceded even by 
those who deny there will be im- 
portant engineering changes grow- 
ing out of the de-emphasis of power 
and acceleration performance in 
advertising. 

That’s one reason this event is 
called an “unmixed blessing.” An- 
other is that the result is certain 
to be “good” for the car owner 
as well as the engineer. The restora- 
tion of proper balance among en- 
gineering objectives holds promise 
that, in future, the public may hope 
to purchase automobiles well-suited 
to the prime purpose of serving 
as all-around family vehicles. 

+ f 


JPANT poopie are relioved to note 
that the evolutionary design 
paths for the family car, the sports 
car and the racer need not merge. 
It is heartening to discover that 
the family’s basic transportation 
machine can retain a long-term 
identity distinct from that of the 
sports car. 

Continuing with some repre- 
sentative samples of this “minor- 
ity view,” it is interesting to note 
the broad scope of specific ideas 
on how the realignment of motor 
car values may show up. 
Summing up his views on the 
subject, a discerning GM engineer- 
ing executive said: “This whole 
thing is going to work out to the 
benefit of the technical man who 


been criticized bitterly by the ‘hot- 
car set,’ who were striving to make 
a sports car the ‘standard’ auto- 

produced in this country.” 


mobile 
the} When exercising the freedom of 


(Continued on Page 24, Col, 1) 
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Profound Changes Due. . . 
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Speed-Power Ban and Auto Design 


(Continued from Page 23) 


frank, off-the-record expression, 
some engineering managers at Ford 
and Chrysler voice opinions in a 
similar vein. Publicly, however, and 
in official statements, the admis- 
sion that fundamental changes in 
motion does not come easy to auto- 
motive officials. 
+ + + 
a reason is plain: Any open 
recognition that a basic shift 
is in progress amounts to a tacit 
admission that “power” and “ac- 
celeration performance” were over- 
emphasized in the recent past. This 
is, indeed, a sensitive area of dis- 
cussion. 

Everyone knows the “horse- 
power race” —which was termi- 
nated by general consent last 
month—never occurred insofar as 
public statements of automotive 
officialdom were concerned. 

Among those who do perceive and 
admit (privately) that product de- 
sign changes traceable to the ad 
shift are in the offing, is the tech- 
nical expert who acknowledged that 


“the horsepower race forced us into 
some engine compromises, and 
these decisions now can be re- 
viewed.” 


For one thing, with peak adver- 
tised horsepower as a prime target, 
engine designs were aimed at un- 
realistically high figures for maxi- 
mum rated r.p.m. 


The many drawbacks of this ap- 
proach include the provision of ex- 
cessive valve overlap, at the sacri- 
fice of idling characteristics and 
low-speed fuel economy. 

In the future, engine timing can 
be altered for the better, since an 
unnaturally high peak horsepower 
figure no longer will be the domi- 
nant consideration. The new design 
freedom should encourage a return 
to smoother all-around engine 
operation and improved idle — as 
well as opening the way for provi- 
sion of more desirable low-speed 
torque characteristics. 

* + * 
ly IS noteworthy that one engine 
authority said: “When we are al- 
lowed to do an all-around design 


job and forget about the dominance 
of horsepower, we might be able to 
offer a sizeable economy gain of 
about 2% miles per gallon. 


“We may even get better ac- 
celeration performance in the 
most-used operating range,” he 
added. 


Many individuals in the auto and 
petroleum industries are wondering 
if compression ratios will continue 
to rise as rapidly as they have in 
the past decades, A consensus on 
this point predicts no backing-off 
from this practice. It is, instead, 
probable that compression ratios 
will move upward toward the 12:1 
level as fast as petroleum tech- 
nology can come up with economic 
improvements in gasoline anti- 
knock quality. 

This is a good bet, because ther- 
mal efficiency—and not peak horse- 


power—is the key end-product of| 


compression ratio increase. Bene- 
fits of this engine improvement fac- 
tor are translated readily into a de- 
crease in part-throttle specific fuel 
consumption; and, ultimately, into 





gains in gasoline miles per gallon. 

One engineer predicts that im- 
provements in cold-weather start- 
up and fuel economy gains during 
the engine warmup period may 
come from injection-system refine- 
ments which can be accelerated as 
a result of new-found freedom to 
allocate development effort across 
the broad range of engine perform- 
ance. 

The same individual agreed with 
those who foresee no decline in 
the trend toward larger displace- 
ment engines. This is in line with 
the familiar “big engine, low en- 
gine speed, low axle ratio” school 
of thought — which evidently is 
slated for increasing popularity. 

It is anticipated that these con- 
cepts will gain new adherents as 
automatic transmission design pro- 
gresses toward achievement of 
theoretically “ideal” 


transmission relationships. 
* od * 


Safety Experts Oppose 
Ceiling on Horsepower 
ITTLE of the truth ever will be 


known about behind-the-scenes | 


maneuvering that led up to the auto 


makers voluntary agreement to ab-| 


stain from capitalizing on power 
and speed capabilities in advertis- 
ing. One item, however, is worth 





Close the sale with 


upholstery of | Du Pont Nylon 





Turn prospects into buyers by pointing out all the 
advantages Du Pont nylon brings to upholstery . . . 


e longer wear 
e easier care 


e greater trade-in value 
e attractive new colors, styles 


e the extra comfort of woven fabrics 


Use the extra sales appeals Du Pont nylon brings to 


upholstery on your next prospect . . . see how they 
help close the sale. 
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BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 





engine- | 





~~ 
noting because of its pertinence tp 
the question under discussion. 
This is the relative unan 
of the industry’s safety experts on 
the question of power and per. 
formance. Specifically, it is saig 
that “among men who are well. 
informed on all aspects of vehicle 
safety” — there were none who 
recommended a general restric. 
tion on design or arbitrary cur. 
tailment of performance improve. 
ments. 


Thus, there are some who . 
“Despite the ban on advertising of 
horsepower, and granting that it js 
important to the engineer ‘‘becauge 
the design end of the business mugt 
respond to what the sales depart. 
ment thinks people want’), the in. 
fluence of performance in terms of 
design motivation will continue to 
be felt.” 

A question raises itself as ty 
exactly how the industry can pub 
licize engine specifications or capa. 
bilities, or acceleration perform. 
ance of the car, without violating 
the spirit of the AMA resolution 
forbidding the advertising of such 
features “in any context that sug- 
gests speed.” 

That, however, is a knotty prob- 
lem for the merchandising geniuses 
The alert engineer sees this situa. 
tion as an opportunity to re 
evaluate the “broad aspects” of 
vehicle performance, and return the 
— factors to proper perspec 
tive. 





* * * 


_ TECHNICAL parlance, th 
word “performance” is defined in 
a much broader sense than the 
narrower meaning of “acceleration 
and speed” which has become the 
accepted usage in recent years. Ac 
tually, the engineer uses the word 
“performance” as an_ all-inclusive 
term describing the effectiveness 
(or efficiency) with which the auto. 
mobile performs or fulfills all of its 
function. 

Included in this technical defi- 
nition of performance are such 
sub-divisions as ride, handling, 
comfort, braking, steering, safety 
and economy, in addition to ac- 
celeration and speed. Now, if the 
speed factor is to be ruled out 
and acceleration interpreted in a 
way that connotes “responsive- 
ness, maneuverability and safety,” 
it is entirely possible that the 
other aspects of performance may 
get a big “play” in advertising. 
Ride, handling and all-around 

comfort, for example, offer them- 
selves as choice candidates for pro- 
motional purposes. A general up- 
grading of these qualities is the 
natural payoff from years of in- 
tense development on suspension. 
This work began to bear fruit on 
the 1955 Packard. It yielded a major 
sales feature of current Chrysler 
Corp. products and the Cadillac 
Eldorado Brougham. And “ride” ad- 
vertising made possible by new sus 
pension designs certainly will carry 
a heavy responsibility for sale of 
some 1958 models. 

Economy is another operating 
factor that is drawing increasing 
support among those who attempt 
to interpret the public’s future 
wants. Questions that are loaded 
with technical implications are 
those relating to how strong a de 
mand may develop for “economy” 
—and how this may be channelled 
into such categories as purchase 
price, operating costs and mainten- 
ance expense. 

Anyone whe is intimately ac 
quainted with automobile design 
can easily draw up his own list of 
details that must be altered if stress 
were to be placed on improvement 
of any or all of these three economy 
factors. 

- * + 

SOFAR as “safety” is concerned, 

engineers are quick to distin- 
guish between “safety as an ad 
theme, and safety as a feature of 
the car.” They say that safety in 
terms of an automobile feature 
probably can be given more adver 
tising attention. 

However, you may be sure that 
some lessons have been learned 


In essence, the proponent of the 
“broad aspects of performance” 
states that the engineer has bee? 
operating in an artificial atmos 

(Continued on Page 26, Col. 3) 






Thousands of new 1957 car owners are driving with 


New Assurance o« SUPER HIGHWAYS! 
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y'— This great increase in turnpike-speed safety is just one of the dramatic advances 
of the new U. S. Royal Safety 8. This brand-new tire is equally advanced in skid 
sf Protection, puncture resistance, tire mileage. Today, on the finest of new 1957 


cars, it is bringing new assurance to thousands and thousands of car owners! 


AVAILABLE NOW! INFORMATIVE NEW FILM 
—tells the full story of the new U.S. Royal Safety 8. Call your U.S. Royal Tire 
District Office to arrange a showing at your place of business. 
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Seat Vibrations Under Investigation— 


AUTOMOTIVE NEWS, JULY 29, 1957 


Engine Design Distorted 
By ‘Power’ Obsession 


As A result, spectacular progress 
has been made in engine design. 
And yet, even this path of engineer- 
ing development has been warped 
by preoccupation with the un- 
natural goal of squeezing out the 
highest possible “advertisable” 
horsepower figure. 

In the meantime, it is common 
knowledge that such important 


Reaction time before, during and after exposure to ride vibration is measured| items as steering systems, brakes 
at the research laboratory of Bostrom Mfg. Co., Milwaukee, as part of its research| and suspensions (until recently) 
On man-machine systems. Here, the newly formed research organization is investi-| had not kept pace with the swift 
gating the effects of ride vibration on the driver's ability to operate efficiently.| rise im vehicle acceleration and 
Stuart Trey, on the vibration table, responds to test patterns, while William Oswald| speed capabilities, 





—and they are driven over 40 mph 
road systems by 20 mph drivers!” 

The same man foresees the possi- 
bility of greater effort to develop 
individualistic differences among 
the makes of cars. In his opinion, 
this could lead to the appearance 
of “more gimmicks and mechanical 
gadgets”—because, “after all, cars 
have become pretty much alike, and 
now they will need something dif- 
ferent to advertise.” This approach 
possibly could pave the way for 
a return to advertising of specific 
mechanical features. 

In addition to mentioning some 
of the points already covered, this 
engineer indicated that we may ex- 


ee, 


would have been attributable pri- 
marily to sales considerations, 

Certainly, no one seriously sug. 
gests that automobile acceleration 
performance will regress to 
|}appreciable extent. But there ig g 
strong possibility that, in future 
we shall see more of the technica] 
gains used for other aspects of per. 
formance, and less attention de 
voted to acceleration improvement 
beyond its present level. 

There is no danger that the pace 
of engineering development activity 
will diminish. Rather, the outlook is 
for intensified effort in certain de 
sign areas, as technical goals are 
reoriented toward coordination with 

















lower numerical rear axle 
Profound Changes Due .. . improved weight distribution r 
possibly, more features aimed »& 
the woman car buyer. ; 
Ban on Speed, Power en 
T rate, it is apparent that 
power, speed and accele 
mn an M ad 4 ; ) ability of cars are up for funda. 
ol uto esign mental review of their intringig § ened 
worth, now that they no longer§ keep 
(Continued from Page 24) Sheena ak, grist for the mer. ani 
phere lately. Engineering emphasis| engineer summarized the situation As decisions unfold during the publ 
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One forthright product planning| pect to see more precise steering,|a new direction of merchandising 
emphasis. 

Changes arising from this altered 
engineering climate will, of course, 
be gradual. Major product decisions 
are made years ahead of new-model 
introduction dates. And the pipe 
lines are filled with ideas and plans 
for cars of 1959 and 1960. It will 
take some time for the conse 
quences of the ad shift to “jell”— 
and more time for whatever re 
vision is necessary in the direction 


aint WB take some time for whatever re- 
of technical effort. 
S Ss PROVIDES MAXIMUM al 


I . changes—such as rear axle ratio 
DENT-RESISTANCE 


times his reactions. 








» « « but don't sell it on appearance alone. Contrary to 
widespread belief, trim is added for functional as well as 
decorative purposes. Take those long, strategically placed 
stainless steel moldings on the side of a car. Theyre added 
because the high tensile strength of ..» 





—could be accomplished without 
much delay, if wanted. This means 
that the “technical implications” 
may be classified in two phases: (1) 
the interim period, in which only 
relatively minor alterations could 
be performed on 1958 and 19% 
models; and (2) longer-range modi- 
fications, where engineering work 
and research now in progress is to 
be the source of design details 
planned for models of 1960 to 1963 

Naturally, the man-in-the 
street does not fully comprehend 
the effects of lead-time. He thinks 
that now the “edict” is out—and 
somebody should just push a but- 
ton to immediately realign prod- 
uct characteristics and advertis- 
ing “slant” in conformance with 
the AMA resolution. 

The engine size and power ratings 
on 1958 models, for example, were 
frozen for production before issu- 
ance of the AMA recommendation 
early in June. It is too late for 
major changes now. The only differ- 
ence may be that capabilities of the 
engine are not to be publicized, al- 
though the full gamut of power, 
acceleration ability and speed still 
will be embodied in the automobile. 

Expectations are that the average 
annual rate of actual horsepower 
increase may level off somewhat in 
coming years. However, as 
tional power-consuming accessories 
are built into the car, and improved 
road systems permit safe use of 
higher performance capabilities, 
there is reason tc think that engine 
output may resume its up 
trend. 

In time, this figure even may 
rise high enough to equal 
power levels claimed in 1957-model 
advertising! 


This means that because stainless is tough, solid, inher- 
ently strong, it can resist the impact of parking lot bumps 
and garage door scrapes. Stainless molding helps to prevent 
paint from being chipped off doors and fenders. Protects 
body surfaces from dents and scratches. 


Point out the stainless trim on your product to women 
prospects. Talk up its maximum resistance to denting and 
scratching. They know about stainless and love it. They’ve 
been using it for years in utensils, flatware, sinks and 
counter tops. They know about and appreciate its lasting 
beauty and easy-clean qualities. 

Know the facts. Then sell the competitive advantage only 
stainless steel trim gives you. 
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Texaco Center to Build 


Radiation Laboratory 


BEACON, N. Y.—A nuclear radi- 
ation laboratory will be built at 
the Texaco Research Center here. 
Construction is expected to be com- 
pleted by April, 1958. 

The laboratory will be equipped 
with three radiation sources: 
six-million-volt linear accelerator; 
a three-million-volt Van de Graaf 
generator, and a 35,000-curie Co 
balt 60 source of gamma radiation 


Time Study Clinic Set 

CHICAGO.—The 21st annual Na- 
tional Time and Motion Study and 
Management Clinic, sponsored by 
the Industrial Management Society, 
will be held Oct. 30 to Nov, 1 # 
the Sherman Hotel here. More than 
2,000 persons are expected to attend. 
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| mid-1958. 


ened by past discouragements and 
keep everlastingly at the task of 
gurturing a spirit of safety-con- 
giousness in the minds of the 
public. 

The desire and need for a gen- 
eral reduction in transportation 
gost sets the stage for a co-star to 
safety—one who goes by the simple 
moniker “fuel economy.” 

* * * 

IDING comfort also will receive 
R considerable attention in 1958 
gars, since air and torsion suspen- 
sion systems will be contesting for 
public favor for the first time on a 
large scale. 

The engine’s power will be just 
as important as ever, especially in 
developing: (A) high specific power 

cubic inch of displacement; 
and (B) higher power per pound of 
fuel. 

The cycle of annual compression 
patio boost and gasoline octane 

vement should continue 
gntil halted by either technologi- 
cally insurmountable problems or 
the likelihood of uneconomic 
s from further improvement 

of either factor. 

Lighter materials to improve the 
eens 


Huge Machine 
Turns Casting into 


Finished Manifold 


DETROIT.—A 175-foot-long seg- 
mented transfer machine line that 
for the first time machines auto-| 
motive engine intake manifolds) 
complete from rough casting to| 
finished part has been designed 
and built here by Snyder Tool &| 
Engineering Co. 

Either two or four-barrel car- 
buretor manifolds can be fed into 
the line at random. Built-in sensing} 
devices, automatically shift heads 
at three stations to provide the re- 
quired machining operations. No 
idle stations are necessary to per-| 
mit the processing of the two dif- 
ferent parts. 

The new line, which produces) 
parts at a net rate of 136 manifolds| 
per hour, is actually three indi-| 
vidual transfer machines, that add) 
up to a total length of 230 feet. 

To put the processing line in the) 
required 175-foot-long factory space, 
Snyder engineers devised a method 
of operating two 29-station, 72-foot 
transfer milling machines side by) 
side and feeding their output | 
through automation devices to a 
third 32-station, 86-foot transfer 
drilling machine. 

The processing line removes 
about 18 pounds of metal from each| 
7-pound intake manifold and 
makes 2,450 pounds of chip per 
hour. More than 5,400 pounds of 
parts are in continuous process in 
the machining line. 


Goodyear Buys 
Patent Rights on 
Rubber Powder 


AKRON. Patents and trade 
Marks for a rubber-mineral pow- 
der, used for highway and indus- 
trial purposes and sold under the 
Mame “Rubarite,” have been ac- 
_ by Goodyear Tire & Rubber 








For production and merchandis- 
ing purposes, Goodyear has estab- 
lished a Rubarite manufacture and 
Sales department. 

A new line of products will be of- 

for use as additives in asphalt 
and tar for road building and mis- 
cellaneous industrial applications 
Such as roofing materials, pipe 
Coatings, joint sealers, adhesives 
and other industrial products. 

The new products will be manu- 
factured under the administration 
of Goodyear’s research division 
and the direction of H. A. Endres, 
Manager of rubber and plastics re- 


Westinghouse Plant 
CHARLOTTE, N. C.— Westing- 


house Electric will build a new 
- Manufacturing and repair plant 
here scheduled for 


. Completion is 


(Continued from Page 23) 


power-to-weight ratio, and lower 
silhouettes to reduce frontal area 
and aerodynamic drag are addi- 
tional factors influencing power re- 
quirements and fuel economy. 

Thus runs the thoughts and pre- 
dictions of Homer Dedo. What 
think you? Now is the time to 
“place your money and make your 
bets.” 

+ * s 


Data Supplied For 


Coolant-Booster Heater 

OU’LL recall that last month, 

when the Stewart-Warner 
South Wind Minit Heat coolant- 
booster heating device was intro- 
duced, claims were made that it 
speeds effectiveness of the hot- 
water heater by reducing engine 
warmup time. 

Immediately upon starting the 
engine on a cold day, the auxil- 
iary gasoline combusion heater 
begins pouring heat into the en- 


SAFE D 
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gine cooling system at a rate of 
50,000 BTU per hour. This quickly 
heats the coolant to its normal 
106-degree level and thereby 
hastens delivery of warm air to 
the passenger compartment, 


When I first saw this unit dem-|; 
onstrated, several charts were used]. «| 


in conjunction with the oral pres- 
entation. These graphs showed 
plots of data depicting operation of 
the water heater with and without 
the booster device. 

I’ve just received copies of the 
charts, and thought you might be 
interested in seeing the one on 
which coolant temperature is plot- 
ted against time at an ambient 
temperature of 10 degrees Fahren- 
heit, These data tend to substan- 
tiate claims made for reduction of 
engine warmup time—and are the 
key to understanding operation of 
the device. 

Having established validity of 
claims for reduced engine warmup 
time, Stewart-Warner engineers are 
in a strong position to win the 
support of technical people who 
appreciate the important side bene- 
fits attained. 

Thus, in addition to the main ob- 
jective of contributing to passenger 





Heater Test— 


Until the engine coolant gets hot, the 
conventional hot-water heater can deliver 
only cool air. These data show results of 
tests in which the 160-degree coolant 
temperature level was reached in two 
minutes with the aid of Minit Heat 
booster—compared with a delay of ten 
minutes for the standard heater. 

* * * 
serted that Minit Heat tends to 
provide such engine advantages as: 
(1) Reduced engine wear; (2) less 
low-temperature sludging; and (3) 
slight gain in fuel economy because 
the engine operates in a “choked” 
condition for shorter periods. (Minit 
Heat itself is said to consume 
negligible amounts of gasoline, since 
it operates only for one or two 
minutes and then shuts off auto- 


comfort, it may reasonably be as-| matically.) 
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Design for Safety with 
AMERICAN BOSCH 
Constant ELECTRIC Action 

WINDSHIELD WIPERS 


Car and Truck drivers travel more accident-free miles, even 
in the toughest weather, when they have constantly clear vision 
with American Bosch Electric Windshield Wipers. Regard- 
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New Press Cuts 
Die-Change Time 


PHILADELPHIA.—A new press 
design, increasing production 
through a drastic reduction in die- 
change time, has been developed by 
Hamilton division of Baldwin-Lima- 
Hamilton Corp. 

Using sliding bolsters and pre- 
set dies, the new design was devel- 
oped primarily for high production 
on short runs. 

It can be used as a single press 
or in groups and is applicable to 
all sizes and types of presses—sin- 
gle or double action; top or bottom 
drive, or one, two or four point. Al- 
though the design previously has 
been used by Hamilton for die spot- 
ting presses, the sliding bolster is a 
radical advance for presses per- 
forming production operations such 
as blanking, drawing and forming. 


S & S Opens Coast Branch 

NEW YORK.—S & S Machinery 
Co., Brooklyn, has announced the 
opening of its new West Coast divi- 
sion at 6945 Bandini Blvd., Los 
Angeles. 





less of speed or load, on up-grades and during acceleration, 


service. 


American Bosch Constant Electric Action is steady and de- 
pendable. Independent of engine vacuum, it eliminates stutter- 
ing, stalling blades—helps keep drivers in the clear and out of 
trouble on the road. 


American Bosch Electric Wipers are in wide use as original 
equipment. There are Dual and Single types, models for large 
size arms and blades—dependable Windshield Wipers with 


heavy duty construction that guarantees years of trouble-free 


These famous Electric Windshield Wipers are today’s posi- 
tive answer to good vision in bad weather, and they offer a 
keen, sales-active feature for your vehicles. Ask for complete 
specifications. American Bosch, Springfield 7, Mass. A Divi- 
sion of American Bosch Arma Corporation. 








No. 41 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 





The Ford Skyliner... 
Setting the Pace 
for LEADERSHIP 


From road to roof and bumper to bumper, each member of 
the Ford Family of Fine Cars has the brightest ideas on the 
American Road! 


One of the newest examples of this young-mindedness is 
the Ford Fairlane 500 Skyliner . . . the world’s only all-steel 
hide-away hardtop. 


Sales of this fabulous car have exceeded even the most 
optimistic expectations of Ford Division and its dealers. The 
selling rate has run more than 60% above the original planning 
volume since its introduction three months ago. 


We believe the success of the Skyliner is important to all of 
you who sell Fords—Thunderbirds— Mercurys—and Lincolns. 
As another accepted symbol of Ford Motor Company engineer- 
ing leadership, the Skyliner is dramatic evidence of the quality 
and originality—the freshness and style to be found in every 
member of the Ford Family of Fine Cars. 


That’s why more and more car-buying Americans look to 
you for motordom’s finest features—first. And, we plan to 
keep right on being first with advanced products and exclusive 
ideas for you to sell today. 


Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD ¢ THUNDERBIRD ¢ MERCURY @ LINCOLN ¢e CONTINENTAL 
FORD TRUCKS ¢ TRACTORS ¢ FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 
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Feedall Elevating Feeder 


Has Automatic Parts Flow 


Adaptable to feed both 
sliding parts at pre-set 


rolling and 
speed, Special 


model 2500 elevating feeder, made by 
Feedall, Inc., 38399 Felton Rd., Wil- 
loughby, O., provides full automatic 


parts flow from a barrel 
into machines. 


Mode! illustrated handles piston pins 
in conveyor barrels, feeds them properly 
oriented and at any desired constant 
speed. Operation of this unit is powered 
by a % horsepower, 3-phase, 220/440- 
volt motor with variable speed drive and 
electric brake, Angle of elevation, depth of 
conveyor cleats, and left or right hand 
power take-off may be varied to handle 
widely varied parts and conditions. 


conveyor line 


* * 7 





Circular Storage Unit 


Handles No-Roll Parts 


A storage unit for no-roll parts handling 
in avtomated processing lines, has been 
developed by the Gear-O-Mation Division, 
Michigan Tool Co., 17140 E. Ten Mile 
Rd., East Detroit, Mich. 


Designated a circular storage unit, the 
equipment is designed to offer a true 
demand-feeding system from a controlled 
mobile-storage medium for irregularly 
shaped and interlocking parts that do not 
normally roll, it is claimed. Although 
primarily designed for parts such as spur 
gears, the unit can also be used for 
normally rolling parts. It works on a 
“first-in, first-out" principle with no dead 
storage. 





Optical Measuring Units 
introduced by Gaertner 


A new concept in measuring 
ments has been announced by Gaertner 
Scientific Corp., 1201 Wrightwood Ave., 
Chicago 14, Ili. Called coordinate cathe- 


instru- 


fometers, these instruments make both 
@ horizontal and vertical measurement in 
@ vertical plane at one setting. 

The coordinate cathetometer consists of 
@ microscope or telemicroscope mounted 
on a carriage which is moved up and 
down on an accurately-scraped vertical 
bar. This assembly:is moved left to right 
or vice versa on accurate horizontal ways. 
Fine motion adjustment is provided by 
precision micrometer screws. 

2S. -» 


Latex Reinforcing Mixture 
Pliclite Latex 151, an aqueous disper- 







intended chiefly for reinforcing other 
types of latex, has been developed by the 
chemical division of Goodyear Tire and 


Rubber Co., Akron, O. 
* * * 
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Engineering and Production 
New Products 













developed by the industrial division of 
Armstrong Cork Co., Lancaster, Pa. 
* * oe 
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Fusion Welder Available 
For MIG, FIG Welding 


Fully automatic, precision radial fusion 
welder for circumferential and longitudinal 
welding is available from Welduction 
Corp., 10230 Capital Ave., Detroit 37, 
Mich. With single control console quick- 
change welding heads, the welder per- 
forms both MIG (metallic inert gas), TIG 
(tungsten inert gas) welding, and sub- 
merged arc. 

Complete unit consists of: Carriage and 
column standing over 16 feet high; heavy- 
duty automatic precision positioners; 
single central control console for both 
MIG and TIG welding, including plumbing 
panel for air, gas and water control, and 
MIG and TIG welding heads. 

. 


Locking Inserts Developed 


For Miniature Assemblies 


A miniaturized series of self-locking wire 
thread inserts has been introduced by 
the Heli-Coil Corp., Danbury, Conn., to 
meet the needs of design engineers over 
a wide range of small, precision applico- 
tions. 

The 4-40 Screw-lock series was de- 
signed to reduce the space and weight 
limitations of handling fastener problems 
on various assemblies. Easily installed, 


they are said to provide the answer to 
threaded fastening problems in miniature 
subassemblies where clearance or inacces- 
sibility does not permit the use of ex- 
ternal locking devices. 





Hex-Head Screws Feature 
Self-Locking Inserts 


Hexagon-head cap screws with Nylok 
self-locking inserts have been added to 
the standard on-the-shelf fasteners manu- 
factured by Cleveland Cap Screw Co., 
4444 lee Rd., Cleveland 28, O. Available 
diameters range from Y% to 1-inch. 

Standard hex-head cap screws are made 
self-locking and self-sealing by means of 
a nylon pellet inserted in the threaded 
section of the screws. The process is 
patented. The company reports that hex- 
head cap screws with Nylok will not work 
loose under the most severe vibrations. 
The self-locking screws can be removed 


sion of a styrene-butadiene copolymer and | and reused repeatedly. 








Precision Force Gauges 
Hold Maximum Reading 


A series of mechanical force gauges 
capable of holding the maximum read- 
ing after the load has been removed has 
been announced by Hunter Spring Co., 
Lansdale, Pa. 


The four Series D-M instruments have 
maximum load capacities of 50, 100, 150 
and 200 pounds. A single control button 
selects the desired gauge operation, either 
to hold the maximum reading or to follow 
all load fluctuations. The units are said 
to be capable of measuring all forces up 
to their maximum capacities with an ac- 
curacy of one dial division. They are 
equipped with four interchangeable com- 
pression heads and an extension hook. 


‘a 


‘C’ Clamps Marketed 


In 7 Sizes, Weights 


An extra-heavy duty “C" clamp is now 
being marketed by The Industrial Clamp 
Co., Inc., 6445 Gratiot, Detroit, Mich. 


The body of the clamp is deep throated 
and drop forged from quality steel. The 
clamp is designed with an adjustable 
handle and a floating swivel on the wide- 
threaded screw for fast adjustment. These 
parts are also copper plated to resist 
adhesion of welding spatter, which ruins 
ordinary “C" clamps, it is claimed. The 
clamp is available in seven sizes and 


weights, ranging from two to 12 inches. 
a 





Guillotine Shears Designed 
For Sheet Metal Work 


Introduction of the Scharringhausen 
high-precision heavy-duty Guillotine 
Shears has been announced by the New 
Equipment Division, S & S Machinery Co., 
140 Fifty-third St., Brooklyn 32, N. Y. 

Simple of design and sturdily con- 
structed, the shears are built with under- 
crank or overcrank drive for cutting metal 
sheets up to 15 feet in length and 1% 
inches in thickness. Machine illustrated is 
Mode! HS/S, with a capacity of 8 feet x 
14 gauge. It is equipped with an adjust- 
able front-operated gauge and electrical 
foot pedal. SF Pe es 


Gasketing Materials 


Five new high density fiber gasketing 
materials that make it possible to obtain 
seals at lower flange pressures have been 










Thermal Stripper Handles 
Any Type of Wire Covering 


A thermal wire stripper, designed es- 
pecially for use with Tefion insulated 
wire, has been announced by Contact, 
Inc., Maynard, Mass. 

The stripper is said to eliminate dam- 
age to even the most delicate stranded 
conductors. Operated by a quick press 
and pull action, the stripper can be 
used on practically any type of covered 
wire, it is claimed. The tool can be 
plugged into any standard 115-volt A.C. 
outlet. Interchangeable electrodes are 


available to handle a wide range of wire 

from AWG No. 

No, 20 to No. 32. 
* 


14 to No. 18 and from 


* » 





Branson Introduces 
Welded Transducers 


To permit the use of ultrasonic equip- 
ment with all types of active detergents, 
solvents, alkaline cleaners and even some 
mild acids, Branson Ultrasonic Cor p., 
Brown House Rd., Stamford, Conn., has 
developed a line of transducers with 
cleaning areas up to 85 square inches. 

Two types of welded transducers are 
available from stock, both in a wide 
range of sizes. The B series is fitted with 
a Tefion-gasketed bulkhead mounting, so 
that the electrical connection with the 
cable coming from the ultrasonic genera- 
tor is made outside the cleaning tank. E 
series transducers are completely im- 
mersible in the desning vid. 





Plastisol Coating Protects 
Metal Parts and Products 


A strip-off plastisol coating for the pro- 
tection of metal parts and products has 
been formulated by the Chemical Process- 
ing Division, Auburn Button Works, Inc., 
Auburn, N. Y. 

The plastisol can be peeled off readily 
by hand and serves as a protective coating 
for metal parts which are subject to rust, 
corrosion, dirt or damage while in storage 
or transport, it is claimed. Above, cast iron 
parts after coating, left, and part, right, 
after material has been stripped off. Note 
how coating bridges ali holes and gets 
into every contour as well as providing a 
rounded bumper for sharp outer edges. 


| faces, reams, bores and bearingizes the 


| pieces per hour at 80 percent efficiency, 





Rotary Index Unit Available 
With Automation Devices 


A high-production, eight-station ro 
index automation machine that positions 
and performs machining operations on the 
bore and hub face of production parts 
by means of automation devices is now 
available from Expert Automation Machine 
Co., 17144 Mt. Elliott Ave., Detroit 12, 
Mich. 

The machine, 
signed for 








above, which was de 
minimum floor space, spot 


sintered iron bore and thrust face of 6 
inch dia plastic automotive water pump 
impellers at a production rate of 700 


it is claimed. By changing the fixtures 
and heads, this machine can be adapted 
to a variety of both large and small parts 
requiring accurate machining operations, 
it is soid. 

* © 
Back-Up Rings of Tefion 
Marketed by Sparta 


Back-up rings of Teflon (duPont's 
tetrafiouroethylene), used in conjunction 
with O-ring seals in hydraulic and similar 
pressure systems, are the latest of a series 
of products to be manufactured by 
Sparta Mfg. Co., Dover, O. 

The use of Teflon back-up rings with 
rubber O-rings is said to give a better 
seal, less wear on the O-ring and elimi- 
nate deforming of the O-ring by extrusion 


under pressure. ao sae te 





Overhead Crane Kit 
Introduced by Becker 


An overhead crane package kit hes 
been introduced by Becker Crane & Con- 
veyor Co., 4900 Ridge Rd., Cleveland 9, O. 

The Uni-Kit is available for crane oF 
semblies up to 4,000 pounds capacity and, 
for spans up to 30 feet. The kit contains 
two truck frames, four crane trolleys and 
all necessary bolts and fittings. The crane 
beam and the angle end stops are sup 
plied by the user. The crane can be 
assembled quickly using only simple hand 
tools. Outstanding feature of the kit is 
said to be its flexibility. The trolleys are 
designed with an adjustable feature per- 
mitting their use on a wide variety of 
runway beam sizes. 


* * * 





Industrial Pushbutton Switch 
Developed by McGill 


A dust and vibration-proof, pushbutton 
industrial switch with a rating of 6-amp- 
“T", 125-volt, 3-amp. 250 volts has beet 
developed and is being marketed by Me 
Gill Mfg. Co., Inc., Valparaiso, Ind. 

Standard with six-inch wire leads, the 
25-P switch also can be ordered with 
soldering lugs or screw terminals. The 
pushbutton is %" in diameter and finished 
in nickel. Other models of the switch are 
the 27-P, a three-way type of 6-amp., 125 
volt rating, and the 28-P, a two-circut 
type for controlling either of two circuits 
It has no off position and is rated at 6 
amps., 125 volts. 
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Low Cost, Simplicity Cited... 
Air Suspension Gets 


Leaf-Spring Challenge 


(Continued from Page 23) 


interleaf friction generally is re- 
garded as undesirable (because of 
static friction), it also has some 
useful properties. 

“The valuable dampening action 
offered by interleaf friction lessens 
the work of the shock absorbers,” 
he stated. 

Static friction, which is consid- 
ered a detriment reportedly is be- 
ing reduced with tip inserts of 
newly developed materials. “There 
is evidence,” Hanslip stated “that 
a satisfactory design is achievable 


countered “were not insurmount- 
able, but the solutions were com- 
paratively too expensive, heavy and 
cumbersome.” 

“I think it is about time,” he 
declared, “that somebody put in 
a good word for our old friend, 
the leaf spring. 

While we, ourselves, are partici- 
pating in air-suspension develop- 
ment work and thoroughly respect 
our opposite numbers in customer 
engineering,” he continued, “we do 
feel that a fraction of the money 
now being spent in vast air sus- 
pension research projects will pro- 
duce an equally satisfactory leaf- 
spring suspension to provide the 
leveling function which appears to 
be the principal advantage of the 
present air suspension system.” 

+ * > 











































Johnson Expands 


NEWCASTLE, Pa. — Johnson 
Bronze Co. will begin construction 
of a $500,000 laboratory this fall 
that will double its research facili- 
ties. Occupancy is expected a year 


leaf-spring suspension used later. 


for many years by the automo- 
tive industry generally is regarded 
as (inherently) a low-cost suspen- 
sion. Hanslip pointed out, however, 
that this is because it has been 
“simplified to the extreme,” as well 
as being produced by highly effi- 
cient manufacturing operations. 

Continuing his comparision, 

Hanslip stated that the leaf 

spring has other readily apparent 

advantages over the air spring. 

Leaf springs are considered to 
constitute a complete suspension 
system that provides a comfort- 
able ride, absorbs shock, keeps 
the rear wheels in contact with 
the road and transmits driving 
force of the wheels to the auteo- 
mobile body. 

In contrast, according to Hanslip, 
other suspension types which are 
capable of providing a soft ride 
must be supported by various com- 
binations of stabilizing and damp- 
ing apparatus, such as radius rods, 
torque rods, tracking devices and 
damping mediums. 

“Thus,” he asserted, “while the 
ride-softening component 
might be fairly light, the various 
protective and auxiliary devices 
operating at low stresses, neces- 
sarily are more expensive and, in 
total weight, considerably heavier, 
than the leaf spring.” 

. > 


SUSPENSION designers al- 
legedly are “very concerned” 
with the many paths whence vibra- 
tion and shock are transmitted to 
the vehicle. According to Hanslip, 
“an air-spring suspension, with all 
the devices required to make the 
axles ‘stay put,’ has many possible 
paths for vibration and shock, in 
addition to the one offered by the 
spring assembly itself.” 

The leaf spring, on the other 
hand, is regarded by Hanslip as 
“a complete suspension in itself” 
—and its two mounting eyes are 
the only paths for shock to travel 
into the vehicle. 

Looking to future develop- 
ments, Hanslip declared that, al- 
though the leaf spring’s inherent 


Raybestos Buys 
Graef Engineering 


PARAMOUNT, Calif.—Raybestos- 

Manhattan, Inc., has established a 

ic Coast division to manufac- 

ture Teflon and Raylon products 

through the purchase of Graef En- 
Sineering Co. 

The new division will make an 
extensive line of Teflon and Kel-F 
Products, including extruded and 
molded rods and tubes and center- 
less ground rods and machined 
Parts from Teflon, Raylon, Kel-F 
and Nylon. 

Arthur W. Byxbee, former sales 
Manager of Raybestos-Manhattan’s 
Plastic products division, has been 
Sppointed general manager of the 
Pacific Coast division. 


Atlas Mineral Expands 
MERTZTOWN, Pa — Atlas Min- 
eral Products Co. has opened a 
branch engineering office at 5907 
Penn Ave., Pittsburgh, to service 


Material and construction in the 
Pittsburgh-Cleveland area. 


AUTOMOTIVE NEWS, JULY 29, 1957 


which will obviate the minor ob- 
jections to static i..terleaf friction.” 
+ + * 


Cost Factors Compared 


ING to a discussion of the 
“economics of suspension,” 
Hanslip emphasized that there have 
been no equivalent millions of dol- 
lars spent in the research and de- 
velopment of leaf-spring suspen- 
sions to design into them the 
functions (such as variable rate, 
variable frequency and leveling) 
claimed for air suspensions. 

Recent leaf-spring development 

programs, however, now have 
made available several devices 
which offer combinations of these 
functions, and it is assumed that 

additional developments are near- 
ing completion by other leaf- 
spring advocates. 

While conceding that these de- 
vices will be more expensive than 
today’s simple leaf spring, Hanslip 
predicted they “will have all the 
original advantages of leaf springs, 
plus features such as levelizing, 
variable frequency, etc.” 

Hanslip hit back at leaf-spring 
critics who overlook the fact that 
proper shackle design makes it pos- 
sible to obtain nearly a 400 percent 


variation in spring rate, with ac- 
(Continued on Page 34, Col. 1) 
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Taking an Engine's "Pulse’— 

Here is the new electronic brainchild that Cadillac uses on its engine assembly 
line to detect unbalance, thus providing greater quality control and expediting cor- 
rection methods. Cadillac employe Joe Rovlo is shown operating the machine on 
an Eldorado Brougham engine. Known as the General Motors Research Pulse Syn- 
chronized Unbalance Indicator, (PSUI), the device literally takes the engine's “pulse” 
at any running speed. It is said to permit the measurement and correction of engine 
unbalance to a greater accuracy than ever before achieved. 


o 00 
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Annual Report 


As television’s most rewarding season came to an end, two 
events clearly summarized the scope of CBS Television’s 


contribution to this young and growing medium. 


The final Nielsen report of the October-May season found 
CBS Television broadcasting all of the 10 most popular 
programs. The final honors of the year—the two Robert E. 
Sherwood Awards for network programs “dealing with 


freedom and justice’”—were both given to CBS Television. 


This achievement climaxed a season which saw intense 
network competition for a nationwide television audience 
that reached a new peak of over 40 million families. 

It was a season which found the average family spending 
even more time watching television than the year before. 
And because most of this time was spent looking at CBS 
Television, the network consistently maintained a position 
of leadership throughout the year: 


It gathered the largest audience for a single entertainment 


program in the history of television. 


It won a total of 122 programming awards for entertainment 


and public service programs. 


It had a monthly average of 8 of the 10 most popular nighttime 
programs and 7 of the 10 most popular daytime programs. 


It delivered 25 per cent larger average nighttime audiences 
and 30 per cent larger average daytime audiences than its 


closest competitor. 


It earned a 20 per cent larger investment from advertisers 
than the second leading network. 


Television brought more Americans the kind of entertainment 
they enjoyed most. It continued to communicate the kind of 
information essential for a clear understanding of the events 
and issues of our time. It provided American business with its 
most effective advertising medium. And it delivered the largest 


audiences in advertising history for its products and services. 


CBS TELEVISION 
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A Challenge for Air Suspension 


(Continued from page 31) 


companying variations in frequency. 
Variable rate, increasing with de- 
flection, implies a “certain amount 
of levelizing,” according to Hanslip. 

Whenever air-spring costs are 
considered, the obvious question is: 
“Could anything be cheaper than 
air?” Hanslip replies: “The answer 
is ‘No’—but, as everybody knows, 
the air is compressed, and, as every 
engineer knows, compressed air is 


one of the most expensive ways 
of storing energy.” 


* * * 


Piper henere rg his analysis of 
economic considerations, Han- 
slip said, “The initial bargain-base- 
ment cost of a leaf spring is not 
the only cost factor to be consid- 
ered by an engineer or a car 
owner.” Service and replacement 
considerations also are important, 
he pointed out. 


A broken leaf spring is some- 
thing of a rarity to the modern 
motorist. And, when spring re- 
placement is necessary, the job 
usually can be done at any garage 
for a relatively small labor charge. 
Yet, in Hanslip’s opinion a similar 
service need could be a real prob- 
lem for the owner of a vehicle 
equipped with air springs. 


possible with an air-spring suspen- 
sion will have to be a combination 
plumber, electrician and suspension 
man. The implied rarity of such 
personnel carries with it the pen- 
alty of high repair costs and un- 
certain availability.” 

While the sales departments of 
automotive companies are enthusi- 
astic about the promotional possi- 
bilities accompanying introduction 
of a “new ride,” their export people, 
according to Hanslip, “undoubtedly 
are alarmed by the prospect of 
shipping these vehicles to other 
countries, where the available 


Hanslip said, “The mechanic who| maintenance and service facilities 


services the multiplicity of ailments| may not be suitable for taking care 











Finest CLOSER For Used Cars Invente 


ONE SOLID YEAR GUARANTEE 


100% 
PARTS AND 
LABOR 





DEALERS SAY: 


® Greatest closing weapon ever. 
® increases selling price, cuts out short deals. 
® Makes salesmen more aggressive. 
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of the complicated new suspen. 
sions.” 





r HAS been said that leaf spring 
are subject to criticism that 

are not “new”—hence, pres imably, 
deficient in sales appeal. Hanslip 
said that lack of newness is not 
peculiar to leaf springs. 

In support of this statement, 
he cited the existence of several] 
hundred patents relating to air 
springs. The first such idea wag 
patented in 1847 by J. Lewis; and, 
in 1903, H. E. Irwin invented a 
proposed pneumatic spring appli- 
cation that, to some engineers, 
shows a resemblance to principles 
used in an air-spring suspension 
currently under consideration for 
automobiles. 

In conclusion, Hanslip stated: 
“Working on air suspension inevi- 
tably causes an engineer to review 
the merits of leaf springs.” 

In view of the extensive activity 
under way on air springs, he fore. 
sees development of “an air sus- 
pension that will offer more than 
the present metal spring suspension 
(along with added cost).” 

“However,” Hanslip predicted, “by 
that time the manufacturers of 
metal springs could have devices 
which will exceed the projected at- 
tractiveness of an air suspension.” 


Flexible Coupling 
Built Around 
Rubber Tire 


MISHAWAKA, Ind. — Para-fiex, 
described as a new conception in 
flexible couplings, has been an- 
nounced by Dodge Mfg. Corp. as the 
latest addition to its line of power 
transmission machinery. 

The ability to handle angular mis- 
alignment, parallel misalignment 
and end-float, and in any combina- 
tion, is one of many advantages 
claimed for the coupling. The flexi- 
ble member also cushions shock 
loads and diminishes torsional vi- 
bration, thus protecting both the 
driver and the driven machine. 

Heart of the Para-flex coupling 
is a tire with synthetic tension 
members bonded together in rub- 
ber. The four-way flexing body of 
Para-fiex is said to outperform the 
most complex coupling mechanisms, 
yet operates with the simplicity 
and dependability of a modern tire. 

The coupling consists of the 
flexible tire clamped between two 
hubs which are mounted on the 
shafts to be coupled. The flexible 
member is held between the flanges 
and clamp rings of the hubs. 

Both hubs of the coupling are 
machined to take Taper-Lock bush- 
ings. These give the equivalent of 
a shrunk-on fit on the shaft and 
permit quick and easy application 
to shafts of different diameters 
without costly reboring. 

The tire has a transverse split 
molded into it, which permits easy 
installation and makes replacement 
possible without moving driver or 
driven machine. To make a change 
it is only necessary to loosen the 
cap screws enough to allow re 
moval of the tire and to fit a new 
one in place. 

* 

















































Cushion Coupling— 


Shown is a cutaway view of the Pare 
flex cushion coupling by Dodge 
Mfg. Corp., Mishawaka, Ind. The coupling 
will take angular misalignment up to four 
degrees, parallel misalignment up to % 
inch, and end-float up to 5/16. inch—com 
tingent upon the size of the coupling and 
the duration of the conditions—or it will 
take all these simultaneously. They 
available in capacities up to 600 horse 
power at 900 r.p.m. 
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LIFE delivers new customers by the carload 


LIFE shows your customers new cars at their colorful, exciting best .. . 
brings them dramatically alive with big pictures and detailed descriptions 
. . . the closest thing to a showroom presentation outside your showroom. 


a7F9e8SE G820F8 ZEST EISES 


And people respond to LIFE in a uniquely enthusiastic way. They are 
moved to thought and action by what LIFE’s picture-stories tell them and 
they are moved to buy what LIFE’s advertisers sell. 


An average issue reaches 39% of new-car buying households. Thirteen 
issues reach 3 out of 5 households in an average community—which is 73% 
of new-car buying households. 


That’s a lot of potential customers for you, responding to the selling 
power of LIFE in your community. 


ii is read by 12,000,000 households every week 


ii4 leads in weekly circulation 


LIFE: 5,835,032 
Saturday Evening Post: 5,161,264 
Look (bi-weekly): 4,669,535 


Sources: audience—A Study of the Household Accumulative Audience 
of LIFE; circulation—ABC, first quarter 1957. 
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Fire Wagon for Wayzata— 


Backing up the town's volunteer fire 
department, Wayzata Motor Co. (Dodge- 


Plymouth), Wayzata, Minn., donates a 
Dodge town wagon to the group. From 
left are Cliff Faden, Wayzata fire chief; 
Ron McGinnis, Wayzata Motors general 
manager, and Jack DePew, assistant sales 
manager for the dealership. 
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engineer of the division, and Brian| planning and analysis on Ch 


Technical 


Organization of the development 
department of Libbey-Owens-Ford 
Glass Co, into five sections has been 
announced. 

The changes follow the promotion 
of Donald W. Dunipace to director 
of development and the transfer of 
John M. Byal from engineering to 
the development department. 

Byal will head the grinding and 
polishing section. Dr. Milton Adams 
heads the special projects section. 
Dr. Ralph K. Day heads the glass 
quality evaluation section. John R. 
Ermlich will head the physics sec- 
tion. The electronics section will be 
headed by William E, McCown, 


> * + 


Mack Ups Pashkow 


William B. Pashkow has been 
appointed director of fire apparatus 
and special equipment engineering 
for the Sidney (O.) division, Mack 
Trucks, Inc. 


= = > 
Dunipace Succeeds Fowler 
Donald W. Dunipace, chief physi- 


(OIN [= 
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pt in nylon filter 








produces low,Cost, high efficiency fitration 


iil iaidaietiiatitinth aatentamatnne thin 
Corrosive-resistant Nylon screen is permanently injection- 
molded into the rugged, light-weight Nylon structural frame. 
The complete unit costs less . . . saves assembly time . . . 

and delivers maximum filtration with greatest flow. 


Almost limitiess variations in size, shape and type permit 
designing and engineering a Danco Nylon filter exactly to 
your requirements. For all the facts, fill out the coupon below. 


Danco Nylon filters for engines . . . aircraft ... machinery... 
and a hundred other applications requiring low-cost, 
high-efficiency filtration. 





Personnel 





cist with Libbey-Owens-Ford Glass 

Co., has been named director of 

development. He will succeed L G. 

Fowler, who is retiring after 34 

years’ service. a 
= 


Denison Engineering 


Promotes Bohannan 


William F. Bohannan has been 
named field research engineer of 
Denison engineer- 
ing division, 
American Brake 
Shoe Co., Colum- 
bus, O. 

Bohannan 
joined Denison in 
1951 as an assist- 
ant to the general 
manager, and in 
1952 was appoint- 
ed supervisor of 
the Denison re- 
search laboratory. 
His new responsibility will be to 
recommend changes in Denison’s 
hydraulic designs as a result of ex- 
tensive research in the field, de- 
veloping new or modified hydraulic 
components. 

> > = 
Hollingshead Appoints 
Production Manager 

John O. Ham has been appointed 
production manager of the Western 
division, R. M. 
Hollingshead 
Corp., Sunnyvale; 
Calif. 

In his new ca- 
pacity, Ham will 
direct the manu- 
facture of a wide 
variety of chemi- 
cal products. 
Ham joined Hol- 
lingshead’s main- 

$ s tenance de part- 
John 0. Ham ment in 1955 and 
progressed to foreman of the filling 
department, where he served until 
his latest promotion. 


Rodick Joins Felsenthal 


Alfred A. Rodick has been ap- 
pointed chief engineer for G. Fel- 
senthal and Sons, Inc. Chicago 
plastics fabricating and injection 
molding firm. He formerly was chief 
engineer for the molded products 
division of Admiral Corp. 


> > > 
Carter Joins Wyman-Cordon 
Joseph R. Carter has been ap- 
pointed manager of operations, 
eastern division, of Wyman-Gordon 
Co., Worcester, Mass. 
> 


Bushroe Named to Manage 
Ford Chicago Stamp Plant 


Frank J. Bushroe has been ap- 
pointed plant manager of Ford Mo- 
tor Co.’s Chicago stamping plant. 
He succeeds J. B. Kendall, who has 
been assigned to a staff position at 
stamping division heaquarters in 
Dearborn. 

Bushroe formerly was manager 
of Ford’s Buffalo Stamping Plant. 
He joined Ford in 1947 after 19 
years with Packard. 


> > > 
Knudsen Joins Distel 

A. Knudsen has been appointed 
a sales representative for Distel 
Tool & Machine Co., Detroit. The 
company designs and builds heavy- 
body dies, fixtures and automation 
equipment. 





W. F. Bohannan 





+ > 
Glaser Appointed 

Lewis H. Glaser, president, Revell, 
Inc., Venice, Calif. has been ap- 
pointed president of the newly- 
formed American division of 
Europe’s largest automobile associ- 
ation, Club International le Petit 

Voitures. iu 


Peters Succeeds Nees 


Jack B. Peters has been named 
manager of Electric Auto-Lite Co.’s 
Atlanta battery plant, succeeding C. 
C. Nees, who is retiring after 14 
years as head of the plant. 


4 Divisional Appointments 
Announced by Enjay 

Enjay Co. Inc., has announced 
the appointment of Charles E. 
Farnsworth as assistant manager 
of the market development division. 

Richard M, Howlett has been 
named senior market development 


Casey has been appointed assistant 
manager of the Paramins division. 
R. A. Short has been named assist- 
ant to the manager of the western 
division. 

= * = 


Colorado Kenworth Named 


Cummins Maintenance Dealer 


Colorado Kenworth Corp., Den- 
ver, has been appointed a Cum- 
mins diesel engine maintenance 
dealer, according to Lars Prestrud, 
general manager of the Denver 
firm. Art Wotton, formerly of Ken- 
worth’s Seattle factory, has been 
named service manager of the 
dealership, and Jack Hinchman, 
formerly of Cummins Diesel Sales 


‘|Corp., Denver, has been named 
+| shop foreman. 


f |Hughart Named Manager 
| By Klemp Metal Grating 


Gerald T. Hughart has been ap- 
pointed general manager of Klemp 
Metal Grating 
Corp., Chicago. He 
was formerly 
with Stearns- 
Rogers Mfg. Co., 
Denver. 

A native of 
Colorado, Hug- 
hart held such 
positions as 
manager of manu- 
facturing and 
sales engineer in = 
charge of process ©. T. Hughart 
equipment sales with the Denver 
firm. 





> + = 
Stratton Joins Fageol 
As Manufacturing Chief 
S. C. Stratton has been appointed 
manufacturing vice-president of 
Fageol Products Co., Kent, O. 

; = Stratton 
formerly was as- 
sociated with 
Timken Roller 
Bearing Co, In 
his new position 
he will be in 
charge of produc- 
tion of Fageol 44 
industrial power 
plants, Fageol 
: gasoline and pro- 
wn 

pane engines and 

8. C. Stratton Fageol e Leyland 

diesel engines for trucks and buses. 
> > > 


Inland Names Ziegler 


George R. Ziegler has been ap- 
pointed general superintendent of 
the Chicago Heights plant of Inland 
Steel. He succeeds W. Porter Good- 
man, who retired after 39 years 
with the company. 

> > > 


LeRoi Names McDowell 


Manager of Engineering 

Donald M. McDowell has been 
named manager of engineering for 
LeRoi division, Westinghouse Air 
Brake Co., Mil- 
waukee. He for- 
merly was acting 
manager of engi- 
neering. 

McDowell joined 
LeRoi in June, 
1956, as chief de- 
velopment engi- 
neer. Prior to 
that, he was as- 
sistant chief en- 
gineer for Inger- 
soll Kalamazoo 
division of Borg-Warner, Kalama- 
zoo, Mich. 


> +. 7 
Parker Names DuBois 
Parker Appliance Co. has ap- 
pointed James C. DuBois as sales 
engineer for Parker tube and hose 
fittings, hydraulic accumulators and 
check valves. 
* 








Zawaski Named Manager 


Gear-O-Mation division of Michi- 
gan Tool Co., Detroit, has appointed 
Felix Zawaski plant manager. He 
was formerly chief engineer. 

a a + 


Harrell Joins Universal Oil 

James E. Harrell jr. has joined 
the staff of Universal Oil Products 
Co., to represent its products de- 
partment in technical sales work in 
the Gulf Coast area. He will also 
assist refiners in treating, blending 
and general refinery problems. 


Chrysler Names DiCicco 


John J. DiCicco has been ap- 
pointed director of pre-production 


a 


Corp.’s manufacturing staff, 
* + os 


Carver Joints Litton; 


Will Head New Plant 


Vinton D. Carver has been nameg 
manager of Litton Industries’ ney 
plant to be constructed in Sat 
Lake City. He ; 
formerly was ‘ 
vice-president and 
general manager 
of the Pacific di- 
vision of Farns- 
worth Electronics 
Co., a division of 
International 
Telephone & Tele- 
graph. 

Litton’s new 
plant will make 
precision elec- 





Vinton D. Carver 
tronic components as a production 


arm of the company’s Electron 
Tube division, San Carlos, Calif, 


* * * 


Auto-Lite Promotes 2 
In Foundry Division 

R. W. Munger has been named 
operating manager of Electric 
Auto-Lite Co.’s foundry division, 
and R. M. Sellers has been ap. 
pointed to the new post of divisional] 
sales manager. 

Munger formerly managed Auto- 
Lite’s foundry in Mt. Vernon, Il, 
and Sellers managed the company’s 
foundry in Fostoria, O. 


Cadillac Names Murray 


To Engineering Post 


Lester Murray has been appointed 
staff engineer in charge of the elec- 
trical, accessories, heating and air 
conditioning sec- 
tion of Cadillac. 

Murray started 
with Cadillac in 
1938 as a radio 
engineer. Between 
1940 and 1948 he 
worked on the 
electrical equip- 
ment of the mili- 
tary vehicles 
Cadillac was pro- 
ducing. In 198 
Murray was made 





Lester Murray 
an assistant staff engineer. In 1950 
he was transferred to the Cadillac 
Cleveland ordnance plant as staff 


engineer. He transferred to the 
Chevrolet engineering department 
in 1954, and was with the A. C 
Spark Plug before rejoining Cad- 
illac. 
> > > 

Finch Joins Weatherhead’s 
Fort Wayne (Ind.) Division 

Kenneth W. 
Finch has been 
named chief engi- 
neer of Weather- 
head Co.’s Fort 
Wayne (Ind.) di- 
vision, according 
to an announce- 
ment by James 
M. Baker, general 
manager. 

Finch comes to 
Fort Wayne from 
Buffalo, where he 
has been serving in the same c@ 
pacity for the automotive division 
of Fedders-Quigan Corp. 


Yates to Pittsburgh 


Garlock Packing Co. has an- 
nounced appointment of Phil D. 
Yates as district manager of the 
Pittsburgh branch. Garlock manu- 
factures mechanical packings gas- 
kets and seals of all types. 
formerly was sales representative 
in western New York and has been 
with the company 15 years. 


Pontiac Promotes Gould 


In Sheet Metal Plant 


Richard B. Gould, who joined 
Pontiac in 1934, has been appointed 
superintendent of Pontiac’s sheet 
metal plant. 

Gould joined Pontiac in 1934. 


* * > 
Eaton Spring Unit Boosts 


Clark, Green, Morrison 

Eaton Mfg. Co. has announced 
three appointments at its spring 
division in Detroit. They are: H. © 
Clark, assistant general manageéf; 
R. G. Green, leaf spring sales man- 
ager, and R. D. Morrison, coi! 
spring sales manager. 

Clark, who has been with the 
division 26 years, formerly w#® 
manager of the coil spring depart 
men 





Kenneth W. Finck 
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Across the Nation . . . 
=—=_ere=————e=eaeaaOaOaOeee 
named 


Bud Lake’s Truck & Car Stop, 
ula, Mont., has been awarded 
Diamond T franchise. Owned by 
Lake, the organization includes 

4 restaurant, driver’s lounge and 
deeping quarters for truckers in 
. to sales and service facili- 


* * * 


Adcox-Kirby Adds Imports 
Adcox-Kirby Co. (Pontiac), Chat- 
tanooga, is establishing a foreign- 
car department to handle Renault, 





action 


‘ctron | Triumph, Morgan, Alfa-Romeo, 
alif, Bristol and Borgward. 
* * = 
Moore Sole Owner 
John Barnwell has sold his in- 
amedq | interest in Barnwell-Moore Pontiac, 
ectric | Montrose, Calif. to his partner, 
ision, Hugh Moore. The firm’s name has 
n ap- been changed to Hugh Moore 
sional | Pontiac. a 
Auto- Robertson Expands 
» Tl, Willard E. Robertson Corp. has 
any’s its third New Orleans out- 
lt for Volkswagen at 840 St. 
Charles Street. The other outlets 
are at 2308 Tulane and 1501 Tulane. 
> 7 . 
inted Doellefeld Named 
elec- & W. Frazer, general manager 
i air § of Billingsley Motors (Plymouth), 
sec- Portland, Ore., has appointed Henry 
ac, A. Doellefeld sales manager. 
arted * © @ 
? in Pair Rename Firm 
an Vern Doonan and Ray Marker, 
8 he who purchased Courtesy DeSoto, 
the § Miami, have renamed the firm 
uip- § Marker-Doonan, Inc. 
mili- > . * 
les Courtesy Renamed 
pro- Courtesy Dodge-Plymouth West 
148 § Bank Inc. New Orleans, has 
nade § changed its name to Jacobson- 
1950 § Sheppard Motors, Inc. 
illac * * *« 
= Kemp Opens in El Paso 
nent Kemp Motor Co. has opened for 
.c business at 2111 Wyoming St. as 
Yad- the second Ford dealership in El 


Paso, Tex. 
om > 


* 
VW Outlet Appointed 
Jenkins & Wunne Motor Co, 
1220 Broadway, has been appointed 
oe Volkswagen dealer for Nash- 


n 
> 7 > 
Gardner Sells Buick Deal 
R. B. Gardner has sold his 
Buick dealership in Mansfield, O., 
te William Joyce, general sales 
Manager for Qua Buick in Cleve- 
land. Gardner had been a Buick 
dealer for 32 years. 
> 7 > 
neh 
ca- 
ion 


Biggs Gets L. A. Deal 


In Los Angeles) Warren Biggs 
has been named a metropolitan 
Chevrolet dealer. Biggs has taken 
over the old Mullen Chevrolet 
dealership on S. Vermont Ave. He'll 
operate antes nits own name. 


Matson Motor 


Matson Motor Co. is the new 
mame of the former Alderman 
Motor Co. at Fosston, Minn. The 
new firm is headed by Glenn Mat- 
son. 


Bagh Res 


Adds English Ford 
Nodak Auto Specialties has taken 
on the English-built Ford at Minot 
N. D. The three-year-old firm, 
headed by Waldo Schoenwald, re- 
cently moved into larger quarters. 
* . oF 


Second for Jay-Shon 
Jay-Shon, Chevrolet dealership at 
Falls, S. D., has opened a 
new agency at Lennox, S. D. Shon 
and day Kline are part- 


ners in the firm. 
+ = 7” 


AMC Lines for Greer 


Greer Motors, Memphis, formerly 
Willys otors, has been 
named Rambler, Hudson and Met- 
Topolitan dealer. | 
* 


haalies on ” Radio-TV 
Jordan Motors, Inc. (Dodge- 
Plymouth), 609 E. Jefferson mova. 
Mishawaka, Ind, has signed to 
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Auto Dealer Changes 








sponsor the Joe Boland Sports 
Show over WSBT Radio Station in 
South Bend at 5:45 p.m. on Mon- 
days, Wednesdays and Fridays. 
Jordan also will sponsor “Dr. 
Hudson’s Secret Journal” at 10 p.m, 
Fridays over the WSBT-TV in 
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Rayl Adds English Ford 


A, D, Rayl Motor Co., Hutchinson,| “| 
has become the first Ford| © 


Kans., 
dealer in Kansas to handle the 
English Ford. 


coins ‘Rebuilds 
Frank Graham Co. (Lincoln-Mer- 
cury-Continental), 
completed rebuilding of its dealer- 
ship, which was damaged by fire 









Atlanta, has| -@ 


South Bend. It replaces “Badge 
714” on Sunday nights. 
af + * 


Schwartsburg Sold 


last February. 


= 2 * 
California Car-Truck Dealer 


Schwartzburg Motors, Inc, (Olds-|Marks 25th Anniversary 
mobile), Milwaukee, has been pur- Cecil L. Thomas and Sons 
chased by Mark Donaldson. Donald-| (Oldsmobile-Cadillac-GMC), San 
son has been an Oldsmobile dealer| Pedro, Calif., has celebrated its 
in Waukesha, Wis., for five years.| 25th anniversary. 

eo & s The firm has sold 31,000 new 


Derrow Buys Schatz and used cars and trucks and has 
H, L, Derrow, whose dealership | “**Y°4 55000 customers. 


has sold Pontiac cars and GMC 
trucks in Defiance, O. for 19 years, 
has purchased A. F. Schatz Motor 


Ogners Buy Out Sheridan 
Leonard Sheridan’s interest in 


37 


eer has added the Swedish-built Saab 
E and the German Borgward, accord- 
ing to Don Gaiser, sales manager. 
The dealership plans to add the 
English Morgan soon. 

+ * * 


Gillespie Takes Over 
Kyle Gillespie Motors has re- 
placed George Spiker Motors as the 
Lincoln-Mercury dealership at 901 
25th St. in Galveston, Tex. 


* * * 


Gulf Coast Dodge Opens 

Gulf Coast Dodge, Inc., 5011 
Kirby Drive, Houston, held its for- 
mal opening with a two-day cele- 
bration featuring prizes, souvenirs 
and refreshments, Gulf Coast is the 
first Dodge exclusive in Houston. 
M, R, Allen is president. 





Lavatory Truck— 


One of United Air Lines’ 10 new Jeep 
lavatory trucks services a plane. The truck * * 


receives refuse from the plane's lava- 
tories and refills the plane's water tanks. 
Each truck has a 210-gallon refuse tank 
and a 106-gallion water tank. 


Mitchell Opens Branch 
Motor Mart has been opened at 
700 W. Military Highway, San An- 
tonio, as a “low-overhead” division 
outh dealership in Culver City,| of O. R. Mitchell Motor Co. (Dodge- 
Calif, has been purchased by Irv/|Chrysler-Imperial). 
and Stan Com o- 6% 
. Jokinens Buy Deal 
2 Foreign Lines Added Paul and Eugene Jokinen are the 
Suburban Motors, Inc. (Stude-|new owners of Wohlgemuth Motor 


Sales, Defiance. The Schatz firm | the Danny McGroo Chrysler-Plym-| baker-Packard), Maple Heights, O.,|Sales (Ford), Mellen, Wis. 





Vays 


...engineering leadership 


and filtration 


Thirty-four years ago, that Chrysler came off 
the assembly line equipped with something 
entirely new: an oil filter. By 1956 when the 
Chance Vought F8U-1 Crusader shattered 
the national speed record, filters were 
accepted as basic components on all automo- 
biles and aircraft. Both events were mile- 
stones — both vehicles were protected by 
Purolator. 

The 1924 Chrysler seems a relic of another 
age, while the Crusader is as new as tomor- 
row. But the concept that got its start with 
the Chrysler has become fundamental every- 
where . . . any fluid — be it air, fuel, lube oil, 
hydraulic fluid or anything else—which is vital 
to the proper operation of any aircraft, auto- 


by Purolator! 


mobile or machine, must be filtered to be kept 
free of contamination. 

Purolator makes filters for every fluid known 
to man—for use in any conceivable applica- 
tion. The unique background of specialized 
know-how enables them to produce the best 
possible filters for the specific aceds of the 
automotive industry — no matter what. they 
are or when they arise. 


Filtration for Every Known Fluid 


PURQLATOR 


PRODUCTS, INC. 
Rahway, New Jersey and Teronte, Ontarie, Canada 
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In Parts and Accessory Distribution 





ST. LOUIS.—T, B. Patterson has 
been appointed manager of the Los 
Angeles automotive branch office, 

. Wagner Electric 
a Corp. 

Patterson for- 
merly was a sales 
representative and 
technical special- 
ist conducting 
work clinics on 
the installation, 
maintenance and 
repair of Wagner 
air brake and hy- 
draulic brake 
components at 





T. B. Patterson 
San Francisco and most recently, 
acting branch manager at Los An- 
geles. He has been with Wagner 
since 1945, and in sales since 1947. 


Engine Rebuilders Moves 


INDIANAPOLIS. — The Automo- 
tive Engine Rebuilders Assn, has 
| moved to new quarters at 9 N. 
Illinois St., Indianapolis 4, Ind. 


| vey of 410 automotive jobbers found 
the industry had a “very satisfac- 


Gross profit on sales was 278 
percent compared with 27.3 percent 
in 1955. Net profit on net worth 
averaged to 61 percent compared 
with 5.5 percent in 1955. 

Net worth of the average jobber 
showed a 4.5 percent increase dur- 
ing the year to a new average of 
$134,152. 


Missile Research Setup 
| Expanded by Fruehauf 


| DETROIT. 
' Co. has formed a new research and 






THE FIRST 


“NEW LOOK” 


booked a record $9.3 million in 
Government contracts in June. 


= * * 
+. 
Thor Acquires 
. 

Drying Systems 

CHICAGO.—Drying Systems, Inc., 
producer of industrial ovens and 
process air-conditioning installa- 
tions, has been acquired by Thor 
Power Tool Co. 

Thor acquired Drying Systems in 
a straight cash purchase. The 
amount was not disclosed. The 
company will operate as Drying 
Systems Co., a division of Thor. 

Neil C. Hurley jr., Thor president, 
said “this affiliation is a most na- 
tural one because both Thor and 
Drying Systems have for many 
years served the same assembly 
line in industries as suppliers, re- 
spectively, of the power tools that 


fabricate the product and the proc- 
essing equipment that finishes the 
product.” 


MEWA Counsel Invited 


To Small-Business Parley 


CHICAGO.—James W. Cassedy, 
general counsel of the Motor & 
Equipment Wholesalers Assn., has 
been invited by President Eisen- 
hower to represent MEWA at the 
president’s conference on technical 
and distribution research for the 
benefit of small business. 

The conference, slated Sept. 24- 
26 in Washington, is designed to 
assist small producers, wholesalers 
and retailers in using modern 
methods and techniques. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 


throughout the year. 





Cadillac Moves 


Giant Presses 


To New Plant 


DETROIT. — Cadillac is in the 
process of moving its sheet metg 
department to a new location 
Gratiot and Conner Aves. on De 
troit’s East Side. 


A company spokesman said the 
department is being moved to give 
Cadillac “turn-around” room. The 


| _| move is scheduled, he said, so 


3-D Display— 

“Grime Doesn't Payl” is the theme of 
the latest dealer merchandising aid pro- 
duced by Purolator Products, Inc., Rahway, 
N. J, The three dimensional sales aid, 
showing a dirty, used oil filter behind 
“jailhouse” bars, is made of heavy-duty 
cardboard and measures 15 by 20 inches. 
Under the “Grime Doesn't Payl” headline, 
“Dan Muck,” an animated puppet made 
from cardboard and a used oil filter, 
stands behind bars saying, “! got cought 
after 4,000 miles.” 


it can be accomplished without the 
loss of any final assembly-line time 
due to the shortage of sheet meta} 
parts. 

Cadillac, when the transfer jig 
complete, will have moved 143 sheet 
metal presses—some of which 
weigh as much as 115 tons—ang 
installed an additional 64 new 
presses. 

The move is being handled by 
Dearborn Machinery Movers, which 
is using a 66-wheeled vehicle, 87 
feet 6 inches long. It is believed to 
be the largest semi-truck trailer in 
the world. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 
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Increased capacity ratings|f 


Timken Roller Bearing Company announces an increase in the 
capacity ratings of most series of Timken® tapered roller bearings. 
Increases range up to 39%. Most are in the neighborhood of 10%, Some 
are negligible. 


Permits Use of Smaller Bearings 


This increase in capacity ratings makes it possible for many of you to 
use smaller bearings. Your products can be made more compact. You 
can save weight. You may be able to reduce the size of your shafts 
and housings. And you may be able to use Timken bearings in new 


3 Reasons for Increases 


applications where they have not been practicable in the past. 


What led to these increases in Timken bearing capacities? Three things: 


First, a careful review of more than 6,000 different laboratory studies 


TIMKEN| 


TRADE-MARK REG. U. S. PAT. OFF. 
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Executive Family at Ross Roy Agency— 


Executives of Ross Roy, Inc., Detroit advertising agency, gather to welcome guests 
to a four-day open house designed to explain the role of an agency in marketing. 
They are (from left) Harold J. G. Jackson, general manager, Ross Roy of Canada; 
oss Roy; William W. Shaul (behind Roy), vice-president; Cari E. Hassel, media 
vice-president; Hubert F. Roy and Maurice G. Vaughn, vice-presidents; Carroll F. 
Sullivan, senior vice-president, William H. Gerstenberger, vice-president; Thomas G. 
McCormick, executive vice-president; John B. Gray, copy director, and John W. 
Hution, art director. 
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Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Public-service advertising has be-' 
come a big business and has de- 
veloped into one of the biggest 
giveaways in history, according to 
the 15th anniversary report of the 
Advertising Council. 


than $149 million worth of its 
commercial advertising time and 
space to national welfare projects, 
$125 million in 


The council is supported by busi- 
ness firms and the advertising and 
communications industry. Last 
year’s donations enabled it to con- 
duct 16 major campaigns and to 
help 54 other projects on a lesser 
scale. 

Chairman of the council is Louis 
N. Brockway, executive vice- 
president, Young & Rubican, Inc. 

Among the causes aided in 1956 


were traffic safety, better schools, 
slum clearance, church attendance, 
forest-fire prevention, mental 
health, voter registration, U. S. Sav- 
ings Bonds, NATO, the Red Cross 
and Hungarian relief. 

Business executives served as 
volunteer coordinators of the 
projects, and 18 advertising agen- 
cies prepared the ads and broad- 
cast messages. Five agencies as- 
sumed responsibility for two or 
more projects, while the savings 
bond campaign had eight agen- 
cies at its disposal. 

The agencies which served on the 
projects were: J. Walter Thompson 
Co. (three campaigns); Batten, Bar- 
ton, Durstine & Osborn (two cam- 
paigns); Campbell-Ewald Co. 
(two); Compton Advertising Inc. 
(two); Foote, Cone & Belding 
(two); Ted Bates & Co.; G. M. Bas- 
ford Co.; Benton & Bowles, Inc. 

Leo Burnett Co.; Geyer Advertis- 
ing, Inc.; Bryan Houston, Inc.; 








‘for Timken hearings 


of Timken bearing performance on fatigue life machines. From these 
exhaustive studies, conducted on an organized, scientific basis since 
1924, we keep learning more and more about predicting bearing life. 


Second, refinement in the method of analyzing these studies mathe- 


matically. 


Third, a careful review of the life of millions of Timken bearings in 


the field. 


How Much Can This Save YOU? 


To find out how the new capacity ratings affect the types and sizes of 
Timken bearings in which you are interested, call your Timken bearing 
representative or write our Engineering Department. We'll be glad to 
work with you at the drawing board stage. The Timken Roller Bearing 
Company, Canton 6, Ohio. Canadian plant: St. Thomas, Ontario. 


Cable address: ‘“TIMROSCO”’, 


| TAPERED ROLLER BEARINGS ROLL THE LOAD 
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Kenyon & Eckhardt, Inc.; McCann- 
Erickson, Inc.; Ruthrauff & Ryan, 
Inc.; Schwab & Beatty, Inc.; Jack 
Scott, Inc.; Sullivan, Stauffer, Col- 
well & Bayles, Inc., and Young & 
Rubicam, Inc. 

* * * 


Year-End Dodge Drive 

Facing heavy season-end “price” 
advertising by competitors, Dodge 
has launched its “most aggressive 
summer sales program,” on a na- 
tional 33-outlet, closed-circuit tele- 
cast which reached over 3,600 deal- 
ers. The theme: “You're paying for 
a new car—make sure you get one!” 

According to W. D. Moore, direc- 
tor of advertising and merchandis- 
ing, Dodge will spend more than 
a million dollars for newspaper and 
local and network radio advertising 
over a 10-week period extending 
through September. 

Advertising has been scheduled in 
3,700 daily and weekly newspapers. 

The firm also plans to devote 
three-fourths of its commercial 
time on Lawrence Welk’s ABC-TV 
telecasts to live selling messages 
based on the campaign theme. 

Moore said Dodge has bought 
radio spots in the nation’s top 50 
markets, in addition scheduling par- 
ticipation on NBC’s Monitor and 
CBS’s Impact Plan, weekend radio 
selling packages. 


Gavagan Joins Post 


James W. Gavagan has been ap- 
pointed merchandising manager of 
the’ automobile 
and truck divi- 
sion of the Satur- 
day Evening Post 
with headquar- 
ters in Philadel- 
phia. For the last 
10 years, Gava- 
gan has been 
with General Mo- 
tors in sales and 
public relations 
and most recently 
was assistant J. W. Gavagan 
zone manager for Buick in Omaha. 

* 7 > 





Tidewater Names Ad Chief 


Fred Wellmerling has been ap- 
pointed advertising manager for 
Tidewater Oil Co. 

From 1946 to 1953, Wellmerling 
was merchandising manager, ad- 
vertising manager and then assist- 
ant sales manager for Carnation 
Co.’s milk and ice cream division. 
More recently, he was national sales 
and advertising manager for Tux- 
edo Candy Co, and Jell-Well Des- 
sert Co. subsidiaries of Safeway 
Stores, Inc. 


7 
Plymouth Message 

Viewers of Plymouth’s newest ex- 
hibit, at Detroit’s Willow Run Air- 
port, hear a 40-second message by 
listening to one of six phones pro- 
vided. 

The taped message is keyed to 
the particular Plymouth model on 
display, and the cars are changed 
periodically to coincide with those 
used in Plymouth’s national adver- 
tising. 

The exhibit was designed specifi- 
cally for the Willow Run terminal 
building and has a daily viewer 
potential of about 20,000 persons. 


AURNABL Ep 

































ELECTROLYTE CONTAINER—A quicker, 
easier and safer method for Delco bat- 
tery dealers to handle electrolyte and fill 
dry charge Delco batteries has been in- 
troduced by United Motors Service Divi- 
sion, General Motors, Detroit 2, Mich. Ac- 
tivating Delco dry charge batteries with 
the new fluid dispenser and the five gal- 
lon container, saves time in eliminating 
the job of handling and opening several 
small individual containers; stops waste 
by eliminating a funnel thus giving the 
service station operator a clear view of 
the fivid level, and stops the problem of 
left-over fivid common with the use of 


small containers, it is claimed. 
er a 










FUEL INDUCTION SYSTEM—The Fvel-x 
induction System is said to operate on 
@ proven aircraft principle to “crack” fuel 
chemically for fullest power and mileage. 
Produced by Spark-O-Matic Corp., Milford, 
Pa., the system is said to enable engines 
fo give high octane performance from 
low-cost regular gos. Use of the system 
in the average car is said to eliminate 
“wild ping” and pre-ignition by counter- 
acting the combustion chamber deposits 
which cause these power-robbing condi- 
tions. Fuel-x Induction is said to make 
the use of premium gasoline unnecessary 
in the vast majority of cars. 

> ” > 





i 





cigarette lighter, has been developed by 
Patco Products Co., Inc., 806 Third Ave., 
Brooklyn 32, N. Y. The red blinker light 
is said to be visible a quarter of a mile, 
the light itself will set in front of 
car, on the road, atop the car, fastened 
@ rubber suction plate. The unit is 
inches high and has a 3-inch base 


rn 


" * * « 
Removing Road Tar 
Road tar can be safely removed 
‘from cars originally finished with 


acrylic lacquers, according to 
Martin-Senour Paint Co., 2500 S. 

















cording to the company. 


> * . 


COMPRESSION TESTER—Steel City Test- 
ing Machines, Inc., 8817 Lyndon Ave., 
Detroit 38, Mich., has designed a com- 
pact, portable, hydraulically operated 
machine for accurate compression test- 
ing. The unit is said to combine simple 
hand pump operation with ease of ad- 
justment in vertical dimension, and a 
capacity of 150,000 pounds. The overall 
weight of the tester, designated model 
TP-121, is approximately 170 pounds. Car- 
rying handles are provided to aid in 
moving the instrument. The hand pump 
folds into a vertical position to make the 
tester more compact for carrying pur- 
poses. 





MOULDING CLIP—A Universal “Snap- 
On" moulding clip that fastens from the 
outside and fits all widths from % to 4 
inches has been submitted for a patent 
by Vanco Products Co., 15330 Brookpark 
Rd., Cleveland 11, O. The clip is serrated 
at Y-inch intervals for easy break-off to 
any size trim. According to the manu- 
facturer, the outside installation of the 
moulding clip eliminates the necessity for 
tearing down door panels or working in 
difficult blind spots. All clips are cad- 
mivum plated, channeled for accurate 
alignment and are flexible to fit car body 
curves, it is claimed. 





CAMBER TO OL S — Camber-increasing 
tools for Chevrolets, said to provide the 
means for obtaining additional positive 
camber and for increasing the range for 
caster adjustment after ali shims have 


been removed, have been marketed. 
Available in three models, the line has 
been laboratory-tested and shop-proved to 
fit accurately and to accomplish the ad- 
jvstment without danger to any parts, it is 
claimed. Model illustrated is for ‘55, '56 
and ‘57 Chevrolets. Camber increasing 
tools are also being introduced for ‘57 
Buicks and for all ‘57 Chrysler Corp. cars. 
John Bean division, Food Machinery and 
Chemical Corp., Lansing 4, Mich. 


Senour Ave., Chicago, which is offer- 
ing 6383 Kleanz-Easy cleaner. The 
cleaner is also safe and effective 
for standard lacquer finishes, ac- 
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NEW PRODUCTS 


ucts Co., 1550 Speer Blvd., Denver 










CLINDER HONE SET—Hall-Toledo, Inc., 
Toledo, ©O., is currently distributing a 
cylinder hone that is said to be particu- 
larly well adapted for work on modern 
cylinder blocks. According to the manvu- 
facturer, the Model “H" has a wide capac- 
ity range, handling diameters of 2% to 
5% inches in the standard set; with 
optional oversize carriers can hone cylin- 
der bores up to 6 13/16 inches. For wet 
or dry honing, Model “H" can be used 
with any good \%-inch drill. For smaller, 
special type engines, Hall-Toledo is also 
offering a Model (UJ) hone with a range 
of 1% to 2% inches. The manvfacturer 
also supplies a line of standard and 
super-finishing stones. 

Ss 


Parko ‘Deep Lustre’ 
Called Waxers’ Delight 


A new car wax called Parko 
“Deep Lustre” is claimed to take 
the work out of waxing a car. It 
contains a built-in chemical cleaner 
said to eliminate hard rubbing. 

Park Chemical Co., Detroit 4, 
Mich., is the producer. 





REPLACEMENT CARTRIDGE—A one- 
piece oil filter replacement cartridge that 
requires no loose gaskets for installation 
and which employs millions of densely 
packed cotton fibres for sludge and 
abrasive entrapment has been announced 
by Bowman Products Co., 850 E. Seventy- 
second St., Cleveland 3, O. The filter 
speeds installation as center tube gaskets 
are factory installed and locked in posi- 
tion by retainers. 





COMPRESSOR—The ADIL-1000, a two- 
stage, air-cooled, 20 horsepower, two- 
cylinder vertical compressor, has been in- 
troduced by Gardner-Denver Co., Quincy, 
I. In continuous service, it has a piston 
displacement of .100 c.f.m., at 870 r.p.m. 
Discharge pressure, up to 150 psi. On 
intermittent service, suitable for discharge 
pressure as high as 250 psi. 

* 


Free-W heeling "Hub 
Offered for 4-by-4s 


A hub fo disengage front drive 
on four-wheel-drive trucks has 
been developed by Dualmatic Prod- 





4, Colo. 


A turn of a lever locks or unlocks 
the front-wheel drive train. The 
hubs are available for vehicles from 


Jeeps through five-ton trucks. 













































































AGITATOR SIPHON CUP —To prevent 
“off color” when using the “OA" or 
lucite lacquers, Binks Mfg. Co., 3122 Car- 
roll Ave., Chicago 12, Iil., has introduced 
an air-driven agitator siphon cup which 
thoroughly mixes paint materials and pre- 
vents settling when spray equipment is 
not in use. The unit, ideal for small batch 
mixing of colors and for touch-up work, 
is said to eliminate costly off-color rejects 
due to settling out. While spraying its 
operation is identical to the standard 


siphon cup. The agitator is powered by 
an air-operated, variable-speed drive unit 
which actuates the agitator paddies inside 
the one quart cup when it is placed on 
the power unit. The unit is available in 


one or five-cup models. 
* 





CAR WASHER — Wohlert Corp., car 
washer division, Lansing, Mich., has an- 
nounced its latest adition to its car washer 
line: CW57A, Cor Washer & Frame As- 
sembly. This unit is complete with a CW57 
car washer and is adaptable for indoor or 
outdoor installation. The frame is said to 
be sturdy, using 2-inch pipe for legs, and 
is just under 10 feet wide. The car washer 
itself is available without frame and both 
units are adaptable to wash vehicles 14 
feet high and 21 feet long. 

* * 





CONTINENTAL KiT—The continental kit 
pictured above is manufactured by Con- 
tinental Industries, 2425 Cabot St., Los 
Angeles 31, Calif. Manufacturer features 
full line of kits for most makes of cars, 
‘49 through ‘57 models. Units are avail- 
able in all prime paint at reduced prices. 
All models incorporate improved design 
features and are complete with all com- 
ponent parts, hardware and easy installa- 
tion instructions. 




























COMBUSTION TESTER — An immediate 
positive test for internal combustion en. 
gine leaks can be made with the Pac 
Bloc-Chek, according to the manufacturer, 
P&G Mfg. Co., 305 N. E. Russell St., Por. 
land 12, Ore. Utilizing a completely new 
principle in the automotive field, the Bloc. 
Chek will tell the mechanic in one min. 
ute’s time whether or not an internal com. 
bustion leak is present, regardless of 
whether the leak is caused by a faulty 
gasket, a cracked or warped cylinder 
head, or a cracked block, it is caimed, 
In addition, Bloc-Chek permits the me 
chanic to quickly determine the cylinder 
or cylinders where the leak is occurring, 
it is said. 






* > : 
Polishing Cloth Offered 
By Cleveland Company 


Tubular Kmit polishing cloth, an 
absorbent product in half-pound 
packages, is offered by Ohio Wiping 
Cloth Mfg. Co., 1600 Woodland, 
Cleveland. 

The company said it is a heavy- 
duty cloth and can be washed and 


reused many times. 


* . > 








AIR FILTER BOOKLET—A 24-page book- 
let, called “Air Filter Facts," has bees 
released by Purolator Products, Inc., Rab- 
way, N. J. 

Fully illustrated, the booklet gives ¢ 
detailed story of the development and 
production of the Micronic dry type aif 
filters, showing exactly how they operate, 
how they should be serviced and how 


they should be sold. 
pe 


New duPont Sealer 


A new cooling system sealer has 
been announced by duPont Co.'s 
specialties sales section. The new 
No. “7” Cooling System Sealer is 
said to produce an effective, leak- 
proof seal with all three major 
coolants—water, glycol and meth- 
anol anti-freeze solutions—in less 
than three-fifths of = second. 





PENCIL, NOTEBOOK—The Sienci! is ¢ 
thin mechanical pencil that can be used 
as a bookmark, or worn in a pocket with- 
out budge. Each Slencil will propel, repel 
and expel lead, and has a storage place 
for extra leads. Available in gold, silver 
black, blue, red or green colors, the 
Slencil may be combined with a specially 
designed pigskin notebook. The notebook 
cover can be gold embossed with % 
three-line advertising message. Siencil 
Co., 30 Main St., Orange, Mass. 





Who'll Win? 


stadia oe 


The fight over fuel injection 


It’s possible that today’s carburetor designs have 
about run their natural course — what next? 
Pressurized carburetors? Mechanical fuel atomiza- 
tion? Or fuel injection? The considered opinion 
of most automotive engineers seems to favor fuel 
injection. And here the controversy begins. 
Fuel injection by itself is far from a new concept. 
Offie engines at Indianapolis have employed this 
principle for years. But to design and manufacture 
a fuel injection system consistent with the de- 
mands of economy both money-wise and mileage- 
wise for an American passenger car poses a num- 
ber of knotty problems. 

How rapidly will the changeover to injection 

occur? 


What are its implications to the motorist? 

Will fuel injection improve gasoline econ- 

omy? 

How will injection affect horsepower? 

How much will fuel injection equipment 

cost? 

Will it be pulsating (timed) injection or 

continuous flow? 
And after these questions are answered, the Ameri- 
can manufacturer still finds the practical problem 
of “how to build a good injection system cheap.” 
As long ago as May 30, 1955, AUTOMOTIVE 
NEWS in its special engineering section carried a 
complete and authoritative article which spelled 
out in detail the problems, prospects and poten- 
tialities of fuel injection for the U. S. passenger 
car market. This is just another example of how 


AUTOMOTIVE NEWS has been able, over the 
years, to keep its readers ahead of the fast- 
changing and highly competitive automotive in- 
dustry. 
To bring this news—each week while it still is 
news—to 44,000 paid subscribers* takes 14 experi- 
enced full-time editors and 106 field correspon- 
dents constantly in touch with manufacturers, 
dealers, regional representatives and service men. 
It’s hardly surprising then that in 32 years of 
blishing, AUTOMOTIVE NEWS has come to 
c regarded by automotive men as their newspaper 
of the 5 indole. 
Why not inquire about how AUTOMOTIVE 
NEWS has helped boost the sale of many other 
products, and may be able to do the same for 
yours? Simply get in touch with your nearby 


The most influential publication in the autometive industry. 


The Newspape 


for S 


New-Car Stocks Rise to 729,000 


Shown is an Electrojector set-up which replaces carburetor 
and controls engine by timed electrical signals. Developed 
by Bendix Aviation Corporation. 


AUTOMOTIVE NEWS representative and ask 
him to call, at your convenience, of course. He 
can show you how to take advantage of AUTO- 
MOTIVE NEWS’ big 2-market coverage . . 
coverage of both automotive manufacturing execu- 
tives and the buying influences in 28,000 car 
dealerships. 
* 86% of AUTOMOTIVE NEWS’ readers annually re- 
new their subscriptions at the regular $8 rate. No pre- 


miums, cut rates or special inducements are ever 
offered. oe 


NEW YORK: Edward Kruspak, Ray Billingham, Howard E. 
Bradley, Murray Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


r of the Industry 


-—— 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports) 
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Prices of ‘56s added and ‘48s dropped in November, 1955. Prices of ’57s added and '49s dropped in November, 1956, 


Market Trend 


The ratio of sales at whole- 
sale used-car auctions last week 
reached the year’s highest point, 
according to Automotive News 
compilations. 

The ratio was 74.3 percent, com- 
pared with 72.5 percent the pre- 
vious week. The average 


cording to Automotive News’ in- 
dex. 

Only two individual models 
showed price declines: ’5%s 
dropped $39 and ’51s were off $1. 


on ’50s, $5 on 54s, $7 on ’52s and 
"55s and $12 on 56s. 


Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 

= = * 


ALBANY 


(Tim Anspach Dealer’s Auto Auction. 
Sales every Monday. Prices are for sale 
of July 15.) 

(Today’s car market was extra active 


sons (1) Light receipts; 
quality cars; (3) Many 
attendance. Could have 
more nice cars. Sold 
164 consignments.) 
BUICK—’56 Century 4-dr., $1,980° (ps). 
’55 Special conv., $1,575*; Super Riviera 
coupe, $1,525° (ps). °'54 Super Riviera, 
$1,250* (ps); Century Riviera coupe, $1,- 
130°; Special Riviera coupe, $1,200°. 
"63 RM coupe, $300; Special 2-dr., $420*. 


144 cars 





$500. °52 4-dr., $480, $360°; 2-dr., $390, 
2 at $360; conv., $370°. '51 2-dr., $275, 
$200, $120, $110. "50 2-dr., $235, $150; 
4-dr., $110. 

CHRYSLER—’53 NY 4-dr., $685° (ps). '51 
Windsor coupe, $375*; 4-dr., $240°*, 

DeSOTO—’57 Firesweep 4-dr., $2,550* (ps). 
’53 Powermaster 4-dr., $510; Custom 4- 
dr., $470°*. 

DODGE—’55 Royal Lancer, $1,200*°. °54 
Coronet station wagon, $905*. ‘53 sta- 
tion wagon, $650; 4-dr., $500*, $380*, 
$350. 


CADILLAC—'56 (62) sedan de Ville, $3,-| FORD—’57 Fairlane (8) 500 Victoria, $2,- 


550° (ps); conv., $3,625° (ps). "54 (62) 
4-dr., $2,070* (ps). "52 (62) 4-dr., $720°. 
51 (62) 4-dr., $680°. 
CHEVROLET—’57 Bei Air (8) sport coupe, 
$2,340°. 57 Bel Air (8) Hardtop, $1,750* 
(ps); 2-dr., $1,260°; Two-ten (8) 4-dr., 
$1,150; Two-ten (6) 2-dr., $1,160. ‘55 
Two-ten (8) station wagon, $1,300°; Two- 
ten (6) 4-dr., $890, $850; Bel Air (6) 
sport coupe, $1,105; One-fifty 2-dr., $710. 
’54 Bel Air sport coupe, $900; Two-ten 
4-dr., $750*, $600; One-fifty 4-dr., $630. 
"53 Bel Air 4-dr., $640; 


450° (ps); Custom 4-dr., $1,940*, $1,770. 
"56 Country Sedan, $1,740*; Fairlane (8) 
2-dr., $1,330; Custom (8) 2-dr., $1,150. 
"55 Custom (8) Victoria, $1,370* (ps); 4- 
dr., $1,040°, $980°, $950; 2-dr., $990°, 
$900; Fairlane (8) conv., $1,250°; 2-dr., 
$1,100°; Country sedan, $1,300. ‘54 Cus- 
tom (8) 4-dr., $800, $670; 2-dr., $790; 
Custom (6) 2-dr., $470°; Main (8) 2-dr., 


$600, $585. '53 4-dr., $675, $670, $650; 
Victoria, $675; 2-dr., $580. ‘52 station 
wagon, $690; conv., $560; 4-dr.. $470, 


$380; 2-dr., $320. 


i 
HUDSON—’S4 Jet 4-dr., $430, 
4-dr., $380, 
KAISER—’52 Manhattan 4-dr., $150, 
LINCOLN—’51 2-dr., $290*. 
MERCURY—’'57 Monterey 4-dr., $2,319 
’55 Montclair sport coupe, $1,275* (pa). 
$1,140*. '51 2-dr., $175. ” 
NASH—’'55 Rambler station wagon, $1, 
220°. '53 Statesman 4-dr., $380 
OLDSMOBILE—’57 (98) Holiday $2,969 
’S5 (88) Super Holiday $1,609 
- "54 (88) 4-dr., $970°. '55 (98) 4 
dr., $760° (ps). °52 (88) 4-dr., $340, 
PACKARD—’51 Clipper 4-dr., $160°, 
PLYMOUTH—’'57 Savoy (8) 4-dr., $2,079" 
(ps), $2,000°; 2-dr., $1,925°; Savoy (g) 
4-dr., $1,750°; Plaza (6) 4-dr.. $1,550*, 
’55 Savoy 2-dr., $810; 4-dr., $800, 54 
Belvedere 4-dr., $850; conv., $730; Plaza 
2-dr., $430, '51 4-dr., $240, $110; 2-ar 
$100. ’50 4-dr., $190; 2-dr., $100, 
PONTIAC — ‘55 Chieftain station 
$1,430; conv., $1,430°. °54 Chieftain 4. 
dr., $640°. '53 Chieftain (8) 4-dr., $605; 
2-dr.; $435; Chieftain (6) 4-dr., $420, "52 
conv., $340; 4-dr., $350°. ‘50 coupe, 


$250°. 

WILLYS—’52 2-dr., $170, $150. '47 station 
wagon, $100. 

MISCELLANEOUS—’56 Ford %-ton pick- 
up, $710; Volkswagen, $1,730. ‘55 Hip. 
man sport coupe, $900, '51 GMC %-ton 


pick-up, $170. °48 International 1%-ton 
pick-up, $160. 
WAREHOUSE POINT, CONN, 


(Southern Auto Sales, Inc. Sale 
Wednesday. Prices are for sale of July 
17.) 

(Sold 164 cars out of 218 consign. 
ments.) 

BUICK—’54 Super conv., $990*; Ri 
$925*. °53 Special 4-dr., $650, $585, $485, 
‘51 Super Riviera, $250°; conv. $245; 
RM 4-dr., $200*, $160. ‘50 Super cony., 
$150°. 

CADILLAC—'57 (62) sedan de Ville, $4. 
950° (ps); (60) 4-dr., $4,575* (ps). SS 
(62) 4-dr., $2,500° (ps). "52 (62) conyv., 
$855°. "51 (62) 4-dr., $755°, $700°. "50 
coupe, $275°. °48 conv., $200°. 

CHEVROLET—’'56 Two-ten station 
$1,300; 2-dr., $1,235, $1,225, 2 at $1,200, 
$1,175, $1,160, $1,145; Bel Air Hardtop, 
$1,300*, ‘55 Bel Air Hardtop, $1,250, $1,- 
150; Two-ten 2-dr., $990°, $910, $900, 
$875, $870, $840. '54 Two-ten 4-dr., $780, 
$550, $545; station wagon, $375. °53 Bel 
Air Hardtop, $750°, $680°, $625, $550, 
$500; Two-ten 4-dr., $460. "50 4-dr., $130, 
"37 2-dr., $150. 

CHRYSLER—'51 NY club coupe, $110*, 

DeSOTO—'51 Custom 4-dr., $220°. 

FORD—'5S7 Fairlane (8) 4-dr., $2,010*; 


(Continued on Page 43, Col, 1) 

















MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Sale every Tuesday at |! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4575 So. Sante Fe Littleton, Colo. 
Ph: SU 1-4673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Tities 








CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








lOWA 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. i4th Des Moines 15, lowa 
Phone ATlantic 2-8353 
Sale Every Monday—!i! A.M. 
Guaranteed Titles and Checks 





MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at I! A.M. 
Newburyport Turnpike, U. S. Rt. | 
West Peabody, Mass. Jefferson 1|-7500 
Joseph Herbert Phillip Glick 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2!i—One ae ee ee & Canta, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSISSIPPI 
JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








AUTO DEALERS AUCTION 
Kansas City, Mo. 
6200 Independence HU 3-7470 
Checks & Titles Guaranteed 
Bob Ring, Owner — Fred Reed, Mgr. 


Gee Workman Phil irgeon 
Jack Erwin Jr. Withee 
Sale e Friday: mM. 

Selling . . 


Now .. . Two Ri 
"Tin Half the 


400 or More Cars... Time." 








MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed 


Phone Dunkirk 3-0150 








NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


Yow are 100% safe because all titles 
and checks ore insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All. Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asse? 
On U. 5S. Reure 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


| 


TENNESSEE 


Ph. Raa ae 2e ae maneceetanrloataecctareseenuneenasent sonnnfeneraugenteshegengs 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 
a! 


WASHINGTON 


——— TT 


SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way = Seattle 68, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





— 











LUCAD 


(Leading Used Car Auction Directory) 

-++is the key to a dealer's problem wits 
leoking for a place to buy or sell care 
for rates, contact Automotive 
2666 Penobscot Bidg., Detroit 26. 
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Victoria, $1,850; Country sedan, $1,920°; 
m 4-dr., $1,690°, $1,450; Country 
gedan, $1,650°, °56 station wagon, $1,- 
g10°; Fairlane (8) Victoria, $1,560°, $1,- 
g10*; Main (8) station wagon, $1,375; 
Main (6) station wagon, $1,225, $1,110; 
m (8) 2-dr., $1,250*; Custom (6) 
2-dr., $1,010, $850. °55 Custom (8) sta- 
tion wagon, $1,325*; 2-dr., $975, $950, 
$925; Main (8) station wagon, $1,285*. 
154 Main (8) station wagon, $900, $860*, 
g790*, $740, $640; Main (6) 2-dr., $420. 
53 Custom (8) 2-dr., $545, $385, $340; 
Main (6) $325. '52 2-dr., $265. '51 sedan, 
, $290, $210, $165, $120. *50 2-dr., 
$110, $100. °49 conv., $120. 
N—’55 Hornet Hardtop, $1,250*. '53 

., $195. °52 2-dr., $225. "51 2-dr., 
$140, $195°, $110. 

SURY—’56 Medalist Hardtop, $1,625*. 
‘55 Monterey conv., $1,360*, $800, $710. 
63 conv., $805*°, $600, $585. °52 4-dr., 
$175. 

WASH—'54 Rambler conv., $685; Ambassa- 
dor 4-dr., $550°, $450°. ‘51 station 
wagon, $400. 

OBILE—’56 (88) Super 4-dr., $1,- 
725° (ps). °54 (88) 2-dr., $900°. ‘53 
(98) conv., $825° (ps). '52 (88) conv., 
$325°; 4-dr., $305°. ‘51 2-dr., $225°. 
"50 2-dr., $180*, $175; 4-dr., $140°, $120. 

PACKARD — ‘55 Patrician Hardtop, $1,- 
@40* (ps). ‘52 Hardtop, $235* (ps). 

FLYMOUTH—'56 Savoy 2-dr., $800. "55 
Belvedere 4-dr., $910. 54 Belvedere 4- 
@r., $725. ‘53 4-dr., $400. °52 station 
wagon, $555. "51 2-dr., $285, $265, $130. 

PONTIAC—'54 Chieftain 4-dr., $780° (ps), 

q550, ‘53 4-dr., $600°, $485. ‘52 4-dr., 

§245°, $335°. ‘51 2-dr., $220°. "50 2-dr., 

$105, $100. "49 2-dr., $150°. 

NEOUS—'55 Volkswagen 2-dr., 
$1,160. ‘54 Ford %-ton Utility, $950; 

Chevrolet %-ton pick-up, $675; Dodge 

%-ton pick-up, $315. 


LOS ANGELES 


(Harold Henry's Los Angeles Auto Auc- 
tion, Sale every Tuesday and Thursday. 
Prices are for sale of July 9.) 

—'57 Century Riviera, $2,950° (ps); 
Super Riviera, $2,760° (ps); Special 2- 
dr., $2,045*. '56 Century station wagon, 
$2,510° (ps), $2,175° (ps); Riviera, $2,- 
135° (ps), 2 at $2,000° (ps), $1,890°; 
Super Riviera, $2,200° (ps), $2,195° (ps), 
$1,610° (ps); Special Riviera, $2,000, $1,- 


50°. ‘55 Super Riviera, $1,520° (ps), 
$1,405° (ps), $1,305° (ps); Century 
Riviera, $1,500° (ps); Special Riviera, 


$1,450, $1,410°, $1,370°. ‘54 Special Ri- 
viera, $905; Century 4-dr., $900°. ‘53 
Super Riviera, $705*, $715; RM conv., 
§700° (ps). "51 RM 4-dr., $380° 


© — °S7 (60) Special, $5,600° 
(ps); sedan de Ville, $4,900° (ps); (62) 
coupe, $4,500° (ps), $4,500° (ps), %,- 
455° (ps). "56 coupe de Ville, $3,650° 


(ps); (62) coupe, $3,600° (ps), $3,450° 
(ps). "55 coupe de Ville, $3,030° (ps), 
$2,925* (ps), $2,850° (ps); (62) coupe, 
$2,700° (ps). "54 coupe de Ville, $2,555° 
(ps), $2,525° (ps), $2,490° (ps); (60) 
Special 4-dr., $2,290° (ps); conv., $2,- 
260° (ps); (62) 4-dr., $1,950° (ps). "53 
(62) 4-dr., $975° (ps); coupe, $915°. "51 
4-dr., $500°; Limousine, $460*. ‘50 coupe, 
$675°, $590°. '49 conv., $350°, "45 coupe, 
$350°; 4-dr., $125°. "47 sedan, $250°; 4- 


dr., $195*. 

— ‘ST Corvette, $3,125°, 
$3,000; Bel Air station wagon, 
$2,615* (ps); sport coupe, $2,300° (ps), 
$2,260°; sedan, $2,295° (ps); Two-ten 
(8) station wagon, $2,265°; Delray 
coupe, $1,735°. "56 Bel Air (8) sport 
coupe, $1,865°; 4-dr., $1,740°, $1,735°, 
$1,660*; sport sedan, $1,570° (ps); Bel 
Air (6) sport coupe, $1,550; Two-ten 
station wagon, $1,760*; sport coupe, $1,- 
755°; Delray, $1,700°; 4-dr., $1,490°, $1,- 
385°; Two-ten (6) Delray, $1,385; sedan, 
$960. 55 Bel Air (8) Nomad, $1,780°, 
$1,680°, $1,675° (ps); sport coupe, $1,- 
525°, $1,475, $1,450°, $1,430°; 4-dr., $1,- 
370°; Two-ten Delray, $1,265°; coupe, 
$1,230°; 4-dr.. $1,115°; One-fifty (6) 2- 
dr., $785. "54 Two-ten Delray, $765; 2- 
@r.. 2 at $750°, $620. "53 station wagon, 
$480. *51 4-dr., $350, $235°. '50 station 
$270: 4-dr., $250; 


Wagon, $460; 2-dr., 
$175. °49 2-dr., 


business coupe, $180, 


CHRYSLER—'56 Windsor Nassau, $1,695° 
(ps). ‘55 Imperial Newport, $2,250° 
(ps): Windsor Nassau, $1,700* (ps). "52 
Windsor sedan, $730° (ps). 

'S6 Fireflite 4-dr., $1,865° (ps). 
"S3 Firedome 4-dr., $310° (ps). "50 4- 
ér., $150°. 

DODGE—'56 Coronet (8) 4-dr., $1,705*; 
Lancer, $1,680*. ‘55 Coronet (8) Lancer, 
$1,380°. "54 2-dr., $605. "53 4-dr., $395°. 
"52 4-dr., $210*. "50 Roadster, $195. 

'S7 Thunderbird, 2 at $3,200°, 2 at 
$3,055*, $2,950°, $2,900*; Fairlane (8) 
coupe, $2,340° (ps); conv., $2,225°; sta- 
tion wagon, $2,100* (ps); Victoria, $2,- 
005° (ps); sedan, $1,930; Country Sedan, 

, $2,210*, $2,100* (ps). "56 Thun- 
derbird, $2,760*, $2,735°, $2,625°, $2,- 
570*; Victoria, $1,800° (ps), $1,725°; 
club sedan, $1,475*; Country sedan, $1,- 
795* (ps); conv., $1,600; Custom (8) 
2-dr., $1,305*, $1,180, $1,145; Main sta- 

wagon, $1,065; 4-dr., $980. ‘55 
Thunderbird, $2,580, $2,045; Country 
sedan, $1,550°, $1,495°; Fairlane (8) 
Victoria, $1,430*, $1,400*, $1,370*; club 
Sedan, $1,260*, $1,250°; 4-dr., $1,230°, 
$1,160; conv., $1,100*; Custom (6) 2-dr., 
$1,010, $925, $870; sedan, $850; Main 
(8) coupe, $750. °54 Crest (6) 4-dr., 
$850*° (ps), $750; Custom (8) 4-dr., $685, 
$680, $645, $575; Main (6) 4-dr., $445. 
‘54 Ranch Wagon, $790, $650; conv., 
$575*; 4-dr., $570, $490; Victoria, $570; 
Main coupe, $250. ’52 4-dr., $360. ’51 
Victoria, $350, $295*; conv., $255, $195; 
4-dr., $255, 2 at $240; 2-dr.. $225. 

HUDSON—’52 sedan, $290. 

KAISER—’53 Manhattan 4-dr., $285. 

LINCOLN—'55 Capri coupe, $1,995* (ps). 
53 Capri conv., $575* (ps). 

SURY — ’57 station wagon, $3,405* 
(ps); Montclair coupe, $2,570*, °56 Cus- 
tom station wagon, $2,160; sport coupe, 
$1,705*, $1,660*; Montclair station wagon, 
$2,090*; coupe, $1,835* (ps), $1,770*; 
Hardtop, $1,820* (ps), °55 Montclair 
coupe, 2 at $1,600* (ps), $1,400*; Mon- 
terey coupe, $1,400*; Custom 2-dr,, $1,- 
105. °54 Monterey coupe, $945*, "$940, 
$655*. °53 Monterey coupe, $800, $705; 
4-cr., $540. '52 Custom sport coupe, $520, 
$500, $485, $315. °51 station wagon, 
$350; club coupe, $325. 










Used-Car Auction Prices 


(Continued from Page 42) 


NASH — ’57 Rambler 4-dr., $2,020°, '55 
Rambler station wagon, 
politan coupe, $775. °53 2-dr., $475. '52 
station wagon, $350, $335, $310. '51 4- 
dr., $145. 

OLDSMOBILE—’56 (88) Super conv., $1,- 


990° 
810°, 
conv., 


(ps). 


$1,040°; 
Savoy (6) 4-dr., $860; Plaza club sedan, 
"53 4-dr., $425, $350; club coupe, 


PONTIAC—'56 Chieftain Catalina, $1,740* 
(ps). "55 conv., $1,950° (ps); Star Chief 
Catalina, 
Catalina, 


$935. 
$370. 


$185 


$1,495*; (88) 
(ps), $1,500° (ps). 54 (98) Holiday, $1,- 
400° (ps). °53 (98) Holiday, $810, $800; 
(88) Super 4-dr., $660*. 
’50 Holiday, $285°*; 
$135, $120. 
PLYMOUTH—’57 Savoy (8) 4-dr., $1,835*. 
"56 Belvedere (8) 4-dr.. $1,640°; Plaza 
(6) club sedan, $950. '55 Belvedere (8) 
sport coupe, $1,380° (ps); 4-dr., $1,140*, 
Savoy (8) 4-dr., $1,175*, $975;| CHRYSLER—’55 Windsor 4-dr., $1,525. ’54 
NY 4-dr., $1,090* (ps); Windsor 2-dr., 
$870°*. °52 station wagon, $830* (ps). 
DeSOTO—’55 station wagon, $1,575* (ps); 
Firedome 2-dr., $1,500* (ps). 
DODGE—’56 Coronet 
$1,495", *53 Coronet 4-dr., 
$1,320;- 4-dr., 
$1,065. "54 Star Chief Catalina, $935. ’53 
Catalina, $650*; 
wagon, $490; Catalina, $365; 2-dr., $365. tom (8) 
"51 4-dr., $245. 50 Catalina, $290°; 4-dr., 





2-dr., $850. 








$1,760°*. 


Holiday, $1,880* (ps), $1,- 
(98) Holiday, $1,750° (ps), 
Holiday, $1,585* 


780°; 


'52 4-dr., $365* 
4-dr., $180, 


ten 4-dr., 


$1,350°; Chieftain 
$1,180°; 2-dr., 4-dr., $280. 
4-dr., $460°. °52 station 


$1,790, 


$1,400; 4-dr., 


MISCELLANEOUS — '56 Volvo 2-dr., $1,- (8) Hardtop, 


595, $1,505. '55 Ford pick-up truck, $900, 750° (ps); 2-dr., 
$825, $820; Panel, $785: Volkswagen 2- 

dr., ‘$1,350, "54 Vi 

190. °53 Ford Courier, $510; Volkswagen 


$1,260, olkswagen, $1,- 


(8) 2-dr., 





AUTOMOTIVE NEWS, JULY 29, 


. *51 Anglia 2-dr., $125, °48 
Ford F-7, $105. 


PORTLAND, ORE. 


(Portiand Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of July 16.) 
BUICK—’56 Special Hardtop, $1,995* (ps) Model 
55 Century Hardtop, ‘ 

(ps); Special 4-dr., $1,550* (ps); 2-dr., 

a 2 "54 “—"” $1,000* (ps). ’51 

juper 4-dr., . 
$1,305°; Metro-| CADILLAC—'48 (62) 2-dr., $250. 
CHEVROLET—’57 Corvette, $3,050; Two- 
ten station wagon, $2,295; 4-dr. 

Bel Air (8) 2-dr., $2,215*, $2,150°. '56 

Bel Air (8) Hardtop, $1,905* (ps), $1,- 
4-dr., $1,705*; Two-ten (8) sta- 
tion wagon, $1,815 $1,725; Delray, $1,- 
495; 4-dr., $1,440; Two-ten (6) 4-dr., $1,- 
425°, $1,350, $1,325, $1,250. '55 Bel Air 
(8) 4-dr., $1,405*; Bel Air (6) 4-dr., $1,- 
145; Two-ten (6) 4-dr., $1,160, $1,130. 
*54 station wagon, $1,025; Bel Air 2-dr., 
$780; Two-ten 4-dr., $750. °53 Bel Air 
conv., $880; 4-dr., $865, $785, $750; Two- 
$700, $550. 
$475. °49 4-dr., $145; 2-dr., $220. °38 2- 
dr., $130, °35 2-dr., $195. 


FORD—’57 Fairlane (8) 500 Hardtop, $2,- 
270* (ps). '56 Thunderbird, $2,460; Cus- 
station wagon, 

$1,700, 


$1,665*. '55 Main (8) 


Model Breakdown 
Of Auction Averages 


July, 1957 
To Date 


1957........00.006 $2,214 
1,553 


$1,560 





$1,905; 


Overall 
Average $ 892 $ 893 $ 900 





"52 club coupe, 


$775; 
$525. 
"50 club coupe, $315. 


4-dr., 


(8) 4-dr., $1,310°*. dr., $220°. 


$495; Meadowbrook! MERCURY—’56 Montclair 2-dr., 
(ps). "55 Monterey conv., $1,545* (ps); 
4-dr., $1,450°, $1,175* 
030°. °54 Monterey 2-dr., 


$1,895* (ps), 
$1,660; '2-dr., $1,485*,| $790, $555, 
$1,305, $1,220: Fairlane| $355, $215. ’50 4-dr., $320. 


$1,845, $1,810° (ps), $1,-| NASH—’56 Ambassador 4-dr., $1,640°. '54 
- sedan, $605. °51 station wagon, $290. 
station wagon, $1,365; 4-dr., $950; Cus-| OLDSMOBILE—’56 (88) 2-dr., $1,900°; 4- 
tom (8) —< $1,205, $1,090; Fairlane 
1,185°*. 


"54 Custom station 800°. 








Cordon bleu, with scissors... 


Her day starts early. Breakfast is not 
a coffee break but a big deal—fruits or 
juices, hot or cold cereals, meat, eggs, 
hotcakes, rolls, breads, preserves—solid 
provender for active outdoor people. 
And lunches must be packed before 
the children leave for the school bus. 

Her family is larger, eats more, eats 
more at home, than the average US 
family. And the planning, purchase and 
preparation of food is a major interest 
of the homemaker in the SuccessruL 
Farminc family. One measure of that 
interest was disclosed in the readership 
surveys made from September 1954 
through March 1956. 

With the average interview time 24% 
weeks after the delivery date of the 
magazine, an average of 276,000 women 
in SF homes had clipped the recipe 
pages from each issue of SuccEssruL 
FarMInc; and an average of 394,000 
women still intended to clip them. 

In brief, an average 51% of SF's 
over 1,300,000 subscribers, either had 


clipped or intended to clip SF recipe 
pages. Another interest index is that 
SF ranked fourth in recipes published, 
eleventh in editorial lines devoted to 
food—among all magazines in 1956! 





If you are interested in the woman 
who has much to say about the next 
new motor car her family will own... in 
selling influence rather than readers, 
national coverage, telephone numbers 
...then Successrut Farminc ought 
to be of considerable interest to you. 

Certainly SF families read other 
magazines, listen to radio, view TV... 
but Successrut Farminc is not just 
another publication and entertainment 


MerepitH Pusiisuinc Company, Des Moines... 


with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 








wagon, $1,050; 2-dr.. $720. ’°53 Victoria, 

$690; 2-dr., 

"52 4-dr., $435, 

HUDSON—’55 Rambler station wagon, $1,- 
250. 


LINCOLN—’51 Capri 4-dr., $335*. °50 4- 


(ps); 2-dr., $1,- 


’53 Monterey 2-dr., $960; Custom 2-dr., 
"52 2-dr., $705. ‘S51 4-dr., 


dr., $1,800* (ps); (88) Super 2-dr., $1, 
"53 (88) Super Hardtop, 


dr., $325. "51 club coupe, 


Commander 2-dr., $1,410* 


pick-up, $970. °53 
$565; Ford %-ton pick-up, 
%-ton pick-up, $500, $350; 


$275; Willys 


$600; 


DYER, IND. 


$1,900° 
Sold 265 cars out of 348 


$965*, $960°. 


220°. 


000° 








source or time killer to SF subscribers. 
It is a real influence, because for fifty- 
five years its interests have been theirs. 
It has helped them make more money 
..- live better, and improve their homes 
..-earned their respect, and response. 
These SF farm subscribers are a 
choice market. They have more and 
better land and buildings, equipment, 
brains, production and income than 
most US farmers—including 1.1 cars 
per family. They want everything that 
prosperous American families want; 
and can satisfy their wants. ..average 
annual cash income from farming alone 
around $10,000 for the past decade! 
No other medium can get as much 
reception for your advertising to this 
audience as SF. To balance national 
advertising budgets, and to find more 
quality buyers, Successrut FarRMInc 
is an outstanding advertising buy. 
Any SF office can tell you more. 





(ps). °51 (88) 4-dr., $280*, $1 
PLYMOUTH—’57 Savoy (6) 4-dr., 
'66 Savoy (8) 4-dr., $1,445°. 
vedere 2-dr.,«$1,240*, '53 2-dr. Hardtop, 
$665; 4-dr., $315. ‘52 Hardtop, $400; 4- 
$325; 4-dr. 


Dodge %-ton pick-up, $360. 
%-ton pick-up, $205; International %-ton 
pick-up, $225. °47 Dodge %-ton pick-up, 
$200. 





































, $125. 
$1,495, 
‘55 ‘Bel- 


~~ 


June, May, $195. ; 
1957 1957’ | PONTIAC—'57 Star Chief Hardtop, $2,570* 
(ps). °54 Star Chief Hardtop, $1,195*. ‘53 
$2,198 $2,236 a oe ee '52 Hardtop, $540; 
4-dr., $340, . 
1,569 1,576 STUDEBAKER—’ 56 Sky Hawk club coupe, 


$1,780*; Power Hawk 2-dr., a > 


dr., $200. 

MISCELLANEOUS—’56 Volkswagen conv. 
$1,630; 2-dr., $1,350, "55 Chevrolet %- 
ton pick-up, $920; %-ton pick-up, $905; 
Ford %-ton pick-up, $820; GMC 

Chevrolet Carryall, 


%-ton 


national %-ton pick-up, $350, "52 on 

-ton 
pick-up, $525. °51 Chevrolet %-ton pick- 
up, $425; Ford %-ton pick-up, 


$405, 


%-ton pick-up, $270. °49 
"48 Ford 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of July 12.) 

(Market steady on average cars. Very 
strong demand and price for sharp cars. 


consignments.) 
BUICK—’57 RM Riviera, $2,870* (ps). '56 
Special station wagon, $1,965*. 55 Super 
Riviera, $1,410* (ps); Special 4-dr., $1,- 
140°. '54 Special Riviera, $1,070°*; 2-dr., 
$890*, 2 at $815°; Century Riviera, $1,- 
’53 Super Riviera, $685*, 
(ps); Special Riviera, $575*. 
OADILLAC—’56 (62) conv., $3,350° (ps). 


(Continued on Page 45, Col, 1) 
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Current Prices on New Cars 





rt 


: -dr. hardtop, $3,681; 2-dr. 

hardtop, $3,536; conv., $3,901. 
—4-dr, i .053.33; 2-dr. hardtop, 

944.33; conv., $4,066. 

“75"’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
——_" steering standard on Super, 
top, $4,373.33. (Dynafiow standard on Cen- 
. , Roadmaster and Roadmaster 
and Roadmaster ‘‘75.’’ Power 


brakes standard on Roadmaster ‘‘75.’’) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr, hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr, hard- 





optional equipment, 

ASTON-MARTIN—DB2-Mark III cpe., 
$6,995. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
A-55 deluxe 4-dr. sed., $2,127. (Heater 
standard.) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater endiod on deluxe.) 

BENTLEY—Series S — Standard Steel 
$12,200; 2-dr. or 4-dr. sed. (Mul- 
liner), $19,316; conv., $20,383. Continental 
—4-dr. sed. (Mulliner), #7350,035. (Series 8 

4-dr. sunroof sed., $1,- 


chassis, 160.) 
CITROEN SOV 
sed., $1,995; 4-dr. de- 


Panhard 4-dr. 
sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe; power brakes, 

and automatic clutch stand- 
ard on DS8-19.) 


DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
; 2-dr. hardtop, $2,195; stat. wag., $2,- 
(Heater standard on all models.) 

FIAT—600 Series—Multipla 4-dr. sed., 

2-dr. sed., $1,298; sunroof conv., 
360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models. 


.) 
FORD (England)—Angila Series—Anglia 
. sed., $1,539; Prefect 4-dr. sed., $1,- 
; Escort 2-dr, stat. wag., $1,629; Squire 
. stat, wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr. sed., $2,365; conv., "$2,910. 
HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535. 
ISETTA 300—$1,048. (Heater standard.) 
4AGUAR—Mark VII 4-dr. sed., $5,470. 
$4,420 (overdrive); $4,505 
(automatic transmission). XK-150 cpe., 
$4,475; XK-150 conv., $4,595. 
MERCEDES-BENZ—130 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, 020; 190-SL $5,232 (with 
hi. 219 


eu 


5 


fie 


e8% 


epe., 
removable hard or soft be 
4-dr sed., $3,823; 220-8 4 


New Passenger Car Registrations, 18 States for June, 1957-1956 


» | 4-dr, 


Port-of-Entry Prices 
On Imported Cars 


top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32, Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models, For V-8s, add $100.) 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., "$1,885.32; 2-dr. 2-seat. stat, wag., 
$2,307. 32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., §$2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32. Air— 
4-dr, sed., $2,290.32; 2-dr, sed., $2,238.32; 
4-dr, hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat, wag., $2,580.32; 2-dr, 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
cpe, or conv, (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr, hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 

-dr, sed., $3,718; 4-dr. hard- 
$3,832; 2-dr. hardtop, $3,754. New 
-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 


top, 
Y 


220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-SC conv, or 
roadster, $12,272. (Power brakes standard 


METROPOLITAN — 2-dr, hardtop, $1,- 
567.15; conv., $1,591.15. 

MG--MGA roadster (disc wheels), $2,- 
389; roadster (wire wheels), $2,473; cpe. 
(disc wheels), $2,684; cpe. (wire wheels), 
$2,774. Magnette 4-dr. sed., $2,663, (Heater 
standard on Magnette.) 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 
sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 


luxe sed., $1,713; Tourer sed., $1,638; ) 
Tourer deluxe sed., $1,695; stat. wag., $1,- 
863; deluxe stat. wag., $1,918. (Heater 


standard on deluxe models. ) 

RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

ROVER—90 4-dr. sed., $3,295; 1058S 4- 
. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $12,500; 4-dr. sed. and 2-dr. 
sed. (Mulliner), $19,630; conv. $20,657. 
Silver Wraith — touring lim. (Mulliner), 
$20,858, (Silver Cloud chassis, $9,480. Sil- 
ver Wraith chassis, $9,976.) 

ese. sed., $1,895. (Heater stand- 
ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat, wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Piein Ciel and 


Oceane.) 
SUNBEAM — Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) 
TRIUMPH TR-3—softtop, $2,625; hard- 


top, $2,790. 

VOLKSWAGEN—2-dr. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag. $2,235; 
Karmann-Ghia sport cpe., $2,395; deluxe 


camper, $2,712. (Heater standard on all 
all models. ) 

VOLVO—2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models. ) 


One-fifty— | 1 


ard on Saratoga and New Yorker. 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, 
brakes standard.) 


DeSOTO — Firesweep —4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr. 2-seat stat, wag., $3,- 
69.25; 4-dr. 3-seat stat. wag., $3,310.25. 
-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141. “i. 2-dr, hardtop, i 75; 
conv., $3,361.25. Fireflite—4-dr. $3,- 
486.75; 4-dr. hardtop, $3,670.75; oar, ‘hard- 
top, $3,613. 75; conv., $3,890.25; 4-dr, 2-seat 
stat, $3,981.75; 4-dr. 3-seat stat. 
. Adventurer—2-dr. hardtop, 
conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
$2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr, hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Ro: 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr, 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) -dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus. 2-dr., 
$1,878.64. 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairiane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 

Fatriane 500—4-dr. sed., $2,332.68; 
‘sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32: retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons —2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr. 3-seat Coun- 
try sedan, aon .08; 4-dr. 3-seat Country 
Squire, $2,683 Thunderbird — hardtop 
cpe. (V-8 ai. ” $3,408.12, 


HUDSON—Hornet Super V-8—4-dr. sed., 





Truck registrations by states 
are released here weekly, as 
compiled by ® L. Polk repre- 
sentatives in state capitals. 


Brock- 
way 


Vv-8—4-dr. | ® 


4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed,, $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 


LINCOLN. -ar, sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4, 649. 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 
top, 
conv., $5,381, 


MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 
4-dr, hardtop, eee 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 
4-dr. hardtop, $3,848. 80; 2-dr. aa a $3,- 

Station 


757.80; Pace Car conv., $4,102. 

‘agons — Commuter — 2-dr. Sens, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80, Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. 

Park — 4-dr. 3-seat, $3,676.80. (Mere- 
O-Matic standard on Montclair, Turnpike 


Cruiser, Voyager and Colony Park, Power 
teering and power brakes standard on 
Turnpike Cruiser.) 


NASH — Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Custom V-8—4-dr. sed., $3,- 

010.75; 2-dr. hardtop, $3,100.80. (Power 


brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. ., $2,733.47; 4-dr, hard- 
top, $2,932.47; “2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power ‘strering, power brakes stand- 
ard on Series 98. 


PACKARD amein~om, sed., $3,212; 
4-dr, 2-seat stat, wag., $3,384, (Flighto- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl. mod- 


$2,820.80; 2-dr, hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes 
on Custom.) 

IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr, hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 


| 


{ \\ 


els. For V-8s, add $100.) Plaza—-dr, 
$2,054.75; 2-dr. sed., $2,008.50; bes 

$1,898.75. Savoy—4-dr. sed., $2,193.50; 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317, 
2-dr. hardtop, $2,229, Belvedere—_4-dr 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr, 


a 


rote 


top, $2,418.50; 2-dr, hardtop, $2, 
conv. (V-8 std. ), $2,638 . Fury—2 2-dr, 
top, $2,925.25. 2-dr, 


Deluxe, $2,330.25; 2-dr, 2-seat Custom 
440; 4-dr. 2-seat Custom, $2,492 75; 
3-seat Custom, $2,648.75; 4-dr. 2-seat’ Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75. 


PONTIAC — Chieftain — 4-dr. sed., $2. 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 


$2,614.39; 2-dr. hardtop, $2,529. 39; 2dr. 
2-seat stat, wag., $2,441.39; 4-cr, 

stat, wag., $2,898. 39. Super Chief. 
sed., $2,664.39; 4-dr. hardtop, $2, 793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat’ 
wag., $3,021.39, Star Chief—4-cr, deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, = 
901.39; conv., $3,105. 39; Bonneville cony. 
(fuel injection), $5,782. 39; 2-dr. 
Safari stat. wag., $3,481.39; 4-dr, 
Safari stat. wag., $3,636.39. (Hydra- 
power steering, power brakes standard op 
Bonneville.) 


“ftp 


janie 


RAMBLER — Deluxe Six — 4-<dr. sed, 
$1,961.45. Super Six—4-dr. sed., $2,122.45. 
4-dr, hardtop, $2,207.65; 4-dr, 2-seat stat’ 
wag., $2,409. 65. Custom Six—-4-dr, 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60, 
Super V-3—4-dr, sed., = 252.60; 4-dr, 2 
seat stat. wag., $2,539. Custom V-8—4- 
dr, sed., $2,342.65; ean hardtop, $2,427.65; 
4-dr, 2-seat stat. wag., $2,629.65; 4-dr, 2. 
seat hardtop stat. wag., $2,714.60. Rebel y. 
8—4-dr. hardtop, $2,785.90. 


STUDEBAKER—Scotsman 6—4-<dr 
$1,826; 2-dr. sed., $1,776; 2-dr. 
stat. wag., $1,995. Champion 6—4-<dr_ cus. 
tom sed., $2,048.99; 4-dr. deluxe sed, $2. 
170.79; 2-dr, custom sed., $2,000.59; * 2dr, 
deluxe sed., $2,123.09. Commander v4 
4-dr, , $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr, deluxe sed., $2,246.09. President v4 
—4-dr. sed. $2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed. $2.538.82 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2. 
504.69; 4-dr, 2-seat Provincial V-8, $2560. 72; 
4-dr. 2-seat Broadmoor V-8, $2,665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2, 263. 17; Golden 
Hawk V-8 2-dr. hardtop, $3,181. 82. (Over 
drive standard on Golden Hawk, Heater 
standard on Scotsman.) 


sed. 


New Commercial Car Registrations, 
22 States for June, 1957-1956 


Stude- 
beker 


Reo White | Willys | Misc. 










































































I! States Previously ‘57| | = s 549; = 3910) 7 1238) 209) cy 82) 15! 314 233; 10M 
Reported for June *56| = 74 843 - 1155 1459 189} 66 137; _—_—*153 380 125, Imm 
Ari 57) 2 105} il 2| 5) 6) 28) 26 cod 
eee "54 | wo hU6tlhlUtlUcl Ul lt OO 
Colorado ‘57) | 2 54 306 | 78 80 12) i 7| 2 74) il 7 
"56! | * 5 6 314) 84) 104) i} 1 14) 10 65 9) 

Delaware i =| 10) i" 79| 24) 40 | 1 3| 8| 5 ow 
4 | 64 | 16 47) ee 2 2 2 3 5] i (78 

Idaho ‘57/ 137} a “4 — 2) | 7} 2) 25) " 4" 
56) 223} 2| 67 221 79 94| 10; 12| 8} 44 5 765 

Kansas ‘57 | 447 5 2 424) 72| 118 4, 2) 12 10) 23) 13} Im 
56) | 732| s| 107 660} 16? 268 | | 2) 15} 10} 18) _8|_ 1% 

Maine ; i 29 3 312) 77 145 16 | 13 | 44a 2 7 
"56! | ‘ol il mal tmsl_—ao] stl les ii] 5a 

Montana ‘57| 175) 7 x =. 48) 85) 16) | 12 7} . 630 
56) 171) 4) 19} 49 97) 8; 1 7 5] | 8) bib 

Nebraska 57| 263) 7 21; 228) 37| 7 4] | 4 | 17 2) 
‘56 183} 3} 30}_—S se} SS} 8| 8 36 9 10) 93 

New Mexico ‘57| 513) 1] 52 | 406 146) 106 is | 5 5 20 13} i 
56 533) 4) 52| 299 123} 86 14 10 49 9| 1186 

North Dakota ‘S7)| | 110) a Bi 152) 18) 89| | | ! 1 4) 2 42 
56) 103 128 | 25 74) De 7) | 73 

Ohio ‘57 | 880, 29) ia 110! 143) 354 se 21) 15) 75) ol 59, 24 
56 1219 15| 347} _~—*1058| ~— 294) ~—— 500) _ Oo} 40| 37% 

22 States Reported *57| 2| 6907) 90; = ti2t 7517 1503; 2475 341) 66 164) 28! | a 409; 2152 
For June ‘56 8070) 107 1719} 7049) 2171 2719) 315 112 243 355} 775) 238| 24078 
Year ‘57 309 128012; 1542| 21503| 1185397| 28899; 40515) 30) 1087; 346! 5978| 9612; 7718) 373005 
To Date ‘S6 436| 134780) 1836) 25390) 118038 38554) 48636 | 1346) 4558| 7120) 9469} 4612) 400584 
“The information contained in this report has been compiled from official state documents. Every reasonable precaution has bees 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions. 


"—R, L. Polk & Co. 
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Hud- oe imoo- FORD Cadil- Olds- .M.| Pack- |Stude-| S-P iM 
bier |politan| son | Nash Par: | Bis fons tinen- |Lincoln| cury | TOTAL) Buick | fac | rolet |mobile! tiac |TOTAL| ard | baker |TOTAL/ lan- 
3 State Previously 2 17 308 1954) 3541| 5588 % 77i| 6436) «1595 5112} 1215| 1118 27| 273! «= 300| = -365| 20833 
Repevted for dune” "Sal i] stel_ sep] perl 389 2 352 900) 1647} 3280| 5332 3| 132 986| 6453} 2063 rr 6276} 17i1; 1353 11e48| | 274| 391) ~—«2193 me 
Slows: 7 3 y6hCUS eB a | 270) 445) «553 14 119) 686) «90 57) 531 | 143) 910 17) 18 36) 2 
‘ wet H | i a a 1 1 a 169] -262| 331 5 a ts 905/108 __ 35] 464 03190, 786 Ce ee ae | iz - 
District of Col ’ 3 8 4 45 38, Ss«*N6j 105 41) 458 12 94, «564 5 47| 444 138 117 861 2 15| 17 7 | 
ee ny “| 4| 4 2 3 3} ee "71 a 389| 410 19 80) 509} 154 %| tos 154] 153] «1109 14 9] 23 46) 2 
a 7 + 10 273) 171) 93] 207) 499/387) 2as7) 3055) 3 Too! E. 4601 | 737, 600| 6551) 10) ~~ 95 105) 947| 14834 
— 105 27 30| 39| 201{ 208; 33; 199] 4841 ie] 1742) + 3491| 150! 616| 4266 | 3949} 916) 659] 7208 63| 142; ~—-205|~——«328, ‘1396 
a 7) aI x 3 87 26 9) i 186) 314 | | 103 = aa “| Tie; 122) «825 EE m3 “| 174 
55 10 1a s4| 5 167} 355) 440 125] 593 133 53} 612] 150) 147] ‘1155 10) = S77 17) 229 
; = 715 sa7| sa) ase 1168! 3189/ $516) 7750 T36t 2341 8132) 1975| 1862| 15247 35) 387| 422 ~«623| + 31M 
_ So ae] ol 8 3 595 #5 1041 | ‘za| 7378] | 1369] 9026) 3100 9545| 2567] 1992] 18065] 182] 425] 607] 279) _3306b 
~ a) 103 | z| a , 2 i in ‘4 os 850 | 13 171| 1034 Zs a = 146| 206) 1620 4 44\ 48, «130 «360 
56 8 “al 513] 629 10 (22) Zoi) 217) 48} ~—«-722)_—st91| ~—«-203)_—138 15 48) 63 48) = 
—— a 3) i 2 2 1, 2 7 124 mm 446| 553 101) 660) —*+134 a cl 127) 122| 1013 2 38). 40) ~—~«15) 
‘56! 12 4 Fo 114 teal tol ‘asl 201 88} 573} 164] 45} 570) —i37| ~—«*25|—stM 17 4 51 H| 2B 
k 2 2B) 4 9% S66) 1171 i 204) 1386) 298) 80) 1142) 202) +168) 1890 5 55) 60 35, 4005 
= : 2| é| 7 é re : a 3 ms | | 19 1060 73| _1045| 253, 184] _—*185! 18 30] 48 12} 3505 
Mexico aI 15 2 355 2 230, 1320) 274 77| 1133| 250) 234, 1968 5 x” 39,146) 4238 
56 3 3| | I sl $i ip 23 Sol iors i| 3 211| 1259} 300) ~—«85}_—=st2i4)_— 281] 246) 2126 6 52] «58 58) = 
57 ; 74 32/12 5 92|  609| 100) ~+27| + ~«550 | 845 = | I 
= Ed ae z 43 m| 701 2ee| | 3 | sa) to) eos] ie) oe] eas) a} el | 
Rhode 7% I 60| 630 438 81| 762 3~C«N 7 | | 
sani ‘sal BI 4 A 5 “4s 0 7A 74 ia ‘a sf ; 2 10st ar i = 529 nel 114] 1078 18} 29 pl bi) 2307 
—— a 37) 1 F fs ’ a, =| sw 110] 254] 14 SOT 44| 526| 143) 138| 1034 79 20 a7 a 
37 15 ee 116} 3 3 2 a = x. 20 z= ims : Ss 32 a : 
"57! 164 208| 136 = 1154| 1835 38 ig i 102 
ere 56) aa a zl 148 1801 : atl 356] 96311688 3a | 1 43 Ae 766} 174] 2936 t08| 656| 5137 29) +129) ~—s«158 139), — 
Virgini 57 4 291|  561| 1033| 1414 357 327| 2508 13 90| 103 86 
a 56 aI 5 24 ni 138 5 374) 7H ioe 1570 i| 3% Pe 2 503 mh te) 37 ri 3002 54 85} 139 46) = 
yom a 10) 7 249| 9 25 75, 50| ‘SIS 2 6 8 15| 
se 56 | i — 1 7 as a 5 3a I 124 213] | 9 39 b E 2a 74| ro 557 4| 121 20 4 an 
18 States Reported °57| 2430) -—«-204)+~=SC*«C«*S] SC) er 4320| 11031] 19155] 28305 9) 516 26262| 6167) 5937) 50504) 120 1236) 1356 3071) 
te Date for June | | 107 m2 = = ul is i 1757| 4130} 8484) 16532 trae | 833 al ara 31618; & 0s8| 6626} 58517 at a 1332| 112875 
57 15997| 50535| 117270| 270466| 504612| 660134| 432 Herre 804778 | isoa7 oe 622896! 176606! 149800) 1207811 se 67412 | 2664578 
To Date ‘Sa 32098} 2184) 6062 ie B38 WI 4646| 46284] 96927| 222778] 420392} 571183 os6| 10084 123230/ 714122) 25 63953| 688178| 206698! 167275) 1383876 iio a 55105 34559) 2661585 


‘belated a at the time the er is published. R. L. Polk & Co. cannot assume any liability by reason 
inaccuracies or ommissions."—R, L. Polk & Co. 
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Used-Car Auction Prices 




















$4 coupe de Ville, $2,275* (ps). °53 
(62) coupe, $1,110°; (60) 4-dr., $1,- 
995°. "52 (62) 4-dr., $790°, °48 4-dr,, 


g145". 
OLET—’57 Bel Air (8) conv., $2,- 

290° (ps). "56 Bel Air (8) coupe, $1,- 

650°; Two-ten (6) station wagon, $1,- 

*. Two-ten (8) 4-dr., $1,290, $1,200, 
$1,145. ‘54 Bel Air coupe, $1,000; 4-dr., 
$700, $620; Two-ten 2-dr., $605, $590*. 
63 Two-ten 4-dr., $550, $520, $510, $490, 

* $440, $420°; Bel Air 4-dr., $600°, 

, $540*, $380. 52 4-dr., 2 at $310, 
$270, $260*, $240. °51 2-dr., $250°*, $245. 

VSLER—'55 Windsor 4-dr., $1,385*. 
"53 NY 4-dr., $730° (ps), $500° (ps). °52 
NY coupe, $250°. °51 4-dr., $255. 

—55 Firedome 4-dr., $1,185*. °50 
4dr., $110. 

E—’57 Coronet 4-dr., $2,065*. ‘54 
Coronet 4-dr., $515*, ‘53 Coronet 4-dr., 
$400; Meadowbrook 4-dr., $385. 

‘57 Fairlane 500 Retractable, $3,- 
095* (ps); Thunderbird, $2,625* (ps); 
Custom 4-dr., $1,900* (ps); conv., $2,- 
940°; Victoria, $2,295*, $2,140*, $2,100°. 
"56 Fairlane (8) conv., $1,600° (ps), $1,- 
655° (ps), $1,425°; 2-dr., $1,245; Custom 
(8) 2-dr., $1,200%, $1,195, $1,190°. ‘55 
Fairlane (8) conv., $1,340*, $1,275° (ps), 
$1,150*, $1,095°; 2-dr., $945°, $915° (ps); 
Custom (8) 2-dr., $945, $910, 2 at $905, 
$890, $875, $870. 
HUDSON—'55 Wasp 4-dr., $735°. ‘53 4- 
dr., $225. '51 4-dr., $195. 
LINCOLN—'56 Capri 4-dr., $1,860° (ps). 
3 Capri 4-dr., $795° (ps). °52 Capri) 
4-dr., $410°. 
NWASH—'57 Rambler Cross Country, $2,- 
125°. "53 4-dr., $295°. ‘51 conv., $200. 
OLDSMOBILE—'57 (98) Holiday, $3,095* 
(ps). "56 (88) 4-dr., $1,855° (ps), $1,- 
675*; (98) conv., $1,255° (ps). "55 (88)| 
Holiday, $1,550° (ps). "54 (98) Holiday, 
$1,555" (ps); (88) Super Holiday, $1,- 
325°; 2-dr., $1,100° (ps). | 
PLYMOUTH—’'56 Savoy (8) 4-dr., $1,300, | 
$1,210, $1,190, $1,165, $1,160, $1,155, 
$1,150, $1,140; station wagon, $1,325. 
SS Plaza (8) station wagon, $1,065; 
Savoy (8) 4-dr., $910 $905, $895, $890. 
"53 4-dr., $215*, $200*. '52 4-dr., $265°, 
$200. '51 2-dr., $195; 4-dr., $155, $115. 
PONTIAC—'57 Super Chief Catalina, $2,- 
350°. '55 Chieftain 2-dr., $985. "54 Star 
Chief conv., $785* (ps); Chieftain 2-dr., 
$700°, $655, $640°, $620°. ‘53 Catalina, 
$615*; 4-dr., $545°, $520°, $375*. 
STUDEBAKER—'53 Champion 2-dr., $320, 





$285. 
MISCELLANEOUS—'48 Willys %-ton pick 
up, $230. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 

Tuesday. Prices are for sale of July 16.) 
(Seld 20 cars out of 35 consignments.) 

BUICK — ‘55 Special 4-dr.. $1,260°. ‘54 
Century Hardtop, $1,065*, ‘53 RM conv., 
$585° (ps). °51 Super 4-dr., $285°; Spe- 
¢ial 2-dr.. $220°. 

CADILLAC—'54 (62) 4-dr., $1,930° (ps). 

CHEVROLET—'53 Two-ten 4-dr., $470. 51 
Delray 4-dr., $280. 

FORD—'57 Sunliner conv., $2,175°. ‘55 
Custom 4-dr., $805°,. "53 Custom 2-dr., 
$410° (ps). 

—— Montclair Hardtop, $1,- 


OLDSMOBILE—'54 (98) Holiday, $1,280° 
ps). 








Two Executives 
Are Shifted by 


Electric Storage - 


PHILADELPHIA. — Two major 
changes in the management of its 
automotive division have been an- 
nounced by Electric Storage Bat- 
tery Co. 

D. N. Smith, since 1954 automotive 
division general manager, has been 





H, R, Trees 


D, N, Smith 


Moved from the division headquar- 
ters in Cleveland, to the corporate 
general office here. 

While he has been relieved of his 
duties as division general manager, 
he retains overall charge of the 
company’s activities in the automo- 
tive field and has been given addi- 
tional responsibilities. These in- 
clude Jordan electric products 
division, Minneapolis, and Willard 
Storage Battery Co. of Canada, Ltd., 
Toronto. 

Smith joined the executive de- 
partment of the battery firm in 1943, 
became comptroller in 1944, and 
Was made vice-president and comp- 
troller in 1949. Three years later he 
was elected executive vice-president 
of Willard Storage Battery Co., a 
Wholly owned subsidiary since 
Merged with the parent company. 

Succeeding Smith as automotive 

Vision general manager is H. R. 

es, assistant general manager 
Since 1955. Trees will report to 

ith and will serve on the cor- 
Porate management committee. 


(Continued from Page 42) 


PLYMOUTH—’53 Cranbrook 4-dr., $460. 
"51 Cambridge 4-dr., $255. 

PONTIAC—’56 Star Chief Hardtop, $1,- 
680°, °52 Chieftain 2-dr., $245*, °49 2- 
dr., $160. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of July 16.) 
(Sold 211 cars out of 336 consign- 


ments.) 

BUICK—’57 Super Riviera, $2,625* (ps). 
’56 Special Riviera, $2,210* (ps); 2-dr., 
$1,550°; Super Riviera, $2,070° (ps); 
RM Riviera, $2,050* (ps); Century 2- 
dr., $1,960* (ps). '55 Super Riviera, $1,- 
575° (ps); Special Riviera, $1,425°; 
Hardtop sedan, $1,275*. ‘54 Century 
Riviera, $1,060*, '53 Super Riviera, $740; 
sedan, $685°, $545°, $465, $420; Special 
2-dr., $685*°. °52 Super Riviera, $455*. 
51 4-dr., $245°. 

CADILLAC—’ 57 (62) coupe, $4,100° (ps). 
’56 Eldorado sedan, $3,565*° (ps); coupe 
de Ville, $3,545* (ps), $3,325* (ps); (62) 
4-dr., $3,085* (ps); coupe, $3,025° (ps). 
’55 (62) 4-dr., $2,320° (ps). "54 (62) 
coupe, $2,150*; 4-dr., $1,965* (ps), $1,- 
875°. '53 (62) 4-dr., $1,175* (ps); conv., 
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$1,250; 2-dr., $1,250*; Two-ten (6) 4-dr., 

$1,295*, $1,285°, $1,250*; One-fifty 2-dr., 
$1,110*. '55 Two-ten (6) station wagon, 
$1,365* (ps); Bel Air (6) Hardtop, $1,- 
200°; 4-dr., '$1,105*, °54 Bel Air Hard- 
top, $1,000*; Two-ten 2-dr., $725*. '53 
Bel Air 4-dr., $740; Hardtop, $730°; 2- 
dr., $700, $425; One-fifty 4-dr., $515; 
Two-ten 4-dr., $425. °52 conv., le 

CHRYSLER—’56 NY St. Regis, $2,265° 
(ps). ’°55 Windsor 4-dr., $1,470*, $1,380*; 
Nassau, $1,470*. °52 conv., $245*. 

DeSOTO—’56 Firedome Hardtop, $1,885* 
(ps), $1,795* (ps). °55 Firedome Hard- 
top, $1,500* (ps), $1,420*° (ps), $1,350*° 
(ps); 2-dr., $1,300*° (ps); 4-dr., $1,095°. 
"53 Firedome 4-dr., $345. 

DODGE—’57 Royal (8) Lancer, $2,450*, 
$2,250* (ps). '56 Royal (8) 4-dr., $1,680° 
(ps). °55 Royal (8) Hardtop, $1,210°; 
Coronet 4-dr., $1,175*. °54 Coronet 4-dr., 
$590°*. °53 4-dr., $290. 

FORD—’57 Fairlane (8) retractable, $2,- 
900* (ps); conv., $2,320* (ps), $2,200*° 
(ps). ’56 Fairlane (8) Victoria, $1.48" 
(ps), $1,650*, $1,590*°; conv., $1,650°, 
$1,645*; sedan, $1,350*, $1,340°, $1,330° 
(ps), $1,215. °55 Fairlane (8) Victoria, 
$1,435* (ps), $1,355*°; 2-dr., $1,090°; 
sedan, $1,040*°; 4-dr., $1,040*%; Custom 
(8) 4-dr., $1,010*, $1,000; 2-dr., $950, 
$920, $800. ‘54 Victoria, $980° (ps), 
$855; 4-dr., $615; 2-dr., $600. ‘53 conv., 
$705*; 4-dr., $615* (ps); Victoria, $475*; 
2-dr., $375*. °51 4-dr., $200°. 

HUDSON—’56 Hornet 4-dr., $1,470° (ps). 
55 Wasp 4-dr., $725°. ‘54 2-dr., $305°; 
4-dr., $200. °53 2-dr., $315. 

LINCOLN—’55 Capri 4-dr., $1,600° (ps). 
’54 Capri 2-dr., $1,210° (ps). 


$885* (ps). °52 (60) 4-dr., $635*. °51| MERCURY — '56 Monterey 4-dr., $1,675* 


coupe, $620*°. °50 4-dr., $305°. 
CHEVROLET—’57 Two-ten (8) 4-dr., $1,- 
810*. °56 Bel Air (8) Hardtop, $1,695°; 
4-dr., $1,550°; Two-ten (8) station 
wagon, $1,600*, $1,550; 4-dr., $1,425*, 





(ps); 2-dr., $1,525*. "55 Monterey Hard- 
top, $1,320*; 4-dr., $1,300* (ps), $970°*; 
2-dr., $895*°. "54 Monterey Hardtop, $1,- 
085*. °53 Montclair 2-dr., $810°, ‘52 


(Continued on Page 46, Col. 3) 








































"Lucky Traveler’ Wins Chevrolet— 


A check for $500 and the keys to a new Chevrolet Bel Air sedan are presented to 
Mrs. J. H. Minderler, right, Arvada, Colo., winner of a ‘Lucky Traveler” contest in the 
Denver area. Presenting the prizes are Merle Lindsey, left, Chevrolet Denver manager, 
and George Irvin jr., (Chevrolet), Denver. Mrs. Minderler is the mother of five children. 


KNOWS THE SCORE...EARNS MORE! 
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UPPED HIS EARNINGS WITH ROCHESTER TRAINING 


Car owners want an expert’s word when carburetors are involved. 
Your shop can become carburetor headquarters whether the 


problem’s jets or floats . . . pistons or plungers! 


That’s why the absolutely free Rochester Training Course, given 
by GM and UMS experts, means more customers, more money, 
for you. And as a Rochester specialist, you'll handle all your 
work more efficiently . . . even veteran mechanics can boost 
their output as much as 40%. What’s more, Rochester parts 
and kits help make your repair jobs easier! There’s a kit for 
every job, with just the parts and gaskets you want. Precision- 
built Rochester Carburetors are standard equipment on Cadillac, 


Buick, Oldsmobile, Pontiac and Chevrolet. 


WRITE TODAY for full details on the free Rochester 
Training Program: Service Department, United Motors 


Service Division, General Motors Corporation, 
Building, Detroit 2, Michigan. 





Over 15,000,000 cars 


on the road are equipped with 





There’s a 
GM Training Center 







HESTER 
\RBURETORS 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS CORP., ROCHESTER, WN. Y. 








SEAMLESS or WELDED 
tts 
AIRCRAFT 

PRESSURE 

STAINLESS 

CARBON 

STAINLESS PIPE 
SP TL 18 St teil lS 


STEEL TUBING 


SERVICE STEEL 


DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELDED 








The Great Umbrella that gets ATTENTION! Yes, the McFARLAND 
“GREAT” UMBRELLA is without a doubt one of the greatest attention- 
ing devices on the market today. It has been proved over and over again 
By used car dealers throughout the country. Inexpensive, beautiful, durable, 
practical . . . it creates comment, interest and above all SALES. Shown is the 
“GREAT” 21' UMBRELLA at work on the attractive lot of Gardner Olds- 
mobile, Towson, Md. Increase your own sales with either the Stationary or 
Whirlabout type Umbrella. Write today for prices and color booklet to 
McFarland “Great” Umbrella Company, Division of McFarland Awning Cor- 
poration, 742 S. W. 8th Street, Miami, Fla.—phone FR 4-8153. 


Don’t Devaluate Cars Used for 
Driver Education Programs 


USE BUMPA-TEL 











ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


Absolutely no damage to car: May be mounted or dismounted in 
seconds without tools (after original installation which requires about 
30 minutes) 


“Models available for ail American Made Cars of 1957 model." 


UNLETTERED $14.00 
LETTERED (Max. 80 Letters) 18.00 
LETTERED ON FULL SCOTCHLITE 26.50 
Add each for turned edge panel 2.00 


All prices F.O.B. Mounds, Ill. 2% off for cash with order: 
Please state make, model and series when ordering. 


Due to the low lines on ‘57 cars we recommend use of the petite 
40” x 12") sign and unless otherwise instructed will furnish this size. 


We will accept collect calls for orders of 5 or more signs. 


BUMPA - TEL SIGN DIV. 


WARREN HASTINGS MOTOR COMPANY, INC. 


(Canadian & U. S. Pats Pending) 
Phone SH. 5-9415 Mounds, Illineis 


SALES REPRESENTATIVES 


Tem Mixes funy Sete Industriel Sales 
111 Lawrence St. 1 S. Orange Greve 1901 Cahabe Rd. 
Methven, Mess. Les Angeles, Calif. Birmingham, Alc. 
BD. J. Merten Jerome J. Katx Cc. J. Richards 
5706 Wis St. 3603 $. Whitnall 502 S. 15th St. 
Arvada, Cole. Milwevkee, Wise. Sen Jose, Calif. 
Lee C. Barrett Heward James 
Phone HA. 9-6018 12640 Strethmeor 
205 Hodden Ave. Detroit 27, Mich. 
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(Continued from Page 45) 


Monterey Hardtop, $425*; Custom 2-dr., 
$325*; 4-dr., $305, ’51 4-dr., $200. 

NASH—’55 Ambassador Hardtop, $1,200* 
(ps). °54 Statesman 4-dr., $710*. ’53 
Rambler club coupe, $385; 4-dr., $340. 

OLDSMOBILE—’56 (98) Holiday, $2,280* 
(ps), $2,155* (ps); (88) Super conv., 
$2,195* (ps); Holiday, $2,150*, $2,020*. 
"55 (98) conv., $1,805* (ps); (88) Super 
Holiday, $1,800* (ps), $1,675* (ps); 
conv., $1,700* (ps); (88) 2-dr., $1,195*; 
4-dr., $925, °54 (88) Super Holiday, $1,- 
335* (ps); 4-dr., $1,130. "53 (88) Holi- 
day, $905* (ps); (98) Holiday, $785* 
(ps). "52 (98) 4-dr., $425°; (88) 2-dr., 
$300°. 

PLYMOUTH—’'56 Savoy (8) 4-dr., $1,300*; 


Savoy (6) 2-dr., $1,200. °55 Savoy (8) 
4-dr., $990*; 2-dr., $850; Savoy (6) 2- 
dr., $825. ’54 station wagon, $825; Bel- 


vedere 4-dr., $770* (ps); Hardtop, $580. 
’53 Hardtop, $470; 4-dr., $460. 


PONTIAC—’57 Star Chief Catalina, $2,- 
485* (ps). °56 Star Chief Catalina, $1,- 
960* (ps), $1,880* (ps), $1,800* (ps). 
’55 Chieftain 4-dr., $1,080*; 2-dr., $1,- 
045*. '53 4-dr., $290°. 

STUDEBAKER—'55 President 2-dr., $1,- 
070. '53 Commander 4-dr., $415; 2-dr., 
$390°*. 

MISCELLANEOUS—’57 Volkswagen 4-dr., 
$1,900. ‘54 Volkswagen 2-dr., $1,180. 
‘50 Studebaker pick up truck, $245. 

LITTLETON, COLO. 
(Colorado Auto Auction. Sale every 

Monday. Prices are for sale of July 15.) 

BUICK—’'57 Special Riviera, $2,615* (ps). 
‘56 Century station wagon, $2,105*; 
Super Riviera, $2,055* (ps); RM Rivi- 
era, $1,975* (ps). °55 Special station 
wagon, $1,775*; Century Riviera, $1,- 
450°; Super 4-dr., $1,365° (ps). ‘54 
Super 4-dr., $1,145*. ‘53 Super 2-dr., 
$845°, $555°. 

CADILLAC—'56 Eldorado Hardtop, §$3.,- 
540° (ps); (60) 4-dr., $3,300° (ps). °53 
4-dr., $1,100° (ps). °52 coupe, $1,290*; 





4-dr., $940° (ps). 

CHEVROLET — ‘57 Two-ten (8) 
wagon, $2,480*, $2,150; Bel Air (8) Hard- 
top, $2,250, $2,145, $2,125°. ‘56 Bel Air 
(8) Hardtop, $1,815*, $1,720°, $1,605°*. 
‘55 Bel Air (8) station wagon, $1,525*; 
Hardtop, $1,410*, $1,375*; Two-ten (8) 
4-dr., $1,210*°, $1,020°, $975°; One-fifty 
(6) 2-dr., $800. '54 Bel Air 
wagon, $930. ‘53 station wagon, 
Two-ten Hardtop, $670. 
$310. "51 conv., $415. 

CHRYSLER—'57 Imperial Hardtop, %,- 
135° (ps); Saratoga 4-dr., $2,990° (ps). 
"55 NY 4-dr., $1,800° (ps), $1,695° (ps). 
"52 Hardtop, $440*. 

DeSOTO—'57 Fireflite 4-dr., $2,900° (ps); 
Hardtop, $2,875* (ps). '53 Firedome 4-dr., 
$585*° (ps). 

DODGE—'57 Royal Hardtop, $2,290°. ‘56 
Coronet 4-dr., $1,590° (ps). °55 Royal 
Hardtop, $1,300°. ‘53 Diplomat, $475*. 

FORD—'57 Fairlane (8) 4-dr., $2,490° (ps), 
$2,375° (ps), $2,335° (ps); 2-dr., §$2,- 
040, $2,035° (ps), $2,020, $1,895*; Cus- 
tom (8) Ranch Wagon, $1,860; 2-dr., 
$1,840, $1,440. '56 Fairlane (8) conv., $1,- 
670° (ps), $1,595° (ps); 2-dr., $1,450°. 
"55 Thunderbird, $2,175* (ps); Fair- 
lane (8) Country sedan, $1,570*, $1,530, 
$1,500, $1,465°, $1,405; conv., $1,210*, 
$1,130°. °54 Main Ranch Wagon, $940*. 
"S53 station wagon, $950, $820, $710; Cus- 
tom (8) 4-dr., $645°. ‘52 4-dr., $450. 
"51 conv., $145, $100. 

LINCOLN —'55 Capri Hardtop, $1,865*. °53 
4-dr., $685° (ps). 

MERCURY—'57 Commuter station wagon, 
$3,085* (ps). "56 Custom station wagon, 
$1,885°; Montclair Hardtop, $1,750°. °55 


$800; 
'52 2-dr., $400, 


Monterey station wagon, $1,600°; Hard- 
top, $1,560°, $1,510° (ps), $1,385*; 2- 
dr., $1,365°. ‘51 4-dr., $215. ‘49 4-dr., 
$135. 

NASH — ‘56 Rambler 4-dr.. $1,385. ‘55 
Rambler station wagon, $1,370, $1,230*; 
Statesman 4-dr., $1,120. ‘4 station 
wagon, $840. 

OLDSMOBILE — ‘57 (98) 4-dr., $3,700* 


(ps). "56 (98) Hardtop, $2,270* (ps), $2,- 
010° (ps). ‘SS (88) Holiday, $1,725*, 
$1,595°, $1,550°, $1,540°. "54 (98) 4-dr., 
$1,480° (ps); (88) Super Holiday, $1,- 
$985° (ps). "53 (98) 4-dr., $910° 

"52 (88) Super 2-dr., $400°. ‘51 

Holiday, $290°, $260°. ‘49 conv., 
$185*; 4-dr., $120°. 

PLYMOUTH—'57 Belvedere (8) 4-dr., $2,- 
250° (ps). °56 station wagon, $1,630°. 
"54 Savoy (6) 4-dr., $640°; 2-dr., $385. 
"53 Cranbrook 4-dr., $285°*. 


PONTIAC—'57 Star Chief Hardtop, §$2,- 
575°; Chieftain Catalina, $2,160°. ‘56 
Star Chief Catalina, $1,800*. °55 Star 
Chief Hardtop, $1,415*, $1,390° (ps). 
‘53 Chieftain 2-dr., $540*° ‘50 sedan, 
$180*. 

MISCELLANEOUS — ‘55 Chevrolet \%-ton 


pick up, $960; Willys pick up truck, $1,- 
150. 53 Willys 1-ton pick up, $700. ’52 
Dodge %-ton pick up, $365. "51 Dodge 
2-ton truck, $410. 


BUFFALO 


(Thruway Auto Auction, Inc. Sale every 
Monday. Prices are for sale of July 15.) 
(Indications are this area 


consignmen 

BUICK—'55 Century station wagon, $1,- 
580° (ps); Super Hardtop, $1,305* (ps); 
Special 4-dr., $1,065. 54 Special 4-dr., 
$950*, $910*. "53 Special Hardtop $600*, 

Super Hardtop, $550°. ’°52 

Hardtop, $390*. 

CHEVROLET—’54 Bel Air Hardtop, $845*; 
Delray 2-dr., $750°; Two-ten 4-dr., $765°. 
"b3 Bel Air conv., $575*; 2-dr., $510; 
Two-ten 2-dr., $500*. ‘52 4-dr., $300°; 
4-dr., $285°. '51 2-dr., $405, $220°. 

DeSOTO—’'53 4-dr., $515. 

DODGE—’57 Royal 4-dr., $1,975* (ps). ’52 
Coronet 4-dr., $110, ’51 4-dr., $175. 
FORD — '57 Fairlane (8) conv., $2,300* 
(ps). °56 Main 2-dr., $930°. '55 station 
wagon, $1,070. '54 4-dr., $695. 
top, $725*; 2-dr., $660; 4-dr., 
HUDSON—’53 Jet 4-dr., $250. 
club coupe, $95*. 
LINCOLN—'53 Capri conv., $600* 
MERCURY—’54 Monterey Hardtop, 

(ps). "50 2-dr., $170. 


NASH—’53 station wagon, $555; Rambler 


Hardtop, $390. °52 4-dr., $160. 


station | 


(8) station | 





OLDSMOBILE — ’'54 (88) 4-dr., 
(ps). ’53 (88) 4-dr., $610. 

PLYMOUTH—’53 Hardtop, $510. °51 sta- 
tion wagon, $365; 2-dr., $315, $115. 

PONTIAC—’55 Chieftain Hardtop, $1,275; 
4-dr., $1,005. °54 Chieftain 4-dr., $600. 
"53 2-dr., $455. ’50 station wagon, $315*. 

MISCELLANEOUS — ’53 Chevrolet %-ton 
pick up, $200. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of July 12.) 
(Real active sale.) 


$1,020° 


BUICK—’56 Century 4-dr., $1,900* (ps); 
Special station wagon, $1,890*; coupe, 
$1,820* (ps). °55 Super coupe, $1,525* 
(ps)., $1,500* (ps), $1,360* (ps). ’54 
Century Riviera, $1,225*, $1,115* (ps); 
Super 4-dr., $910*. °52 Super Riviera, 
$350*, $250°. °51 RM coupe, $180*. °50 
4-dr., $105°*. 

CADILLAC— 57 (62) conv., $5,050* (ps); 
4-dr., $4,350* (ps). °56 coupe de Ville, 
$3,700* (ps), $3,600* (ps). °55 coupe 
de Ville, $3,025* (ps); (62) coupe, §$2,- 
550* (ps). 

CHEVROLET — '57 Bel Air (8) sport 
coupe, $2,375*; 4-dr., $2,300*, $2,100*. 
’56 Bel Air (8) 4-dr., $1,600*; conv., 
$1,575*. °55 Bel Air (8) 4-dr., $1,075*; 
2-dr., $1,010*, '54 Bel Air 4-dr., $745*; 
Two-ten 4-dr., $670. '53 Bel Air 2-dr., 
$760; coupe, $720, $675*; 4-dr.. $650*; 


Two-ten 4-dr., $550* 


CHRYSLER—’'54 NY 4-dr., $1,060° (ps). 


"53 NY 4-dr., $600* (ps). 
DeSOTO—’55 Fireflite 4-dr., 
"53 4-dr.. $390*. "51 conv., 
DODGE—’57 Coronet 4-dr., 2 at $2,460* 
(ps), $2,325° (ps); coupe, 2 at $2,425* 
(ps); sedan, $2,325* (ps). 
FORD—’57 Thunderbird, $3,000; Fairlane 
(8) 500 4-dr., 2 at $2,250°, 2 at $2,225*, 


$1,365* 
$200*. 


(ps). 


2 at $2,220*; coupe, $2,250*; Victoria, 
$2,100*. "56 Custom (8) 4-dr., $1,300*. 
"55 Country sedan, $1,585. $1,395; Fair- 


lane (8) conv., $1,285* (ps); 4-dr., $970. 
"52 coupe, $260. 51 Victoria, $215*. 
HUDSON—'54 Wasp 4-dr., $335. °53 conv., 
$290. '52 4-dr., $280. '50 4-dr., $110. 
LINCOLN—'49 sedan, $110*. 
MERCURY—'55 Monterey coupe, $1,405°*. 
"52 2-dr., $320°. 
NASH—'53 Ambassador 4-dr., $450°, "52 
4-dr.. $250. 
OLDSMOBILE—’'55 (88) Holiday, $1,450°*. 
PLYMOUTH—'57 Belvedere (8) coupe, $2,- 
525° (ps), $2,510°. "50 2-dr., $190. 
MISCELLANEOUS — '55 Chevrolet %-ton 
pick up, $835; Ford %-ton pick up, $795; 
%-ton pick up, $700. "53 Chevrolet \%- 
ton pick up, $655. "50 Ford %-ton pick 
up, $245. 


FLINT 


(Flint Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 17.) 
(Prices edged up slightly on 
cars. Very little "57 merchandise sold. 
Buyers seem to be cautious on high price 
late models. Sold 115 cars out of 171 


consignments.) 

BUICK—'55 Special Riviera, $1,420*; 4- 
dr., $1,115*, $1,100°; Super 4-dr., $1,300* 
(ps); Century 4-dr., $1,300°; Riviera, $1,- 
305°. °54 Century Riviera, $1,135°; 4- 
dr., $1,030°; Super Riviera, $1,000* (ps). 


"53 Special 4-dr., $530; Super Riviera, 
$525°. "52 Super 4-dr., $325°. °51 Super 
Riviera, $160°. "50 4-dr., $305* 


CHEVROLET—'56 Two-ten (8) 4-dr., $1,- 
740° (ps); Bel Air (8) club coupe, $1,- 
655* (ps); One-fifty (6) 2-dr., $1,125, 
$1,040. °55 Bel Air (8) club coupe, $1,- 
340°; Bel Air (6) sport coupe, $1,265*°; 
Two-ten 2-dr.. $840. '54 Two-ten 4-dr., 
$695°; 2-dr., $610°; Bel Air 4-dr., $635. 
"53 Two-ten 4-dr., $650°, $540°; 2-dr., 
$390°; Bel Air 2-dr., ; One-fifty 2- 
dr., $300. "52 2-dr., $315, $295, $255. 
"51 conv., $315; 4-dr.. $240°, $140. "50 

$225°; 2-dr., $150. 

— "Sl Imperial club coupe, 


, $310°. 

DODGE—'56 Coronet (8) club sedan, $1,- 
265. "53 Meadowbrook 4-dr., $300. °52 
club coupe, $255°; 4-dr., $170. "51 4-dr., 
$200°. 

FORD—'57 Thunderbird, $3,085* (ps). °56 
Country sedan, $1,640°; Fairlane (8) 4- 
dr., $1,560° (ps); club sedan, $1,285°; 
Custom (8) Victoria, $1,400; 2-dr., $1,- 
365°, $1,190°. °55 Fairlane (8) club 
sedan, $1,135*, $1,115* (ps); 2-dr., $1,- 
025°; Custom (8) 4-dr., $920°; 2-dr., 
$905*. '54 Crest 4-dr., $820°; conv., $775; 
Custom (8) conv., $735 


; 2-dr., 
$515*. °53 4-dr., $470°, $375. 


tion wagon, $425°*. 


His 1,000th Buick Sale— 


Dr. George Peirson (left) receives the 
keys to the 1,000th new Buick sold by 
E. E. Weis, salesman for George 8. 
Wallace Co., Portland, Ore. Weis has sold 
the cars in the seven years since the 
Wallace firm became a Buick dealer, it 
was his third sale to Dr. Peirson. 





a 
MERCURY—’55 Monterey 2-dr. $1,395. 
Custom 2-dr., $870. °54 Mon:erey guy 
Valley, $1,000* (ps); 4-dr., £9259, "53 
Hardtop, $650°; 2-dr., $425*. 
NASH—’'57 Rambler 4-dr., $1,555. °55 am. 
bassador station wagon, $1,0%5*, 
OLDSMOBILE—’56 (98) Hardtop, $2,135¢ 
(ps). 55 (88) Super 4-dr., $1.535* ¢ 


2-dr., $1,395*; (98) 4-dr., $1 425* (ps). 
54 (88) Holiday, $1,180*; 2-ur,, : 
53 (88) 2-dr., $710. 

PACKARD—’52 Clipper 4-dr., £190*, 

PLYMOUTH ’56 Belvedere (8) 4-dp 
$1,430*. °55 Belvedere (8) ciub coupe, 
$1,195*; Savoy (8) 4-dr., $955*; 
sedan, $840*, $810*. '53 Belveviere 4.q¢ 
$225*. °52 club coupe, $235. ‘51 4-a," 
$155; club coupe, $140. 5 

PONTIAC—’56 Chieftain Catalina, $1,619* 
’55 Star Chief Catalina, $1,370", 2 a 
$1,210*; Chieftain Catalina, $1.170*, $1,- 


150*; 2-dr., $850. °54 Star Chief cony 
$1,000*; Catalina, $875* (ps), $790* 
’51 Catalina, $300*; 2-dr., $250*, 


STU DEBAKER—’55 Champion 2-<r,, 
"53 4-dr., $200°. 

MISCELLAN EOUS—’55 Morris conv., 
"53 Ford %-ton pick-up, $480. '52 %-tey 
pick-up, $310. '51 Chevrolet %-ton pick. 
up, $230; Ford pick-up truck, $250, 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Weg. 
nesday. Prices are for sale of July 17.) 
(Best sale yet for this time of year, 
The slack season we anticipated evi 
is not going to arrive here, Sold 140 cars 
out of 178 consignments.) 


BUICK—’57 Century 4-dr., $2,650* ‘55 
Special 2-dr., $1,460, $1,180; RM 2-dr. 
$1,415* (ps). °54 Special 4-dr. $739* 
"52 Special 4-dr., $340. "51 Special 2. 


dr., $295, $265, $260. ‘50 Super Riviera, 
$375*, $370*; Special 4-dr., $310*, $305*, 
‘47 RM conv., $130. 
CADILLAC—’55 coupe de Ville 
’53 coupe de Ville, $1,180* (ps). 
CHEV ROLET—’57 Bel Air (8) 4-dr., §2,.. 
165°. 56 Bel Air (8) 2-dr., $1,505; Two. 
ten (8) 4-dr., $1,250, $1,085; Two-ten 
(6) 4-dr., $1,200. '54 Bel Air (8) 4-dr, 
$805; Two-ten (6) 2-dr., $645*. '53 4 
dr., $675*; 2-dr., $480°. "52 4-dr., $410*, 
$255, $245. '51 2-dr., $370, $325, $310, 
$300, $295, $180. "50 coupe, $335; 2-dr., 
$295, $205. "49 2-dr., $195, $190; 4-dr, 


$180, $175. 

DODGE—’52 2-dr., $350. °49 4-dr., $120, 

FORD—’'57 Fairlane (8) 2-dr., $2,025°, "56 
Fairlane (8) club sedan, $1,350; 4-dr., 
$1,305. °55 station wagon, $1,395; Pair. 
lane (8) Victoria, $1,215; 4-dr., $1,135; 
2-dr., $935; Custom (8) 4-dr., $1,015, 
$930; 2-dr., $1,020, $960, $935, $915, 
$905, $890; Main (8) 2-dr., $855. 's 
Custom (8) 4-dr., $925, $785°, $720, 
$670, $540; 2-dr., $830, $730. ‘53 station 
wagon, $695; conv., $580; 2-cdr., $630*, 
$505; 4-dr., $630°, $585*, $525° $405; 
club coupe, $650, $525. °52 2-dr., $445, 
"51 4-dr.. $285°, $280°, $275°*: 2-dr., 
$295, $235, $230, $215, $200, $205, $140; 
Victoria, $445. "50 2-dr., $345, $340, 
$335, $175, $140; 4-dr., $335, $250, $245, 
"49 2-dr., $130, $125. 

LINCOLN—'49 2-dr., 


$2,515*. 


$105. 


MERCURY—’55 Monterey conv., $1,345*; 
Hardtop, $1,305. ‘54 Monterey 2-dr., 
$600°. "52 4-dr., $415, $410. ‘49 4-dr., 
$175 


NASH—'54 Rambler 2-dr., $825. °52 4-dr., 


$150. 
OLDSMOBILE—’55 (88) Super 4-dr., §1,- 
$1,285* (ps); (88) 


380°. °54 (98) 4-dr., 
4-dr., $1,155°. "53 (88) Hardtop, $785* 
(ps), $405°; 4-dr., $680° (ps); conv., 
$535° (ps); 2-dr., $405. °50 2-dr., $245°*; 
4-dr., $210°, $205°. 

PLYMOUTH—'55 Savoy 4-dr., $870. '53 4 
dr., $429. $360. ‘52 4-dr., $290. ‘Sl 
Hardtop, $365. °50 2-dr., $155, $150. 

PONTIAC—'56 Star Chief 2-dr., $1,805*. 
‘55 Chieftain Catalina, $1,355°. ‘S 
conv., $480°. 

MISCELLANEOUS—'52 Dodge %-ton pick- 
up, $390. ‘50 Ford %-ton pick-up, $305; 
GMC %-ton pick-up, $305. °49 Ford %- 
ton pick-up, $135. °48 Chevrolet %-ton 
pick-up, $235; Ford %-ton pick-up, $175, 
$140. 

* * * 


— Auctions in Brief — 


NEW YORK CITY 
Skyline Auto Auction. Sale every Tue 
day (July 16). Market strong here @ 
good clean merchandise. Rough cars bring- 
ing rough prices. Could have sold many 
more clean cars, if they were: available. 
Sold 90 cars out of 121 consignments. 
* * * 
EBENSBURG, PA. 
Ebensburg Auto Auction. Sales every 
Thursday (July 18). Prices strong. Demand 


continued good, Sold 96 cars out of 1% 
consignments. 
* * * 
VALDOSTA, GA. 

Tom Hewitt Auto Auction, Sale every 
Friday (July 19). Sale was ‘‘Red Hot.” 
Market is real good for tobacco sease. 

* * * 
SEATTLE 

South Seattle Auto Auction, Sale every 

Wednesday (July 17). Demand 


this year with cleaner units at new highs. 
Sold 137 cars out af 208 consignments. 
tree 


W. PEABODY, MASS. 
Peabody Auto Auction, Inc, Sale every 
Thursday (July 18). Fast moving sale this 
week, with prices holding steady. Sold 2 
cars out of 133 consignments. 
* * * 
OMAHA 
Richard Abel Auto Auction, Sale every 
Thursday (July 18). Clean cars are bring- 
ing good prices. ’53 through "56 cars af 
needed. ze _ 
* 


CHICAGO 
Greater Chicago Aute Auction. Sale every 
Thursday (July 18). Sold 312 cars out 
486 consignments. 7 
* * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Thur 
day (July 18). Enjoyed a very good 
today, having 483 cars to offer buyer. 
Active bidding resulted in the selling o# 


80 percent. 
* * * 


JENISON, MICH. 
Grand Rapids Auction. Sale every Tue® 
day (July 16). Market solid. Consi 
of cars this week much cleaner than for 
past several weeks. ‘ 
* + 


INDIANAPOLIS, IND. 
Ken Schaefer Auto Auction, Inc. 
every Thursday (July 18). Prices re 
strong on all cleam cars; average 
rough cars were off considerably. Sold 
percent of the consignment. 


sale 
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When the 500,000th 1957 Plymouth was 
the neighborhood children of the Houston 





Model Plymouths for Youngsters— 





presented to Mary Laanan, Pasadena, Tex., 
suburb received mementos in the form of 


model Plymouth cars. The car, a Plymouth Suburban, was presented to Mrs. Laanan 
ot her home by Jack W. Minor, above, Plymouth sales vice-president. The lucky Sub- 


yrban recipient was selected on a recent Lawrence Welk “Top Tunes and New Talent” 


program. 


In the L 





(Continued from Page 10) 


turers are in such a precarious 
position financially since they could 
not afford to maintain the pace 
started by the three larger com- 
panies. 

It is true no one of the Big Three 
ean afford to stand still stylewise 
while the other two continue to 
make drastic changes. Yet how 


much better it would be for the) 


consumer if all factories were to 
limit their new styling to say every 
four years. 

The money saved in engineer- 


ing and tooling costs could be | 


used either to reduce or hold the 
price level and even improve the 
quality of the new cars produced 
which is sorely needed in this 
country. The growth of foreign- 
car sales in the U. S. definitely 
proves that people here want and 
expect good workmanship more 
than radical model changes every 
year. 

And let us evaluate just how 
much overall improvement in auto- 
mobiles, as far as the public is 
concerned, we have had in the last 
10 years. Actually if the autqmo- 
bile factories’ advertising is any in- 
dication of their new cars’ appeal 
then we must conclude that im- 
provement means increased horse- 
Power (and the resulting lower gas 
mileage), 
lower and wider, tricky sheet metal 
work and two sets of headlights. 

To the consumer all this means 
only a temporary feeling of im- 
provement for he later realizes that 


every item of expense to operate) 
the car has increased together with | 


the increased price he paid for the 
car plus a constantly rising depre- 
ciation cost. 

If the average car of the five mil- 
lion or more which are produced 
yearly depreciates only $800 a year 
—and by depreciation I mean the 
difference between the dealer’s 
original cost and what the car will 
sell for in cash a year later—then 
new-car buyers each year throw $4 
billion down the drain. 

To freeze style changes in auto- 
Mobiles to some reasonable cycle 
would result in fewer car sales per 
year it is true, but the savings to 

consumer in the form of lower 
Prices and less depreciation would 
enable him to put these savings in 
other products which are so vitally 
— by the average family to- 


The automobile dealer, too, 
would benefit from a more rea- 
Sonable rate of style change. As 
things have been in recent years, 
he hardly gets started on a pro- 
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increased speed, longer, | 


etterbox 


| gram of new-model sales before 
| the gossip mills of Detroit start 
| turning out volumes of forth- 
coming changes which cause the 
dealer to stimulate his activity 
farther so he will not have to 
carry over any old stock, 
Servicing these constantly chang-| 
ing “engineering advancements” is 
another source of reduced profit for 
the dealer. He sells a new car at a! 
very minimum of gross profit and} 
then is forced to compound his loss 
farther by constantly tinkering with 
| all the gadgets on the car in order | 
| to keep his customer satisfied. 
| My sentiments will not be met 
|with great applause by the larger 
| automobile manufacturers. We all 
| know that this is a highly com-| 
| petitive business at all levels yet, | 
|from a profit standpoint, these 
manufacturers have managed to) 
|show very satisfactory results by) 
| the methods they employ. 
| Nevertheless, sooner or later it is| 
my guess that new-car buyers will | 
| revolt against this age of buying | 
such a perishable product and keep | 
their old cars a year or two longer | 
| 
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in an attempt to reduce their de-| 
preciation losses. And when they do! 
buy a new car they will expect a 
real improvement in quality and 
functional design. 

The automobile dealer, too, the 
bulk of whom conscientiously wish 
to keep their customers happy, will 
find that they can make a reason-| 
able profit when they sell a new car| 
and not be strangled with the flood 
of used cars which comes with the 
factory-inspired idea that only} 
| through volume can he exist. But! 
|here again, the factories will not) 
| listen to these arguments until they 
|are forced to.—J. Raymonp Yowuna, 
| St. Paul. 

* + 
Cash in the Till 

After studying John Munn’s ar-| 
ticles on “Cash in the Till” in Auto- 
motive News, I have decided to fol- 
low his suggestions. 

His Letter No. 1 I have. printed 
and ready for mailing. However, 
we have misplaced Letters No. 2 
and 3. 

Please send me Letters No. 2 and 
3 of “Cash in the Till” published 
in Apr. 15 issue of Avromorive News. 

I find Munn’s articles most help- 
ful and look forward to his coming 
suggestions on Service Manage- 
ment.— Dave ASHLEY, Manager, 
Starrett Motor Co. (Ford), Malden, 
Mo. 


Design Dynamics Formed 

CHICAGO. — Design Dynamics, 
Inc., an industrial design consulting 
firm, has been formed here. Officers 
are John Cox, president; Wayne G. 
Williams, vice-president; Bruce 
Beck, package and graphic design 
vice-president; Joseph J. Thrush, 
merchandising vice-president, and 
Robert W. Schier, product and 
transportation design manager. 


* 





Called Vital to ’58 Sales 








Psychological Engineering 


DETROIT.—What the auto in- 
dustry needs more than anything 
else is “psychological engineering 
—satisfaction of the real needs and 
desires of the modern motorist,” 
according to Dr. Ernest Dichter, 
president, Institute for Motivational 
Research. 

Dichter addressed a group of 
automotive and advertising execu- 
tives here. His talk was spon- 
sored by Esquire magazine. 

He said research conducted by 
his organization indicates that there 
are nine major areas in which a 
new approach to the 1958 motorist 
may be necessary. 


These new approaches stem from | 


the fact that the industry now is 
dealing with a third generation of 
car buyers, he contended. 

“The first generation,” according 
to Dichter, “experienced through a 
car the thrill of newness and dis- 
covery. The second generation, 
which is coming to an end now, has 
to a large extent lost this thrill. 


“The third generation of motor- 


ists needs a new excitement which | 


the industry can generate by means 
of psychological engineering.” 

In discussing his new approaches 
to sales and advertising, Dichter 
menticned the following: 

1. Help the motorist rediscover 
the thrill of driving. “How long 
has it been,” he asked, “since an 


automobile company has talked (ance cost for the first three years | 


about driving as a means of re- 
laxation, of discovering the 
countryside?” 


2. The car must be a symbol of |50,000 miles or three years is | 


individuality. He believes this has 


European cars and sports cars in 
recent years. 

3. “Don’t forget the women and 
children,” Dichter urged. He said 
research indicates that children 
exert a considerable influence on 
the make of car a family buys. They 
tell their playmates about the car 
their family has bought, and the 
information is passed along. 

He suggested an appeal to the 
women at the next auto show: 
“Why not have a woman who looks 
like a real wife demonstrate and 
talk about the car? .. . Gorgeous, 
half-clad blonds sitting in demon- 
strator models surely do not appeal 


When to Trade 


How U. S. Gauges Moment 


To Replace Autos 


WASHINGTON, — Dealers now 
can tell their customers when they 
should tradein their old cars by a 
Government formula, 

J. B. Hanson, director of motor 
vehicles of the General Services 
Administration, who has some 5,000 
|vehicles under his jurisdiction, has 
told Congress that studies by GSA 
|indicate that the ideal time to 
trade is when the car is three years 
old or has travelled 50,000 miles, 
|whichever comes first. 
| Hanson said that available cost 
|data indicate that annual mainten- 








is less than $90 per year, but after 
that maintenance costs mount rap- 
idly each year. Extra cost after 


| charged to wear, damage, obsoles- 


|spurred the purchase of small!cense and general deterioration. 


to the less glamorous and often 
middle-aged woman who will be 
the family chauffeur.” 

4.There is a psychological 
partnership between the manu- 
facturer and the man who has 
purchased one of his cars, accord- 
img to Dichter. The buyer is inter- 
ested in the company’s past 
experience and its plans for the 
future. 

“There are very few ads, if any, 
that talk to me—the guy who has 
just bought a car,” he declared. 
“Almost all of them talk to the guy 
who is about to buy one. Yet we 
know that it is right after you have 
bought your car that your brand 
loyalty is in its most vulnerable 
position.” 

5. The trouble-free car is an im- 
portant selling and advertising 
point. “We feel that one of the 
most important aspects in the 1958 
car picture will be the promise of 
the car that needs the least repair,” 
Dichter asserted. 

6. Finally, Dichter, said, a new 
attitude by car salesmen is neces- 
sary. 

“The salesman too often con- 
siders the buyer simply a shop- 
per,” he said, “but interviews 
with these so-called shoppers 
convinced us that almost every- 
one coming in to make inquiries 
would have bought a car then and 
there, if he had been handled 

| properly by the salesmen.” 

| Prospects, according to Dichter, 
|resent the “pushing around” they 
received in the past and take great 
|delight in making the salesman 
crawl. 

He said the smart salesman or 
dealer will adopt a humble attitude 
|}and make the prospect feel he is 
| interested in the buyer’s attitude. 





| The AUTOMOTIVE NEWS ALMANAC is 
|} @ year-round friend. Use it often for statis- 
| tics, buyer information end personnel data. 
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Today Stewart Mobile homes are 


and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
---Can now get plus profits from selling 


STEWART mobile homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer, 
in your crea, of real sales potential. 


seen 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manv- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 
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VAST MARKET 
Nearly two million Americans are residents 
of mobile homes. In 1956, approximately 
115,000 coaches were sold at a retail 
sales figure of nearly $500,000,000. 
Why don’t you shore in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





Department AN 


For details, write, wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Bristol, Indiana 
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Toronto Dealers 
Missing 6 Weeks 


TORONTO.—Chartered Trust Co. 
has been named to handle the busi- 
ness and personal affairs of Len 
Jacobs and his uncle, Arthur Mor- 
ris, who have been missing since 
mid-June. 

Jacobs and Morris are partners 
in Lenmore Motors, Ltd. The men, 
their wives and Jacobs’ two chil- 
dren vanished after June 14 when 
Jacobs was interviewed in connec- 
tion with a charge of criminal 
negligence after an auto chase on 
June 9. 

After the.men disappeared, their 
firm was operated for a time by 
Colonial Finance Corp., which 
financed cars sold by Lenmore 
Motors. 

Ward New Owner 

Tom Ward, formerly with Main 
Motor Sales, is the new owner of 
the former Neumann Motors 
(Chrysler-Plymouth), Anoka, Minn. 
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Highways 


One year after the start of the 
accelerated interstate highway pro- 
gram, 24 states had advertised for 
contract and obligated all of their 
funds for fiscal 1957 and part of 
the money apportioned for 1958, 
according to the National Highway 
Users Conference. 

California with 98 percent of the 
1958 funds obligated, Rhode Island 
with 96 percent and Maryland with 
95 percent were in the lead, ac- 
cording to information obtained 
from the U. S. Bureau of Public 
Roads as of June 30. 

For the nation, 14 percent of 
1958 funds had been advertised for 
contract. 

Of the remaining 24 states and 
the District of Columbia, five have 
obligated more than 75 percent of 
1957 funds, 11 have obligated 50 to 
75 percent, seven have obligated 25 
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& Safety 


to 50 percent and two have obli- 
gated less than 25 percent. 


* * * 


Gas-Tax Protest Termed 
Threat to Neb. Road Plans 


Nebraska stands to lose $40 
million worth of highway con- 
struction in 1957-50 if a law in- 
creasing the State gasoline tax 
from six to seven cents a gallon 
is blocked by referendum peti- 
tions, according to L. N. Rees, 
State engineer. 

The tax boost is scheduled to 
take effect Sept. 20. If 56,794 
signatures are filed before that 
time, the increase could be 
blocked pending a referendum in 
November, 1958, Farm groups are 
heading the referendum cam- 
paign. 


Tighter Laws 
Urged for Colo. 


Drastic changes in Colorado traf- 
fic laws, driver licensing rules and 
enforcement have been urged by 
Gov. S. L. R. McNichols’ 1957 High- 
way Safety Conference. 

They included: Revocation or 
suspension of any driver’s license 
held by anyone refusing to take 
an intoxication test when arrested 
for a traffic violation; a require- 
ment that a person whose license 
has been revoked or suspended 
take a driving course from an ac- 
credited teacher before he can get 
it back; state control of driver 
education; enactment of an abso- 
lute speed law; routing juvenile 
traffic cases to Traffic Court in- 
stead of Juvenile Court, and con- 
solidation of justice of the peace 
districts, with JPs required to take 


a course in how to do their jobs. 
> > > 


Mass. to Begin Buying Land 
For Worcester Freeway 


Carl A. Sheridan, Massachusetts 
public works commissioner, has in- 
structed State engineers to begin 
right-of-way acquisition for the $67 
million Worcester Expressway. 

The 21-mile highway will extend 
from Southboro to Auburn and will 
cut through Boston. Sheridan said 
the route will be the one which 
was proposed at a public hearing in 
Worcester last March. 


Oklahoma Opens 
New Toll Road 


Oklahoma's new toll road, the 
Will Rogers Turnpike, has been 
opened to traffic. 

At dedication ceremonies, 
Raymond Gary said the new road 
would bring new business and in- 
dustry to the state. 

“Men of vision like to spend their 
money in states and sections of 
states in which the people have a 
vision, too,” he said. 

* > 





7 
Inspection Called 
Imperative in N. C. 

Despite failure of the recent ses- 
sion of the North Carolina legisla- 
ture to approve motor vehicle in- 
spection legislation, the need for 
such a program “is a matter of cold 
fact,” Gov. Luther H. Hodges said. 

Speaking at a banquet launching 
a safety-check program backed by 
Fayetteville auto dealers and city 
and county officials, whom he 
praised for “doing something about 
it,” the governor said that “motor 
vehicle inspection is important and 
is another of the direct means by 
which we can prevent automobile 
accidents on our public highways 
and streets.” 

He cited figures showing that 
mechanical defects were responsible 
for 11 percent of the traffic acci- 
dents in the stake baat year. 


Freed on Utah 
Education Unit 


A seven-man citizens committee 
to act as advisors in Utah’s driver- 
education program has been ap- 
pointed by Gov. George Clyde. 

The group will advise the state 
board of education on policies con- 
cerning the state’s stepped-up 
driver-education program in Utah 


| 
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schools, Members of the committee 
include Charles C. Freed, former 
NADA president and vice-president 
of the Utah Safety Council. 


Police in Kentucky Get 


‘Blacklist? of Motorists 


The Kentucky State Public Safety 
Commission hag started compiling 
a monthly list of motorists whose 
driving privileges have been re- 
voked or suspended. 

The lists are issued to each 
police department in the state and 
to every state trooper. 


Shell Backs NYU 
Accident Study 


New York University’s Center 
for Safety Education is conducting 
a three-year research project to 
determine what personal traits lead 
drivers to have auto accidents, The 
project has been made possible 
through a $50,000 grant by Shell 
Oil. 

To make drivers “perception 
conscious,” the Center has simu- 
lated and photographed common 
hazards _which lead to accidents. 


~~ 
Prepared as slides, these photog of 
traffic hazards are being shown ip 
high school driving classes, ypj. 
versity courses and corr: ‘etive 
driving clinics. The slides are 
flashed on the screen, giving sty. 
dents an opportunity to test their 
perceptive abilities. 


Pour Concrete 


For Illinois Pike 


A mammoth train of mixing ang 
spreading machines, straddling 25 
feet of roadway, have begun pour. 
ing the first concrete for Illinoig 
187 miles of tollways. 


Charles L. Dearing, executive qd. 
rector of the Illinois State Toy 
Highway Commission, announced 
that the paving of four-lane road. 
way for the North Illinois Tollway 
in Winnebago County had 
less than 10 months after breaking 
of ground for the project last Sept, 
22, 


Buetz Plymouth-Dodge 


Clarence Buetz has opened Buetz 
Plymouth-Dodge at 2000 N. Front 
St., Mankato, Minn. 
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By W. M. McCarty 
Staff Correspondent 

CHICAGO. — After a period of 
gmparative quiet, some Chicago 
dealers are again “on the carpet” 
for their advertising antics. In a 
gecial two-page “Bulletin” insert 
jn the Chicago Better Business Bu- 

Report, the BBB headlined: 
“Bait, Switch, Bush, Pack’ Auto 

s Advertising Held Not in 
Public Interest.” 

The BBB continued, “Persistent 
ait, switch, bush and pack’ used- 
gar advertising and selling prac- 
tices by Tim Kelly, Inc., 7600 S. 
Western Ave., have forced the 
Phicago Better Business Bureau 
# conclude further advertising by 
‘this account is ‘not in the public 
faterest.’ Principal media have 
been so notified. 

“The bureau also is referring a 
comprehensive resume of assembled 
facts to the offices of both the 
gtate’s attorney and the secretary 
of state. The latter office licenses 
automobile dealers.” 

The bureau named William Bass, 
leonard Schiffman and Peter Cal- 
vino as the current officers of Tim 
Kelly, Inc., and named Bass as the 
central principal at Tim Kelly, “the 
latest in a succession of corporate 
names employed by Bass at the 
game location.” Previous trade 
names for the dealership, according 
to the BBB, were V-C Motor Mart, 
Inc; Karking, Inc., and W. & lL. 
Auto Sales, Inc. 

The report stated that the bureau 
reached its conclusions after re- 
peated shopping investigations re- 
vealed a “clear pattern” of “‘sold— 
disparagement — switch,’ upon re- 
quests to see advertised cars.” 

Bass, the bureau stated, told the 
BBB that the cars had been sold 
as advertised, and at their insist- 
ence, he submitted carbon copies 
of bills of sale purporting to show 
that the vehicles were sold as repre- 


However, the bureau said, “Fol- 
lowing inquiry, the Chicago Bet- 
ter Business Bureau received a 
letter—on June 4—from the office 
of the secretary of state. It stated 
no registrations were recorded in 


Canadian Vehicles 
Top 4 Million 
For First Time 


OTTAWA.—Total registrations of 
motor vehicles in use in Canada in- 
creased 7.1 percent in 1956 to a 
record 4,230,647, according to a 
Government report. 

In 1955, registrations had 
&mounted to 3,948,652. 

Passenger-car registrations 
climbed 8.6 percent, to lower the 
average population per car to 5.0 
Persons from 5.3 persons. 

At the same time, average num- 
ber of passenger cars per family 
Tose to 0.86 from 0.80. 

Numerically, the largest increase 
in registrations was in Ontario, 
while the steepest climb percent- 
agewise, occurred in Newfoundland. 


MacMillan Gets 
S-P Labor Post 


SOUTH BEND.—Clifford W. 
, manager of hourly per- 
Sonnel and medical services, has 
named director of industrial 
relations for Studebaker-Packard. 
Author of the book, “Foreman- 
ship and Safety,” he joined S-P in 
1949 as an industrial engineer. Be- 
fore joining S-P, MacMillan was 
director of industrial relations for 
n Rule Co., Saginaw, Mich. 


Alabama Cities Study 
New Montgomery Tax 


——_———— | Florida. 
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@ait, Switch, Bush, Pack .. .” 


Chicago BBB Blasts Auto Ads 


the names of three of five pur- 
chasers shown on bills of sale 
submitted by Bass. Furthermore, 
ads featuring cars reported ‘sold’ 
frequently continued to appear 
thereafter.” 


A copy of one of the ads in- 
vestigated was reprinted by the 
bureau with this report of the BBB 
investigator's shopping investiga- 
tion: 

“A Tim Kelly salesman claimed 
each (of two cars advertised) had 
been ‘sold’—one of them ‘tonight.’ 
The salesman added that the pros- 
pect probably would not have liked 
either machine, because ‘they were 
on the shabby side,’ and ‘needed a 
lot of repair work.’ An attempt then 
was made to interest the bureau 
investigator in a 1955 Chevrolet, 
priced at $1,595—not the advertised 
$495. 

“Although these cars were re- 
ported ‘sold,’ the identical adver- 
tisement continued to run for eight 
consecutive days. 

“In other investigations, bureau 
shoppers were told advertised auto- 
mobiles—assertedly ‘sold’—had been 
‘pretty rough ... You didn’t miss 


Mercury Shifts 
Alen and Huber 
In District Sales 


DEARBORN. — The appointment 
of two district sales managers in 
the Mercury field sales force was 
announced last week. William H. 





W. H. Alen 
Alen was named district sales man- 


W. H. Huber 


ager at Los Angeles, succeeding 
Robert E. Henderson, who is taking 
a leave of absence because of health, 
and William H. Huber was named 
district sales manager at Kansas 
City, succeeding Alen. 

Alen served in various sales ca- 
pacities for Hudson in Detroit and 
Los Angeles, starting in 1931, and 
from 1945 to 1950 was a partner 
in a Phoenix (Ariz.) dealership. 
Later he was a zone manager for 
Willys in Washington, D. C. He 
joined Ford Motor Co. in March, 
1953 in Mercury’s Midwest Regional 
Sales Office in Chicago and became 
sales promotion manager there. 

Huber joined Ford Motor in May, 
1950, as sales promotion manager 
for the Western region at Los 
Angeles. Subsequently he held 
various executive sales positions for 
Mercury’s Los Angeles and Oakland 
districts, including assistant district 
sales manager at Oakland. Huber 
joined Chrysler’s car distribution 
office in Los Angeles in 1938 and 
later served as regional manager for 
Plymouth at Portland and at 
Detroit. He also headed a dealer- 
ship at Olympia, Wash. 





much... After all, what do you ex- 
pect at those prices?’” 

The bureau said that investiga- 
tions of earlier advertising by V-C 
Motor Mart, Karking and W. & L. 
Auto Sales disclosed similar prac- 
tices. 

In 1953, the BBB concluded that 
further advertising by W. & L. 
Auto Sales was “not in the public 
interest,” but withdrew its con- 
clusions after the dealership pub- 
lished appropriate “corrections,” 
and its principals, “including Wil- 
liam Bass,” also offered voluntary 
written assurances regarding fu- 
ture advertising and selling prac- 
tices. 

The bureau concluded its report: 
“Repeated customer complaints 
against Bass’ operations charge 
serious ‘bushing’ or ‘packing’ of 
time payment transactions. Twenty- 
six have been received during the 
first five months of 1957. 

“One complainant alleges a Tim 
Kelly salesman told him payments 
would be approximately $70 each, 
for 24 months. Nevertheless, the bill 
of sale—assertedly signed in blank 
—calls for 12 monthly installments 
of $205.75 each. Bass eventually 
cancelled this transaction, but only 
after the bureau verified that the 
salesman involved had admitted the 
customer was not forewarned about 
the $205.75 payments.” 

Also reported by the BBB are the 
activities of “Jet New Car Shopping 
Service.” The service, which has 
headquarters in the office of a 
public stenographer, has been offer- 
ing new cars at “Current prices... 
Sixty Five to One Hundred Dollars 
over the dealer’s cost,” according to 
the BBB. 

In addition, the bureau said, a 
circular advertises, “You pick the 
car, the color, the optional equip- 
ment and we'll buy it for you at 
your price.” Also used is the claim, 
“Buy wholesale . . . saves hundreds 
on any new car.” 

The bureau then presented a 
breakdown showing figures on the 
deal for a Chevrolet 210, which, it 
said, showed that “the advertising 
claims are not supported by the 
facts. 

“In addition, the advertiser used 
the following sentences: 

“We realize that you are not 
familiar with our service and 


any 
vestigation you would like to 
make concerning our operation 
and service — whether it be 
through the Better Business Bu- 
reau, the state’s attorney’s office, 
or any other agency of your 
choice.’ ” 

The bureau noted that it does not 
permit its name to be used as an 
implied reference by anybody. 


Bank Orders Sale 
Of Dealer’s Assets 


SANDERSVILLE, Ga. — The 
parts, equipment, fixtures and total 
assets of the H & H Motor Co. here 
have been ordered placed at auc- 
tion by the Geo. D. Worthen Na- 
tional Bank, Sandersville. 

H & H was a Mercury-Stude- 
baker-GMC dealer. 





Independents’ Managers Organize— 





Managers of independent automobile dealers associations formed an organization 
of their own at a Washington meeting—the independent Automotive Assn. Man- 
agers. Attending the I[AAM meeting were (from left) Tom Blundell, Texas !ADA, presi- 
dent of the new group; James Martin, Alabama, treasurer; Val T. Jones, executive 
vice-president of the National Independent Automobile Dealers Assn.; Miles G. El- 
liott, Georgia, vice-president, and Charles Barbee, North Carolina, secretary. Not pic- 
tured, but attending the meeting and elected a vice-president, was Arch Livingston, 











SAFETY CAR 
CHECK 


SAFETY- Finst* 


“I know my brakes don’t work 
... but my horn is good and loud.” 





Pa. Steps In 


As Insurance 


Refunding Lags 


PHILADELPHIA. — Overcharges 
on car insurance issued by finance 
companies when new autos are 
purchased on time-payment con- 
tracts are now being refunded to 
thousands of motorists in Pennsyl- 
vania under the direction of State 
Insurance Commissioner Francis R. 
Smith. 

He estimated last year that over- 
charges amounted to about $500,- 
000, and that the companies 
involved were circularizing policy- 
holders in order to make refunds. 

He since found that the seven 
insurance companies involved, all 
of which but one are owned by 
finance companies, have not been 
refunding as quickly as he origi- 
nally thought. 

The State then renewed its own 
investigation, which began in No- 
vember, 1955, and is now overseeing 
the refunding. As of last week, 
15,093 policyholders have received 
checks totalling $485,774.20. 

Overcharges were attributed to 
miscalculations by insurance firms, 
which put new-car buyers who 
purchased autos on financing con- 
tracts into classification 2, which 
applies to motorists under 25. None 
of the motorists was asked his age. 

All refunds affect policyholders 
with policies in force on June 30, 
1955, and would cover three-year 
policies written in 1952. Smith said 
the matter of criminal charges was 
under study. 


U.S. Plans Study 
Of World Trade in 
Great Lakes Area 


WASHINGTON. — A survey of 
foreign-trade export and import 
shipments which originate and ter- 
minate in the Great Lakes area is 
being undertaken by the Bureau of 
the Census for the north central 
division of the U. S. Corps of Army 
Engineers. 

The Census Bureau said the sur- 
vey will involve the systematic 
sampling of all 1956 vessel import 
entries and shippers’ export decla- 
rations to select a sample of in- 
dividual transactions. 

Questionnaires then will be 
mailed to importers and exporters 
in the sample to obtain facts con- 
cerning the transactions, 
especially in respect to interior 
point of origin and destination. 

Persons interested in the progress 
or development of the survey, or in 
expanding the survey to develop 
other facts on foreign-trade ship- 
ments, may write to the Bureau of 
the Census, Washington 25, D. C. 


W ednesday Is Deadline 
For New Truck Tax 


WASHINGTON.—The Internal 
Revenue Service has reminded 
truck owners that the deadline 
for paying the new Federal use 
tax on highway vehicles is Wed- 
nesday (July 31). 

The tax pays a part of the 
Federal highway 
gram and ranges up 
truck a year. ; 














Sales Continue 
To Surpass °56, 
Makers Report 


DETROIT.—Factory officials last 
week continued their reports on 
new-car sales. Here is what some 
of them said: 


Mercury 

Mercury sales during the first 10 
days of July exceeded those of the 
corresponding 1956 period by 47 per- 
cent, and the daily sales rate was 
the third best for the first 10 days 
of July in Mercury’s history, ac- 
cording to George S. Coats, general 
marketing manager. 


During this period, he said Mer- 
cury sales totalled 9,628 cars, com- 
pared with 6,541 a year ago. 

“The daily selling rate of 1,204 
cars was exceeded for this period 
only in 1954 and 1955,” Coats said. 
“And during the first 10 days of 
July, Mercury dealers’ stocks also 
were reduced by nine days’ supply.” 

> on > 


Studebaker 


A 21.7 percent increase in retail 
deliveries of Studebaker cars in 
June over May and steadily in- 
creasing profits by Studebaker- 
Packard dealers were reported by 
Studebaker-Packard. 


“June was the best sales month 
for Studebaker-Packard products 
since the 1957 models were intro- 
duced,” said Sydney A. Skillman, 
general sales manager. 

At the same time, J. O. Lewis, 
business management manager, re- 
ported that profit of S-P dealers 
had increased 66 percent in April 
over March, and 22 percent in May 
over April. 


Skillman said factors contribut- 
ing to the improvement included 
the new selling agreement for 
dealers, introduction of the low- 
priced Scotsman and completion of 
arrangements for marketing Mer- 
cedes-Benz cars by S-P dealers. 


Ford Division 


Ford dealers have sold a record 
$3 billion worth of new Ford auto- 
mobiles and trucks since the 1957 
car was introduced nine months ago 
on October 3, 1956, according to J. 
O. Wright, Ford division general 
manager. 

The $3 billion worth of sales, he 
added, is approximately $250 
more than the dealers sold in a 
corresponding nine-month period of 
1955-56. 

In the first three quarters of the 
model year ended June 30, 1957, 
Ford dealers sold 1,177,245 cars and 
213,469 trucks, compared with 1,074,- 
786 cars and 212,590 trucks in the 
same period of 1956, for a com- 
bined increased of 103,469 units, he 
said. 


PI 


More Plymouth cars were sold 
in Los Angeles in June than in any 
month in. the history of the di- 
vision, reports Lew Jabro, secre- 
tary-manager of the Plymouth 
Dealers Assn. of Southern Cali- 
fornia. Sales last month were 70 
percent higher than in June, 1956, 
and 30 percent higher than May, 
1957, said Jabro. 


sler Division 
Boosts Foraker 


DETROIT. — Walter E. Foraker 
has been appointed executive as- 
sistant to C. E. Briggs, 
division sales vice-president. 

He formerly was o and 
management development manager 
and since Novem- 
ber, 1956, had 


distribution de- 
partment and was 
transferred to the 
staff of the Dodge 
general sales 
manager in 1947. 
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Buick Ups Output 
Of Power Assists 


FLINT.—A total of 64.1 percent 
of the Buicks produced during the 
first eight months of the 1957 model 
year were equipped with power 
steering, according to Edward T. 
Ragsdale, division general manager. 

The power steering figure was 51.9 
percent for all of 1956 and 49.2 per- 
cent for 1955. Power brakes installa- 
tions have climbed to 58.8 percent of 
1957 models, compared with 45.6 
percent last year and 38.6 percent 
in 1955. 

The demand for power seats rose 
to 186 percent from 13.7 percent 
@ year ago, and power windows 
are up to 17.5 percent from 12.1 per- 
cent in 1956. 


Massachusetts Kills 
Sales-tax Proposal 


BOSTON.—The controversial 3 
percent limited sales tax, proposed 
by Gov. Foster Furcolo, wag killed 
by the House. The House rejected 
the sales-tax bill by a vote of 130 
to 105 after seven hours of heated 
debate. 

In view of this defeat, Furcolo 
dropped plans to send in another 
special message reviving the legis- 
lation. 





Research Combined... 





GM Forms Engine Unit 


DETROIT.—General Motors has 
formed a new power development 
section to consolidate its automo- 
tive engine research, 

The move was announced by 
Charles A, Chayne, engineering 
vice-president, and Dr. Lawrence 
R. Hafstad, research vice-presi- 
dent. The new section will con- 
solidate engine research of both 
their staffs. 

Engineer-in-charge of the power 
development section will be Darl 
F. Caris, now head of the research 
staff’s automotive engines depart- 
ment. 

He succeeds John Dolza, who 
leaves GM Aug. 1 after 30 years to 
enter private business. He has been 
engineer-in-charge of the power 


8th Award for Universal 


AKRON.—Universal Motor, Inc., 
has been awarded the Ford Four 
Letter Award for the eighth time 
since 1948. John A. McAlonan 
founded Universal in 1916. 
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SORRY! 


The tremendous volume of inquiries we are receiving 
concerning the CARS RENTAL SYSTEM plan for New 
Car Dealers has us literally swamped! We have had 
to double our administrative staff in order to keep up 


with the mail! If you have not as yet received an appli- 


cation, please be patient. We are answering inquiries 


as soon as possible. Meanwhile, we have many terri- 
tories still open for New Car Dealers. For full informa- 


tion, write to: 


CARS RENTAL 


SYSTEM, INC. 


938 SUNRISE LANE 
FORT LAUDERDALE, FLORIDA 





1957 


Automotive News 


ALMANAC 


EXTRA COPIES AVAILABLE 


Order one now for your: 


@ SERVICE DEPARTMENT 
@ SALES DEPARTMENT 
@ ENGINEERING STAFF 


@ LIBRARY 


Supply is limited so order today 


development section on Chayne’s 
staff since June, 1945, 

In the new move, the announce- 
ment said, operations of the engi- 
neering staff’s present power devel- 
opment section will be combined 
with research staff’s automotive 
engines department and continue 
under Chayne’s direction. Person- 
nel of both organizations remains 
intact. 

Caris joined the research staff in 
1926 and in 1931 became a project 
engineer. In 1938 he was named 
head of the automotive engines 
department, where he directed ex- 
tensive research in internal combus- 
tion engines, particularly in the 





development of high compression| Dealers Elect Delegates— 
Two delegates to represent the 1,000 Ford dealers in the 10-state central region 


automotive engines. 


Dolza joined GM as a drafts- 
man at Buick in 1927, a year after 
he entered the U. S. from Turin, 
Italy, where he was born and 


were elected at this meeting of the regional council in Kansas City. The delegates 
are James E. O'Neal, Jim O'Neal-Ford, Kimball, Neb. (at left at the head of the 
table) and Dan L. Stanley, Dan Stanley Motors, Inc., Joplin, Mo. (at right at the heod 
of the table). R. F. Leonard, regional sales manager, sits between them. The delegates 
will represent the region at the National Ford Dealer Council meeting in Dearborn 


i 


where he taught aerodynamics 

and design of altitude laboratory 

equipment at the Polytechnic 

Institute. 

After successive promotions he 
| became assistant chief engineer. 
|In 1940 he joined the engineering 
| staff as head of a product study 


Aug. 6-9. 


Obituaries 


|group and later that year trans- W. Dean Robinson, 59, 


| ferred to Allison division as a con- 
| sulting engineer on special assign- 
| ments. 

In June, 1945, he returned to the 
engineering staff to become engi-| 
|neer in charge of the power devel- | 
opment section, specializing mainly 
in automotive engines. 


A Reminder: 
Nobody’s Job 


Is Guaranteed 


| DETROIT. — The Meat Jobbers| 
| Assn. bulletin carried this discus- 
j}sion of jobs under the heading, 
|“No Job Is a Permanent Institu- 
| tion.” 

“Cathedrals and capitols endure | 
throughout the ages. Little or) 
nothing threatens their existence, 
short of war or earthquakes. But 
a business firm—any business firm 
|—enjoys no comparable security. It 
doesn’t have to exist! 

“A business—and all its jobs— 
can go out of existence for reasons 
far less spectacular than wars or 
| disasters. Who remembers Sonora 
phonographs or Chalmers automo- | 
biles or Goblin soap? They’re gone, | 
and all but forgotten! 

“Some employes think competi-| 
tion is the exclusive worry of the 












| 
} 


company’s executives and salesmen. 
This is not the case. 

“The only way any company can 
stay in business and provide jobs 
is to please the customer with the 
product it makes, the prices it 
charges and the service it gives. 

“Thus competition is the con- 
cern of every employe—there are 
no exceptions! 

“High standards of workman- 
ship must be maintained. Waste 
must be eliminated. 

“The customer is the boss! Not 
to please him hurts the company, 
and that means hurting ourselves 
and the jobs of every one of us.” 


Bell to Address 
Arkansas Dealers 


LITTLE ROCK, Ark. — The 24th 
annual convention of the Arkansas 
Automobile Dealers Assn. will be 
held at the Marion Hotel here Sept. 
19-21. 


Speakers will include Frederick J. 
Bell, NADA executive vice- 
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| president; Patrick Crowley, assist- 
j}ant to the executive vice-president 
| for dealer relations of General Mo- 
tors; Elson Sims, Vincennes (Ind.) 
Ford dealer who is an expert on 
profit control, and Dr. William 
| Alexander, Oklahoma City minister. 

The dealers will attend a night 
football game Sept, 11 between 
Oklahoma A. & M. and the Univer- 
sity of Arkansas. 





Former Briggs Chief 


DETROIT.—W. Dean Robinson, 
59, former president of Briggs Mfg. 
Co., died July 20. He became presi- 
dent of the firm 
in 1945 and was 
named chairman 
in 1952. The fol- 
lowing year, 
Briggs’ automo- 
tive body facili- 
ties were sold to 
Chrysler Corp. 

Before joining 
Briggs in 1933, he 
was an official of 
his father’s lum- 
ber company 
here. He is survived by three sons, 
two daughters and his wife, the 





| former Grace Briggs, daughter of | 


the late Walter O. Briggs, founder 
of the body firm. 

Two sisters of Mrs. Robinson 
married sons of Charles T. Fisher 
sr., of the Fisher Body family, while 
a third sister is the wife of Philip 
A. Hart, Michigan’s lieutenant gov- 


ernor. 
- * > 


Edwrad Charles Haskin 
LOS ANGELES.—Edward Charies Has- 
kin, 55, a veteran of the automobile busi- 
ness in Manila, P. I., died here July 17. 
Mr. Haskin was a native of Tacoma, 
Wash. 
+ * * 


Harold C. Howard 


DALLAS.—Harold C. Howard, 63, a 
retired auto dealer, is dead. Mr. Howard 


Personal Income 
Shows Increase 


During Month 


WASHINGTON. — Personal in- 
come in June was at an annual rate 
of $344 billion, almost $1 billion 
higher than in May, according to 
the U. S. Office of Business Eco- 
nomics. 

The rise came chiefly in wages 
and salaries, the office said. Other 
forms of personal income were 
little changed from May. The most 
notable increase was in the earn- 
ings of salaried personnel of manu- 
facturing concerns. 

The first half of 1957 showed in 
personal income at the annual rate 
of $340 billion, compared with $322 
billion in the first half of 1956, an 
increase of about 5% percent. 

The office said the increase for 
the first half of this year repre- 
sented a gain in purchasing power 
because taxes and prices did not 
go up as fast as personal income. 


4-Letter Award to Howard 


SEATTLE.—For the sixth 
straight year, Howard Motor Co. 
has been awarded the Ford Four 
Letter Award. D. D. Howard is 
president of the firm. An earlier 
story in Automotive News inadvert- 
ently located Howard’s dealership 
in Salem, Ore. 





headed dealerships in McKinney, Ennis 
and Overton, Tex., before retiring in 1950, 
He also was a former regional manager 
for Chevrolet. 

* * * 


Edward Mayo Holton 
NORTHFIELD, Vt.—Adward Mayo Hol- 
| ton, 69, who was once a Ford dealer here 
for eight years, died July 14 in a Burling- 
ton (Vt.) hospital. 
* = ” 


Alen F. Adams 
ALTUS, Okia. — Alen F. Adams, 61, 
Pioneer auto dealer here, died in a hose 
pital July 14 after a long illness. 
* * * 
Simpson G. Livingston 


KNOXVILLE, Tenn.—Simpson G. Living- 
ston, 68, retired Knoxville auto dealer, 
died unexpectedly July 15 in Sarasota, Fla 
He formed 8S. G. Livingston & Son here 
in 1932. His son, J. Harrison Livingston, 
has operated the dealership since 1946. 

* * * 
J. Vincent Shannon 

HARRINGTON PARK, N. J.—J. Vincent 
Shannon, 66, a retired Cadillac official, 
;}died July 12. Mr. Shannon was with 
| Cadillac in New York 43 years, the last 
| 26 as credit manager. He retired in 1955. 
j > > * 


E. K. Beck 


DAYTON, 0.—E. K. Beck, 47, executive 
vice-president of Union City Body Co. and 
Utility Truck, Inc., died here unexpectedly 
July 18. He had joined Union City in 1950 
j}and had been executive vice-president and 
a director since 1953. 


* * * 
L. A. Parish Jr. 
DALLAS.—L. A. Parish jr., 36, former 
owner of Parish Chevrolet Co., died July 
18 in a Dallas hospital after a long iliness. 


* * * 

E. Karl Wennerlund 

| SAN FRANCISCO.—E. Kar! Wennerlund, 
82, vice-president in charge of production 
for General Motors for 10 years prior to 
| his retirement in 1937, died here July 20. 
|Mr. Wennerlund, a pioneer in the develop 
ment of mass production methods, was 
| with GM for 25 years. 


Colorado Dealers 
Discuss Means 


Of Boosting Profit 


DENVER.—Increased profits and 
dealer-manager weaknesses were 
discussed at a statewide dealer con- 
ference sponsored here by NADA. 

Roy L. Mason, president of 
Denver ADA and Capital Chevrolet 
Co., led the morning session and 
Walter B. Cooper, Fort Collins, 
Colo., secretary of the national as 
sociation, was afternoon chairman. 

Dr. J. Donald Phillips, president 
of Hillsdale (Mich.) College, spoke 
on employe relations and Edway 
Redd, Monticello (Utah) mayor and 
auto dealer, discussed selling in & 
small town. 

Other dealers who participated in 
the program included Harry Moore, 
Silver Spring, Md.; R. D. McKay 
jr, Wichita, Kans. and Richard 
McFayden, Omaha. 





Preston Appointed 


LOUISVILLE.—Leonard W. Pres- 
ton, a Chevrolet dealer in Glasgow, 
Ky., has been appointed advisory 
highway commissioner for the 
second district of Kentucky. 
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J (Continued from Page 1) 
we said that over half of these 
lers had contributed $250 each. 
July 22, the initial direct-mail 
tation was followed by letters 
eribing ADSA to the 35,000 
tt dealers in the country. The 
batch of these letters went to 
GM dealers. 
* * 

p Dangerous 


ONG the early ADSA sup- 
"porters were two former NADA 
jents, J. Saxton Lloyd, of Day- 
Beach, Fla., and Robert Arma- 
t of Kansas City. 
loyd wired Mead: “You and 
association are to be com- 
ded for the forthright position 
have taken in recommending 
a plan which could effectively 
combat many of the greatest evils 
facing the automobile retailing in- 
dustry today. 

“The most serious threat to 
the franchise system of distri- 
bution is cross-selling. As a mat- 
ter of fact, cross-selling is 
infinitely more dangerous to the 
business than bootlegging. 

“The plan your group has sug- 
gested or something similar would 
tend to restore stability toa 
thoroughly demoralized marketing 
situation. I am convinced that the 
manufacturers will support such a 
plan for the legality can hardly be 
questioned in view of the fact the 
price addenda of certain makes al- 
ready provides for a bonus ar- 
rangement.” 

* * * 


RMACOST expressed his sup- 
port of ADSA in a letter to 
NADA Executive Vice - President 
Frederick J. Bell. Armacost wrote 
Bell: “Yesterday I received a bro- 
chure from Mead Norton which 
explains his plan in detail, Frankly, 
Ican see no reason why Mr. Norton 
and his group should not be com- 
mended for their endeavor. 
“You know, as well as I, that 
years ago Mr. Norton dedicated 
himself to the re-establishment of 
territory security. He has not been 
able to convince a majority of our 
‘directors, nor the staff, of the pos- 
sibilities for success of this en- 
deavor. 
‘I believe that you will agree 
with me that the majority of our 
quality members would prefer some 
change along these lines. It must 
be remembered, however, that any- 
thing as controversial as this would 
alienate a great segment of our 
membership. 
“Therefore, if the gentlenren 
from Oklahoma, under the guid- 
ance of Director Mead, are able 
by this method to relieve the 
NADA from any criticism of tak- 
ing sides, then I think we should 
feel that this is an apparent 
solution to our problem. 
“It may interest you to know 
that the latest figures in Missouri 
on territory security show 197 for 
and 154 against.” 
ADSA has also received support 
from the Oklahoma Automobile 
Dealers Assn. which officially went 
on record as unanimously approv- 
ing the new organization and the 
Purpose for which it was formed. 


Writes ATAM i lietate 


A LETTER to each member 

of the Automotive Trade Assn. 
ers prior to ATAM’s meeting 

last week in Montreal, Roy Tant, 
secretary-manager of OADA, called 
attention to the association vote 
and declared: 
“The Authorized Dealer Survival 
Assn. Inc., will 
in no way conflict 
With any state or 
national automo- 
bile dealer as- 
sociation. This 
organization is so- 
liciting member- 
ship only from 
the ranks of those 
dealers who know 
a revolution- 

ary step must be 
taken to save the 


2 





Roy Tant 
automobile retail business. 


el en eee I 
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pgins to Roll... 


: ‘Survival-Drive’ Support Grows 


stantial dealers, cross-selling will 
not die out when the current crop 
of wild traders goes broke. 

“This used to happen in the old 
days,” he continued, “But now, in 
our strong economy, one guy falls 
and another one immediately starts 
up. 

“A good dealer has to ‘protect’ 
his salesmen. That is, if one sales- 
man ‘beats the bushes’ and sends 
buyers into the dealership, the 
dealer has to make sure that this 
working salesman gets credit for 
the sale, rather than the order- 
takers on the floor. Why shouldn’t 
the factory protect its working 
dealers for the same reason?” 

Explaining how cross-selling 
works, Norton said that often he 
has been told by a friend or 
acquaintance, “I didn’t want a car, 
but you got my wife all worked up 
|about a new car, so she went out 
of town and bought it.” 

To survive in the present and 
future markets, he said that deal- 
ers will have to resort to more 
trickery. 


that this new organization, num- 
bering a membership who are all 
united for one common purpose, 
could be the answer to the prob- 
lem which confronts us all,” Tant 
declared. 

In further explaining his plan, 
Norton said, “The industry isn’t 
selling as many cars this year as 
it expected and next year it won't 
do as well either, simply because 
this cross-selling is getting out of 
hand. 

“The industry is losing a million 
sales a year simply because it’s 
not worthwhile under the present 
distribution system for a salesman 
to get out and sell. All a hard- 
working salesman accomplishes 
these days is to stir up the prospect 
to go out and start shopping. Under 
our plan, a dealer can develop a 
sales force and demand that the 
salesmen go out and sell.” 

* * *” 
= said that contrary to 
the expectations of many sub- 





Here Are Details 
of ADSA Plan 


1, The factory wiil designate an 
area of sales and service respon- 
sibility for each dealer. 

2. The factory will charge an 
additional 5 percent of the retail 
price for each car. 


3. This 5 percent will be paid 
by the factory to each dealer who 
sells a car to a legal resident of 
the dealer’s designated sales and | 
service area. 

4. No dealer will collect this 5 
percent for any car that is “cross- 
sold” —that is, sold out of the 
territory to which it has been sent 
by the factory. 

5. The factory will retain the 5 
percent in the case of a cross-sold 
car. 

6. Provisions for this plan will be 
included in the price addenda which 
are attached annually to most 
dealers’ selling agreements. 


7. The plan can be implemented, 
says ADSA, by a simple revision 
of the bonus clauses in most of 
these addenda. For example, the 
ADSA supporters say, the Chev- 
rolet and Ford addenda now call 
for the payment of $7.50 (in 
single-point towns), $12.50 and 
$17.50 per car, in recognition of 
the fact that dealers in the larger 
population areas have higher over- 
head. 

Since the factories have by im- 
plication admitted this principle, the 
ADSA dealers say it would be 
simple for them merely to increase 
this bonus and pay it only for cars 
sold in the dealer's territory. 

8. The bonus would be paid at 
regular intervals upon the furnish- 
ing of affidavits listing the names 
and addresses of persons or firms 
in his territory to whom the dealer 
has sold vehicles. 

9. Dealers in multiple-dealer 
towns would receive the 5 percent 
bonus for every car they sold in 
their town. 

10. All bonuses would be the same 
regardless of the size of the dealer’s 
community. 


* * * 


— only sales being made now 
are the result of crazy ads— 
good buyers don’t fall for that 
stuff,” Norton said. 

“Our plan will restore some 
sanity to the business; it will en- 
able dealers to sell cars with a 
clear conscience, and it will go a 
long way toward eliminating the 
pack. 

“The price pack is merely the 
fictitious markup of the buyer’s 
tradein. There will be no need to 
apply this markup to the cus- 
tomer’s tradein, under the plan.” 

A peculiarity of the car business 
is that the product is on wheels, 
and this leads to excessive shopping, 
price packing and other harmful 
situations, he said. 

“Under the present system,” 
Norton told Automotive News, “the 
substantial citizen is being hurt— 
only the chiselers benefit. Also, 
thousands of automobile ‘orphans’ 
are being sold throughout the coun- 
try because of the current condi-| 
tions which are driving the 
substantial dealers out of business. 

“An advantage of our plan is 
that it knocks out the factories’ 
principal argument against terri- 
torial security—that the infringe- 
ment claims lead to subterfuge. 
Our plan cuts out the subterfuge 
because there are no infringement 
claims.” 





Nee declared that his plan 
was bound to be legal because 
it doesn’t prevent cross-selling, 
bootlegging, shopping or anything 
else. It does, however, punish cross- 
selling by denying the 5 percent 
bonus to anyone who sells a car 
out of his designated territory. 

“There’s nothing to stop a dealer 
who is 5 percent more efficient from 
selling a car any place he pleases, 
he said. “And the factories wind 
up with an extra 5 percent for each 

“Many other industries today 
pay a reward to their dealers 
who provide sales and service 
facilities; there’s no reason why 
the auto industry shouldn’t do 
the same thing.” 

Norton said that for several 
years he has been fighting for the 





Dealers Tell Me 





(Continued from Page 3) 


dealer for cars that stay in his area|sold their dealers on the idea that 
of epee, ia one-half loaf is better than no sale 
you g e Bootleg- | 

ging would be stopped and it ay a Se 
would decrease excessive shop- : 
ping, which is now the cancer of I never saw the morale of auto 
our business, It would be in the |5alesmen and dealers as low as 
public interest, service-wise, This | now in 36 years. 

For your information we always 


would represent no restraint of 
trade—customers could continue | operated profitably except year 1932. 
shopping themselves to doomsday, |) pave a firm policy. 

A word on service absorption: 


only a shorter discount to dealers 
Isn’t this deception or misleading 


when car is delivered away from 
numerous dealers in the thinking 
it’s a good thing? Why shouldn't 
the new-car department carry the 
service instead? 
If I were service manager, you 
certainly would hear from me, 


his area, 

This plan has been placed before 
numerous groups of dealers in this 
area and there is no opposition, All 
agree it’s the best they ever heard 
—only five years late now. 
Factories will regret they ever 
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Pointing to Edsel— 


Walt Anderson, 
derson, right, 
Boise, Id., point out the location of their 
new Edsel dealership sign to G. |. Bower- 


left, and Charles An- 
owners of a dealership in 


man, center, Edsel Seattle district sales 


representative. 


elimination of the five evils of the 
auto retailing industry—cross-sell- 
ing, bootlegging, bird-dogging, re- 
ferrals and lease purchases. 

Declaring that the most damag- 
ing “evil” was cross-selling, he 
said that “for four years I’ve lead 
the fight in NADA to have an 
educational program showing how 
the public is hurt and how the 
dealers must either go bankrupt or 
lose their self-respect as a result of 
this practice. 

“Because of the divided opinion 
in NADA regarding territory se- 
curity and the area of service re- 


sponsibility plan, NADA is reluctant 


to go on an allout program.” 
= > aa 


Divided Dealers 


E SAID he found considerable 

support for the ADSA plan at 
the June meeting of the NADA 
directors, but the directors said 
that many of the dealers they rep- 
resented were divided on the sub- 
ject. 
out of this meeting after his plan 
was rejected by the NADA direc- 
tors.) 

“We don’t expect to organize all) 
the dealers,” he continued, “only 
the substantial ones. We're looking 
for dealers who want to stay in 
the business and keep their self- 
respect. And within three years, 
all substantial dealers will have to 
either get out or forget their self- 
respect. 


“I think there is something 
besides profit in this business for 
many dealers; many dealers 
really love it, but there’s no fun 
in it anymore.” 

Norton estimated that dealer 
feeling on territory security had 
shifted from 50 percent “for” it 
last year to about 65 percent “for” 
it today. 

He also estimated that cross- 
selling had increased about 25 per- 
cent in Oklahoma City in the past 
year and that about a third of the 
cars sold there now are “pumped 
in” by dealers in outlying areas. 
Included in this group are many 
cars purchased and registered out 
of town by Oklahoma City resi- 
dents, though this is a law viola- 
tion. 

> * = 

be May registration figures for 

Oklahoma County (Oklahoma 
City) for the low-priced lines give 
this picture of cross-selling: 271 
Chevrolets sold (123 by out-of-town 
dealers); 294 Fords sold (48 by out- 
of-town dealers), and 79 Plymouths 
sold (41 by out-of-town dealers). 

Norton said the problem was not 
too acute among other Chrysler 
Corp. dealers now because the small 
dealers have not been getting too 
many cars. 

“But,” he cautioned, “cross- 
selling among them is going to- 
start soon. As the product im- 
proves and as more dealerships 
are established, there'll be more 
cross-selling. 

“It’s just now beginning for some 
Cadillac dealers, and I think they'll 
really catch it. Up to now, they 
haven’t had the cars.” 

When asked how the ADSA 
would implement its plan, Norton 
said this would be accomplished by 
(1) educating dealers to the need of 
the plan and by (2) beginning a 
grass-roots campaign in every 
state. 

“For the present,” he ‘continued, 
“we're going to approach dealers by 
direct mail. We want to get the 


(Norton reportedly walked) 





































dealers to organize chapters of| at the rear of the building. 


dealers who service and sell cars. 


“If there’s enough demand for our 
program, the factories will put it 
in. We're sure the factories will 
assume their responsibilities in the 
matter. We don’t plan to contact 


the factories.” 


* * * 


Plan That’s Workable 


As’ ANOTHER proof of the legal- 
ity of ADSA’s plan, Norton said 
it was a simple extension of the 
overriding bonus of the type Buick 
now pays its dealers for parts 
which they wholesale in certain 
prescribed areas. 

Norton explained: “We’re leaving 
it to the factories as to the precise 
methods by which this plan will be 
implemented. And, if this plan 
isn’t feasible, the factories should 
come up with a plan that is work- 
able, and ADSA will support it.” 


Norton cited these differences in 
the NADA and the ADSA plans to 
control cross-selling: 

1. Under the ADSA plan, no 
dealer would collect the 5 per- 
cent bonus for a car sold out of 
his assigned territory. 

2. Under the NADA plan, the 
dealer in whose area a car is “cross- 
sold” would receive the bonus. 

3. The NADA plan is more likely 
to require legislation. 

4. The ADSA plan is more likely 
to receive the approval of the 
Justice Department and the fac- 
tories, because the pertinent prin- 
ciple has already been acknowl- 
edged in many dealer contracts. 

He said that the way in which 
the plan will operate in regard to 
fleet sales and leasing arrangements 
has yet to be worked out. 

* = > 

. A= the money we get will be 

spent on our educational pro- 
gram for the control of cross-sell- 
ing and the other four evils,” he 
declared.” This is our sole objec- 
tive. When this or a similar plan 
is adopted, this association will be 
disbanded and the money will be 
divided among the contributors.” 

Norton, who is called “Senator” 
throughout Oklahoma, has been a 
|dealer since 1918 and has cove 
eight years in the Oklahoma Sen- 
ate. After four years as a Nash 
dealer, he switched to a GM fran- 
chise in 1922 and has had from one 
to 13 GM franchises ever since. 
At present, he has three Chevrolet 
dealerships and one Buick outlet. 

Norton is credited by friends 
with being instrumental im the 
election of Oklahoma’s Gov. Ray- 
mond Gary, who recently ap- 
pointed Norton as chairman of 
the Oklahoma Turnpike Authority. 

Norton, who has been an NADA 
director for eight years, is a former 
president of the Oklahoma Auto- 
mobile Dealers Assn. 

R. T. Scott, treasurer of ADSA, 
is an Oklahoma City Chevrolet 
dealer who is also widely respected 
by dealers and his fellow Oklaho- 
mans. 

> * > 

gcorr was a factory-appointed 

member of several! national 
Chevrolet Dealer Planning Boards, 
a member of the GM Dealer Coun- 
cil, president of the Oklahoma City 
United Fund for this year and, 
several previous years, former 
president of the local BBB, former 
president of the Retailers Assn., a 
past president of the local YMCA, 
a past president of the Oklahoma 
Automobile Dealers Assn., the 
OADA convention chairman for 
many years, a 33rd Degree Mason 
and the NADA make member from 
Oklahoma. 

Bill White, a Chevrolet dealer in 
Tulsa, is secretary of the organiza- 
tion. 

Other ADSA directors are Henry 
Coffeen (Oldsmobile), Oklahoma 
City; Chick Norton (Buick), Tulsa; 
Guy Belt (Buick), Bartlesville, 
Okla.; Ernest Reed (Buick), Mus- 
kogee, Okla.; Riley Smith (Ford), 
Poteau, Okla.; Frank Kitchens 


(Buick), Lawton, Okla. and Ray 
Eisele (Chevrolet), Ponca City, 
Okla. 

18 New Cars Ruined 

In Blaze at Hinkley 


SOUTH SALT LAKE, Utah— 
Flames swept through the show- 
room and garage of Hinckley Motor 
Co. here, causing an estimated 
$25,000 damage to the building and 
destroying 18 new automobiles. 

The fire reportedly was started 
by combustion of paint rags left 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 

















Week Week 
Ended Same Ended Output, Jan. 1 te dan. 1 te 

er ‘eee? Wiuere ‘To Date 1966" 1967 
AMERICAN MOTORS 1,725 1,444 2,210 71,635 65,935 63,188 
CE adiiacdlneignisdiues. seierdee i? oo ae 4,347 1,345 
itt teddies aneiee- stim. aes «selene 11,073 3,561 
Rambler ........................ 1,725 1,436 2,210 7,635 50,515 58,282 
CHRYSLER CORP. 23,300 16,669 20,753 83,526 541,089 804,608 
SEIEIIIE iscoccoveressoccsscoseeve 2,350 1,569 2,097 8,456 67,676 $1,070 
Imperial _.................. 850 120 749 3,036 6,296 27A13 
IS ce Tinclotnsandiiett 2,250 689 680 5,368 63,261 18,228 
EEE ° adutorendeteioctcveesseesons 5,600 4,426 5.246 20,034 124,814 190,477 
STD stesvevcesnecctes 12,250 9,365 11,981 46,632 279,042 427,420 
FORD MOTOR ............... 35,835 36,017 37,169 131,663 1,000,859 1,146,974 
NIIOIIL - cscsccecaictiniee esetove ee a 1,077 444 
Se a ee. * | gagieees 659 Ri 0 satin 1,571 
SINE aliibisiubusueaccveievoutesiniee 29,125 28,527 30,004 109,804 806,483 929,686 
SIL. sdsdinstcticiebtubbeibedys 148 1,039 924 1,955 31,648 25,456 
a 5,650 6,439 5,582 18,333 161,651 189,817 
GENERAL MOTORS .. 56,006 56,077 55,714 193,556 1,925,877 1,736,879 
ei itdaickecstieccettaues 7,100 9,515 6,403 18,631 355,156 257,604 
ID veincvsicbenmidalebnbe 3,360 3,151 3,389 11,457 94,988 96,489 
CROUTONS ono. cccccesccesscses 31,300 29,812 31,498 119,508 984,794 911,512 
Oldsmobile _.................. 7,146 8,109 7,246 22,111 280,281 250,753 
SII’ ccs cichesuogsnsensecnmaies 7,100 5,490 7,178 21,849 210,658 220,521 
1,040 1,359 5,134 63,972 42,715 
aia 4 26 13,277 6,109 
1,040 1,355 5,108 50,695 36,606 
Total Cars, U. S. ........ 118,266 111,247 117,205 421,514 3,597,732 3,794,364 


COMMERCIAL CARS 
(U, 8, PRODUCTION ONLY) 























Week Week 
Ended Same Ended Output, Jan. 1 te Jan. 1 te 
duly 27, Week, daly 20, duly, duly 28, July 27, 
1967 1956* 19657* To Date 1956* 1957 

CHEVROLET. ................ 6,300 6,604 6,576 24,539 218,879 211,698 
DIAMOND T .................. 130 108 131 492 2,955 3,002 
SII. \ wésscronpesepenesnapenoeonsces 40 “4 40 128 2,333 1,924 
NEE: ccccessuticcccosouseasneasss 1,650 1,866 1,671 5,715 53,073 47,237 
SE 6,275 6,240 7088 24,985 183,196 210,093 
1,721 1,461 4,709 56,481 40,081 
INTERNATIONAL. ...... 2,945 2,377 2,303 10,363 81,391 69,851 
Eo 370 439 353 1,251 10,981 10,357 
IIIS sihisnscdittiendasccciececererues 140 96 134 487 2,225 2,518 
STUDEBAKER.  ............. 208 436 212 743 8,856 6,482 
ES 45 45 285 725 10,381 8,993 
I 1,270 1,309 1,090 4,901 36,391 38,201 
MISCELLANEOUS*** 84 48 80 298 2,008 1,827 
Total Trucks, U. S. .. 21,382 21,368 21,924 79,836 669,650 652,264 
8 siidiecnbesettbiamnagnteentnn 139,648 132,610 139,129 501,350 4,267,382 4,446,628 
alabinalommeate 9,596 11,329 9,345 35,868 321,318 298,586 

Grand 

Cars and Trucks, 

U. S. and Canada 149,244 143,939 148,474 537,218 4,588,700 4,745,214 


N.B.: All U. 8S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 
in Mack totals. 





Brand Name Contest Open 


NEW YORK.—Auto dealers with 
an outstanding program of brand 
advertising, promotion and sales 
training for manufacturers’ adver- 
tised brand names are invited to 
enter the 10th annual competition 

» for the Brand Name Retailer-of- 
the-Year Award. 

Henry E. Abt, president of Brand 


some of the procedures for 1957 will 
differ from those followed in past 


Late this year, each retailer will 
be requested to send in a “formal” 


Names Foundation, Inc., said that| report on its 1957 brand advertis- 
i? 


Swoik Promoted 
By U.S. Rubber 


DETROIT.— Edward F. Swoik|’ 


has been appointed Detroit regional 
manager of U. S. Tires for United 
States Rubber Co., 
according to 
Harry C. Oliver, 


Grand Rapids, In 
dianapolis and E. F. Swotk 
yi Swoik started as a 
_ tock clerk in U. S. Rubber’s Chi- 
cago branch in 1929. 





ing and promotion. These reports 
will form the basis for the selection 
of “finalists,” who then make up 
full presentations to be reviewed by 
the judges. 

These presentations include 


store displays, sales training bul- 
letins and other evidence of their 
brand name activities in 1957. 

Entries are judged by a panel 
composed of the first-place winners 
in eath category of the prior year’s 
competition. The 1956 winner in the 
automobile dealer category, Jerry 
DeNooyer, president, DeNooyer 
Brothers, Inc. (Chevrolet), Kalama- 
zoo, Mich., will serve as a judge for 
the new competition. 

Brand Names Week—1958 will be 
celebrated Apr. 13-19. The awards 
will be presented at the annual 
Brand Names Day dinner, Apr. 16, 
at the Waldorf. 
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Auto Output Climbs 
Second Week in Row 


(Continued from Page 1) 


son ended output June 28, and 
Continental went down in May. 
a ca cd 


EN Lincoln begins building 

1958 models — scheduled for 
Thursday (Aug. 1)—production will 
be in the division’s new plant in 
Wixom, Mich, 


Lincoln ended the 1957 model 
run with 41,123 units, third high- 
est in company history. The total 
was exceeded only in 1949 and 
1956. Rambler built 84,700 units 
during the ’57 run. Production of 
1958 Nash, Hudson and Rambler 
models is scheduled to start the 
last week in August. 


In its final week,.American Mo- 
tors built 1,725 Ramblers, com- 
pared with 2,210 the previous week. 

Chrysler Corp., General Motors 
and Studebaker-Packard all 
scheduled production increases last 
week, while Ford Motor fell 
slightly below the week-before 
pace. 

= = = 
pert gainer in the Chrysler 
family was DeSoto, which 
climbed to 2,250, compared with 
680 the previous week when its 
Warren and Wyoming plants in 
Detroit were idle. 

Chrysler division scheduled 2,- 
350 cars compared with 2,097 the 
week before; Dodge climbed to 
5,600 from 5,246, and Imperial 
hiked output to 850 from 749. 

Plymouth built 12,250 cars, com- 


pared with 11,981 the week before. | 


For the second week in a row, 
Plymouth was hampered by a 
shortage of bodies because of labor 
trouble at Chrysler Corp.’s Mack 
Ave. plant in Detroit. 

GM schedules called for 56,006 
cars, compared with 55,714 a week 
earlier. The corporation's only 
gainer was Buick, which assembled 
7,100 units, up from 6,403 the pre- 
vious week. 

* > - 

A other division reported slight 

drops. Chevrolet turned out 31,- 
300, compared with 31,498; Cadillac 
slated 3,360 as against 3,389; Olds- 
mobile built 7,146, down from 7,246, 
and Pontiac assembled 7,100, com- 
pared with 7,178. 

Studebaker - Packard produced 

1406 cars, a gain of 41 over the 
previous week’s total of 1,359. 
Last week’s breakdown showed 
1,390 Studebakers and 10 Pack- 
ards against 1,355 and four, re- 
spectively, the week before. 

Ford Motor Co. totalled 35,835 
assemblies last week, a decrease of 
some 1,300 units from the previous 
week’s figure of 37,169. Ford divi- 
sion produced 29,125 cars, com- 
pared with 30,004 the previous 


week. 
- = . 


Misses; Bde bait 913 tn tee 
Ford Sees Sales 
Of One Million 
Wagons in 1958 


DEARBORN.—Based on current 
Sales, one million station wagons 
will be sold in 1958, J. O. Wright, 
Ford division gen- 
eral manager, pre- 
dicts. 

Forecasting that 
nearly 850,000 
wagons would be 
sold in 1957—a 25 
percent increase 
over last year’s 
600,000 units, 
Wright said that 
so far this year 

' one out of every 
J. O. Wright nine cars sold 
was a station wagon. 

Sales figures for the first six 
months of 1957 show Ford has sold 
149,000 station wagons—nearly 20 
percent of total Ford sales, Wright 
said. According to the latest avail- 
able registration figures, 41.4 per- 
cent of all the wagons sold in the 
U. S. during the first four months 
of 1957 were Fords, he added. In 
the first half of 1956, Ford sold 
132,756 wagons, he said. 





second week of production com- 
pared with 659 the first week, and 
Lincoln added 148 units before 
closing its line last Monday (July 
22). Lincoln totalled 912 the week 
before. 

Lincoln said it closed out 1957- 
model output about a month early 
to permit Edsel to use assembly 
facilities at Ford Motor’s Wayne 
(Mich.) plant. 

Canadian operations yielded 9,- 
595 cars and trucks last week, 
compared with 9,345 the pre- 
ceding week and 11,329 in the 
corresponding week last year. 

Studebaker-Packard is the only 

Canadian producer in operation 
this week. GM, Ford Motor, Chry- 
sler Corp. and International Har- 
vester are down for vacations, and 
American Motors ended produc- 
tion of 57s earlier in July. 


141 Now Announced . . 


22 Edsel Dealers Named 





DETROIT .—Fifty-two additional 
Edsel dealers were announced last 
week, bringing the number revealed 
so far to 141. Edsel has announced 
plans to appoint between 1,200 and 
1,500 dealers by introduction day 
in September. 

Named Edsel dealers were: 

CALIFORNIA 

Shaw Edsel Sales, Salinas, Hugh 
Shaw, president; S. R. Edsel Sales, 
San Rafael, George Steinert, presi- 
dent; Frontier Motors, Eureka, 
Frank Ray, president; Ukiah Motor 
Sales, Ukiah, Allen B. Newman 
and William E. Clarke, partners; 
McAuley Edsel Sales, Merced, 
Robert McAuley, president. 

COLORADO 

Osborne Motors, Glenwood 

Springs, Howard F. Osborne, presi- 


dent. 
FLORIDA 

Midville Motor Sales, Inc., Jack- 

sonville, Joe W. Allen, president. 
IDAHO 

Burke Hudelson Edsel Sales, 
Nampa, Burke Hudelson, president 
(presently a Ford dealer); Walt 
Anderson Motors, Boise, Walter C. 
Anderson, president, Charles Ander- 
son, general manager. 

ILLINOIS 

Shepherd Edsel, Inc., Oak Park, 
J. Gordon Shepherd, president; 
Gregg Motor Sales, Inc., Joliet, 
John P. Gregg, president; Johnson 
Edsel Sales, Mt. Vernon, Clayton L. 
Johnson, general manager. 

INDIANA 

Calumet Motor Sales of Ham- 
mond, Inc. Hammond, Leo B. 
Abrahamson, president; Mc Clen- 
then Edsel, Crown Point, Harry 
C. McClenthen, president. 

KENTUCKY 

Farmer Motor Co., Inc., Lexing- 
ton, Ralph Farmer sr., president, 
Ralph H. Farmer, general man- 
ager; Wright Edsel Sales, Inc., Cov- 
ington, Calvin P. Wright, presi- 


dent. 
LOUISIANA 

Adams-Tynes Edsel Motors, Inc., 
Baton Rouge, C. L. Adams, presi- 
dent, M. A. Tynes, secretary- 
treasurer; Steele Edsel Motors, Inc., 
Monroe, F. N. Steele, president; 
Main Motor Co., Inc., Opelousas, A. 
J. Glover, president, L. C. Ortego, 
general manager. 

MASSACHUSETTS 

University Motor Sales, Inc., 
Cambridge, Edward H. Nahigian, 
president; Seavey Motors, Inc., 
Dorchester, Jack J. Shapiro, presi- 
dent; Corcoran Edsel Sales, Wel- 
lesley, John P. and Fred J. Cor- 
coran, partners; Alewife Edsel, 
Inc., Arlington, Theodore Berenson, 


president. 
MICHIGAN 

Stan Bobit Edsel, Midland, Stan 
Bobit, president (former used-car 
dealer); Peterson-Arnold Edsel 
Sales, Lapeer, Elgin Peterson and 
Richard Arnold, partners (former 
used-car dealers); O’Keefe Motor 
Co., Inc., Kalamazoo, Joseph D. 
O’Keefe (former regional manager 


-(presently Ford-Mercury dealer- 













A Gown of Cars— 


This unique gown, representing Michi. 
gan’s leading role in the manufacture of 
automobiles, is worn by Eleanor Sneden, 
Jackson, Mich., in the ‘Parade of States" 
at the annual convention of the National 
Hairdressers and Cosmetologists Assn. in 






att 


Pittsburgh. Mrs. Sneden is wearing q Bit, sto" 
sheath dress fashioned from bive pattern pions, J- | 
nylon cloth used to upholster the 1957 §C Roser 
Oldsmobile. Spiraling up the bouftant ne OC J. Ge 
skirt are 25 miniature Oldsmobiles on on §f ond H- 
ascending aluminum “highway.” Weight | presiden 
of the entire gown is 40 pounds. sales mo 
was 
and Tr 
named 
of the Philadelphia sales office of | 
Outdoor Advertising, Inc.) ay a 
Gavriloff Motors, Inc., Flint, Peter § °Y 
Gavriloff (former Plymouth- ten. 
Chrysler-Imperial dealer); Paul K. Nat 
Riemenschneider and W. A. Engel- § ® te 
hart, partners, Pontiac: Wilson § = 
Edsel Co., Detroit, William T. Wil- | 20°F 
son (former Oldsmobile dealer). went 
MINNESOTA Soar 
Farmington Auto Co., Farming- Coun 
ton, Dale J. Empey and Christ Fla. 
Nelson, partners; Clusiau’s Sales & 
Rental Service, Inc., Grand Rapids, | “5 
Arthur Clusiau, president, Bjarne standi 
Aanes, general manager; Red Wing | “T° 
Auto Electric Co., Red Wing, R.S § AD 
Curran, president, Melvin C. John- § counti 
son, general manager. Awar 
Valley Motors, Inc., Stillwater, ) ticipa 
Sheldon E. Smith, president, Neil. § lation 
E. Smith, general manager; Genti- Fin: 
lini Edsel Sales, Virginia, Louis W. § more 


Gentilini sr. general manager; 
Odegard’s Garage, Inc., Princeton 


ship), O. J. Odegard, president, 
Robert J. Odegard, general man- 


ager. 
MISSOURI 
Ben Lindenbusch Edsel, St. Louis, 
Ben Lindenbusch, president (for- 
mer Studebaker dealer). 


MONTANA 


Bud Lake Edsel Sales, Inc., Mis 
soula, Harold Lake, president. 


NEW YORK 
Cusimano Brothers Garage, 
Jamestown, James S. Cusimano, 
general manager. 
NORTH DAKOTA 
Dvorak Motor Co., Dickinson, 
Albert R. Dvorak, president. 


OHIO 
Trinity Edsel Sales, Inc., Youngs 
town, E. A. Molenske, president. 


SOUTH DAKOTA 

Crosstown Motors, Rapid City, 
Edson J. McCluskey, president. 

VIRGINIA 

Crowell Edsel Sales, Danville, A 
B. Crowell jr., president; Meyer 
Edsel Sales Corp., Richmond, Ber 
nard F. Meyer, general manager. 

WASHINGTON 

Bob Snead, Inc., Olympia, Bob 
Snead, president; Huntley 
Sales, Bellingham, Richard W. 
Huntley, president; Stoddard- 
Wendle Edsel Sales, Inc., Spokane, 
Chud W. Wendle and Wayne G 
Stoddard, partners (currently Ford 
dealers), Eugene C. Tomson, gem 
eral manager. 

WISCONSIN 

S. & R. Motor Co., Inc., Milwau- 
kee (former Studebaker-Packard 
dealership), F. E. Barrett, presi- 
dent; Ray Lohman, Inc., Oshkosh, 
Ray Lohman, president; Gardner 
Edsel Co., Milwaukee (former Buick 
dealership), Gardner Goldsmith, 
president, John E. Stamm, general 
manager; Minar & Minar, St. Croix 
Falls, Louis, Eugene and Karl 
Minar, partners. 

Sparta Motors, Sparta, Walter R. 
Riley and Roger E. Brandstetter 
partners; Kamm Edsel Sales, 
land, Ervin Kamm, president. 
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frack Sales Champions— 








od H. C. Glunz, Toronto. Mack officials 


gles monager. 





Mack Trucks’ top salesmen and company officials discuss the record of the group 
1,034 trucks worth more than $9,150,000 sold in 1956. The salesmen are (from 
ft, standing) national champion, H. E. Williams, 
jons, J. R. Bailey, Houston; D. Godfrey, Mineola, L. 1.; 
€ Bosene, los Angeles; P. D. Cosper, Jacksonville, Fia.; J. W. Mug, Chicago, and 
C 1. Geiss, Pittsburgh. Regional leaders missing from photo are E. W. Perkins, Boston, 


are (from left, seated) E. G. Ewell, vice- 


president; L. E. Minkel, general sales manager, and G. F. Jones, assistant general 








Introduced at NADA Request. . . 





2 Bills Seek to Clarify 


Taxation of Reserves 


WASHINGTON. — Identical bills 
to clarify the law with respect to 
taxation of dealers’ reserves have 
been introduced in the House at 
NADA’s request by Rep. Wilbur D. 
Mills, Arkansas Democrat, and Rep. 
Richard M. Simpson, Pennsylvania 
Republican. 

The bills, H,. R. 8623 and H. R. 
8632, are designed to amend the 
Internal Revenue Code of 1954 so 
as to force the commissioner of 
internal revenue to adopt a uni- 
form policy throughout the U.S. 
with respect to taxation of re- 
serves. 

According to NADA, if this legis- 


Jacksonville, Fla.; regional champ-| lation is enacted, it will permit a 
G. W. Burton, Indianapolis; G.| dealer to exclude from his gross 


income for the taxable year any 
sums in his reserve account which 
are not immediately available to 
him. 

The commissioner in the past has 





- Safety Check Winners Named 


WASHINGTON. Indianapolis 
and Trumbull County, O., have been 
named Grand Award winners for 
enducting the most outstanding 
city and county Community Vehicle 
Safety-Check programs in the na- 
tion. 

National awards of excellence 
for top city and county programs 
conducted during May and June, 
according to population groups, 
went to: Great Bend, Kans.; 
Fargo, N. D.; Fresno, Calif.; 
Wright County, Ia.; Huntington 
County, Ind., and Orange County, 
Fla. 


sanding performance went to An- 
derson, Ind., and Cheyenne, Wyo. 

An additional 
counties were cited for State 
Awards of Excellence within par- 
ticipating states, according to popu- 
lation groups. 

Final reports from nearly 700 of 
more than 1,000 planned community 
Safety-Check programs had been 





Olin Names Gurley 


In Aluminum Sales 


NEW YORK. — Sam Gurley jr. 
has been appointed sales vice- 
president for Olin Aluminum, 
Walter F. O’Con- 
nell, executive 
vice-president of 
Olin Mathieson 
Chemical Corp. 
has announced. 
Gurley had been 
sales vice- 
president of H. K. 
Porter Co., Inc., 

Gurley, to be 
responsible for 

, Olin Aluminum’s 
Sem Gurley Jr. sales, advertising 
and promotional activities, had 
been with Porter since October, 
1956. In addition to serving as sales 
# Vice-president, he was also general 
Manager of the Refractory division 
and an officer and director of six 
other divisions of the company. 

Olin Aluminum, the corporation's 
trade name for its aluminum, is 
currently being fabricated at four 
Plants located in Chattanooga, 
Tenn.; East Alton, Ill.; Gulfport, 

., and Riverside, Calif. 


Lyons to Head 
Board of FWD 


CLINTONVILLE, Wis.—Franklin 

Lyons, a Chicago investment 

er, has been elected to succeed 

W. Heineman as chairman of 
Wheel Drive Auto Co. 


Heineman has resigned to give 

time to his duties as chairman 

of the Chicago and North Western 
Tailroad. 


Lyons was the leader of an un- 
Successful proxy fight against FWD 
Management in 1952. After buying 
More stock, the Lyons group ob- 
tained control, and in 1954 was in- 
Pe ental ixf> electing Heineman 
to the FWD chairmanship. 











“Special Judges Awards” for a 


49 cities and six) 


received at the time of the judging| Inter-Industry Highway Safety| 


of award entries. 

Awards are based on effective 
community promotional and co- 
operative efforts in checking the 
safe-driving condition of vehicles. 
The quality of the Safety-Checks as 
well as the total number of vehicles 
checked in relation to an area’s po- 
tential were considered by the Na- 
tional Board of Judges. 

This fourth annual National 
Vehicle Safety-Check for Com- 
munities was carried out pri- 
marily in 34 states which do not 
require official inspection of vehi- 
cle condition, and supported the 
nationwide effort to “Back the 
Attack on Traffic Accidents.” 


The program is sponsored by the 





Five Appointed 
By Wheelabrator 


MISHAWAKA, Ind. — James F. 


Connaughton has been elected ex- | 


ecutive vice-president of Wheela- 
brator Corp., and Harold M. Miller 
has been named senior vice-presi- 
dent. 

In other promotions, Jacob A. 
Schmidt jr., treasurer, was ad- 
vanced to secretary-treasurer; John 
M. Wolf, assistant treasurer, was 
appointed controller, and Edward 
T. Sullivan was named assistant 
secretaray and assistant treasurer. 


Officers reelected by the board of 
directors are Verne E. Minich, hon- 
orary chairman; Otto A. Pfaff, 
president, and Leslie L. Andrus and 
Stanley F. Krzeszewski, vice-presi- 
dents. 





Committee and Look magazine in 
cooperation with the National Assn. 
of State Safety Coordinators. 

Cities and counties receiving 
State Awards of Excellence were: 

Cities — (less than 25,000 popula- 
tion): Sylacauga, Ala; Willcox, 
Ariz.; Merced, Calif.; Greeley, Colo.; 
New Canaan, Conn.; Milledgeville, 
Ga.; Idaho Falls, Id.; Jacksonville, 
Ill.; Tell City, Ind. 

Oelwein, Ia.; Salina, Kans.; Har- 
rodsburg, Ky.; Newaygo, Mich.; 
Virginia, Minn.; Aurora, Mo.; Fre- 
mont, Neb.; Elko, Nev.; Smithfield, 
N. C. 

Devils Lake, N. D.; Newcomers- 
town, O.; Ponca City, Okla.; Cor- 
vallis, Ore.; Winnsboro, S. C.; 
Winner, S. D.; Bellevue, Wash.; 
Watertown, Wis.; Afton, Wyo. 

Cities—(25,000-100,000 po pula- 
tion): 


gon, IL; Pontiac, Mich.; St. 
Cloud, Minn.; St. Joseph, Mo.; 
Butte, Mont.; Grand Forks, N. D.; 


Lima, O.; Greenville, S. C.; Sioux | 
Falls, S. D.; Oshkosh, Wis.; Blue- | 


field, W. Va. and Va. 
Cities—(more than 100,000 popu- 
lation): Phoenix, Ariz.; Sacramento, 
Calif.; Rockford, Ill; Evansville, 
Ind.;: Wichita, Kans.; Lincoln, Neb.; 
Portland, Ore.; Seattle, Wash. 


Counties — (25,000-100,000 popula-| 


tion): Guernsey County, O. 

Counties — (more than 100,000 
population): San Diego County, 
Calif.; Pensacola-Escambia County, 
Fla.; Fort Wayne-Allen County, 
Ind.; Saginaw County, Mich.; Ma- 
honing County, O. 





Before N.C. Legislature ai 


Independents 


RALEIGH, N. C. — The North 
Carolina Independent Automobile 
Dealers Assn. has pronounced a 
success its activities during the ses- 
sion of the General Assembly. 

It was the first legislative ses- 
sion since the group was organ- 
ized in August, 1955. 

“All in all, we think this has 
been an exceptionally fine four 
months for this association, par- 
ticularly in view of the fact that 
this has been the first legislative 
effort as an organized group,” 
James C. Little, general counsel 
said in his summary. 

He said it was significant that 
no legislation was passed which 
would be detrimental to the used- 
car dealer. 

Association spokesmen spent 
much of their time before the 
General Assembly discussing bills 
dealing with motor vehicle inspec- 
tion. North Carolina law requires 
that out-of-state vehicles be in- 
spected by a highway patrolman 
before registration in the state. 


Claim Success 


in getting vehicles inspected at 
times. 


One plan for inspection by any 
law officer was opposed by state 
officials and a compulsory mechani- 
cal inspection bill was turned down 
by the House, although each had 
the backing of the association. 

Finally, a proposal which had as- 
sociation backing was adopted. It 
provides for establishment of in- 
dependent inspection stations under 
the control of the commissioner of 
motor vehicles. 

These stations will enable dealers 
to have vehicles inspected at their 
convenience. 

The association took a stand 
against a provision of the privi- 
lege tax law which had been in- 
terpreted to mean that a license 
tax must be paid for each lot of 
a used-car dealer but only one 
license was required for all used- 
car lots of a franchised new-car 
dealer. 

The association was assured that 
the same interpretation would be 


A number of independent |applied to all dealers and are 
dealers reported great difficulty | awaiting results of the decision. 


Gadsden, Ala; Fullerton, | 
Calif.; Norwalk, Conn.; Wauke- | 


required dealers to pay taxes on 
their entire reserve, regardless of 
whether they were privileged to 
draw out that sum of mony. 

Both bills have been referred 
to the House Ways and Means 
Committee, of which Mills and 
Simpson are ranking members. 
At the state level, the following 

credit developments were reported 
last week: 

NesraskKa: With attorneys pre- 
dicting the outcome will have a 
profound effect on the sales financ- 
ing field in Nebraska, District 
Judge Patrick W. Lynch in Omaha 
took under advisement the Associ- 
ates Discount Corp. case after hear- 
ing arguments by counsel for the 
state and the Indiana firm. 

A civil suit brought by the state 
against Associates accused the firm 
of violating Nebraska’s usury laws. 
The state contended Associates had 
|customers sign loan papers in 
blank, charged illegal interest rates 
and tacked on “balloon” payments. 
In reply, Associates contended it 
| merely purchased financing paper 
| from automobile dealers. 

The state’s case was originally 
filed July 7, 1955. A three-judge 
District Court subsequently agreed 
with an Associates contention that 
|the state could not sue the firm. 
| The Nebraska Supreme Court, how- 
ever, overruled the District Court 
| decision and ordered a trial. Next 





Buick Appoints 
2 Zone Managers 


‘On West Coast 


FLINT.—Appointment of two new 
Buick zone managers on the 
Pacific Coast was announced last 
week by Albert H. 
Belfie, Buick gen- 
eral sales man- 
ager. 

John H. Scud- 
der, 39, Portland 
zone manager for 
three years, was 
named to head 
the San Fran- 
cisco zone, suc- 
ceeding Don F. 
Miller, who re- 
signed. Charles F. 
| Thieleman jr., 35, assistant man- 
ager of Buick’s Los Angeles zone, 
|was chosen to replace Scudder at 
Portland. 

In other changes, William E. 
Flaherty jr., 32, moves from as- 
sistant zone manager at Oklahoma 
City to replace Thieleman, and Ben 
Zavala, 35, car distributor in the 
| Dallas zone, succeeds Flaherty. 

Scudder, who started his Buick 
career as claims manager at St. 
Louis in 1946, has been Portland 
zone manager since August, 1954, 
|when he was transferred there 
from a similar assignment in Mil- 
waukee. 

Thieleman, a Buick employe 
since 1940, was assistant zone man- 
ager at Portland from May, 1953, 
until his transfer to Los Angeles 
in April, 1956. 


. 


Magee Named to Head 


Buick El Paso Zone 


FLINT.—Watson W. Magee, 42, 
assistant manager of the Buick 
zone at Charlotte, N. C., has been 
appointed manager of the El Paso 
zone. He succeeds John J. Alford, 
who resigned to become a Buick 
dealer. 

A Buick employe 11 years, Magee 
had been assistant zone manager 
at Charlotte since January. He held 
a similar post in the Oklahoma 
City zone prior to his Charlotte 
appointment. Earlier, he had served 
as a service representative, district 
manager and car distributor at At- 
lanta seven years. 


Borss Heads Fund Unit 


NORRISTOWN, Pa. — Frank J. 
Borss, a Chevrolet dealer,:has been 
appointed chairman of the com- 
merce division of the United Cam- 
paign of the Norristown Area. 


j 
i 


| 





io 


John H, Seudder 





* * 








step in the protracted litigation will 
be Judge Lynch’s decision. 

MassacHusetts: A bill to provide 
state regulation of motor vehicle 
installment sales, including ceilings 
on interest charges, was passed by 
the Massachusetts House and sent 
to the Senate, which last year re- 
jected a similar measure. 


Motor vehicle sales financing 
practices would be placed by the 
bill under control of the State 
Banking Department. Interest 
charges would be limited to 8 per- 
cent on a new car; 10 percent on 
a used car less than two years old, 
and 12 percent on older cars. 

The measure also would limit to 
2 percent of the time-sale price the 
rebate given by the company fi- 
nancing the purchase to the seller 
of the vehicle. 

Cauirornia: Gov. Goodwin J. 
Knight signed into law a bill mak- 
ing it a misdemeanor to use false 
advertising in regard to the rates, 
terms or conditions of negotiating 
loans. 


Fiorina: Gov. Leroy Collins an- 
nounced he would appoint a 
“special consumer committee” to 
study the effects of three highly 
technical legislative bills dealing 
with small loans and consumer fi- 
nancing which were enacted into 
Florida law this year. 

Collins, who permitted the mea- 
sures to become law without his 
signature, said the study group 
would be created because it was 
difficult for both lawmakers and 
the governor’s advisors to be cer- 
tain of the effects of the bills. 


Included in the study will be two 
small-loans measures which slightly 
reduced interest but raised the 
ceiling on smal! loans from $300 to 
$600. The third measure to be 
studied fixes maximum finance 
charges on automobile sales. 

“All of these measures,” the 
governor said, “were vigorously 
advocated by the special interests 
directly affected. All were repre- 
sented to be in the public interest. 
All were approved by other state 
officials. All have some unques- 
tioned benefits to the public gen- 
erally.” 

Adding, however, that he was 
“concerned about their overall 
effect on the public interest,” Col- 
lins noted that the borrowers under 
the laws were not organized and 
that “no one was here whose busi- 
ness it was to critically analyze 
the measures strictly from the 
standpoint of the consumers’ in- 
terest.” 

Because of the highly technical 
nature of the bills, the governor 
said, “it has been difficult for the 
legislators generally and for me to 
be absolutely certain about the 
soundness of the evaluations we 
could make!” 





$93,000 Suit Fails; 
Ford Innocent 
In Auto Accident 


LOUISVILLE. — Ford Motor Co. 
was absolved of blame by a Federal 
Court jury in a fatal accident that 
occurred near Flaherty, Ky., three 
years ago. 

Ford has been sued for $93,000 
by two persons who claimed that 
the Ford car involved had a defec- 
tive wheel. One person was killed 
and three were injured in the ac- 
cident. 

Meanwhile, two complaints filed 
in Federal Court in Joplin, Mo., 
sought $125,000 from Chrysler Corp. 
for injuries allegedly suffered in an 
auto accident. 

The complaints said that a 1955 
Chrysler, purchased from an 
authorized dealer, was the cause of 
an accident which occurred last 
month in Arkansas. Two persons 
were injured. 





N. J. Independents Meet 
Thursday to Organize 
NEWARK, N. J.—New Jersey in- 
dependent auto dealers will meet 
Thursday, Aug. 1, to organize a 
New Jersey Independent Automo- 
bile Dealer Assn. The meeting will 
be held at the Olympic restaurant, 
877 Springfield Ave., Irvington. 
The National Independent Auto- 
mobile Dealers Assn. has set up 
headquarters in Newark, with. 
NIADA Field Director Johnn:.- 
Felsen assisting in orga) 29-57 
state organization. 


——— 
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HELP WANTED 


SALES MANAGER, One of the oldest, 
large volume, best established, well fi- 
nanced Oldsmobile dealers in Southern 
California has opening for a sales man- 
ager of proven ability. Must be able, 
with a past success record, to organize, 
hire, train and direct a sales staff that 
will produce profitable business, We have 
a fine position for you if you are the 
man, Tell us your story in confidence. 
= 7327, c/o Automotive News, Detroit 


AUTOMOBILE SALESMEN: Do you want 
to live in California? This Chevrolet- 
Cadillac—iong established dealership close 
to San Francisco Bay area, in wonderful 
climate, offers splendid opportunity for 
earnings and advancement for salesmen 
who can qualify, Modern, new plant in 
fastest growing county in northern Cali- 
fornia, Only highly experienced, qualified 
salesmen need apply. Send pertinent facts 
regarding background with photograph 
to aa 7325, c/o Automotive News, De- 
troit 26. 


BALES MANAGER. Midwest city 25,000. 
Excellent fishing, hunting. 20 years’ suc- 
cessful Chevrolet dealership. 250 car con- 
tract. Moving to new building Sept. ist. 
Give complete resume of experience, ref- 
erences—inciude photograph, Box 7328, 
c/o Automotive News, Detroit 26. 


EXPERIENCED SERVICE MANAGER for 
an aggressive Chrysler-Plymouth dealer 
in northern Michigan. Must be able to 
maintain a good shop absorption and 
handle all phases of complete service 
operation. We have a new, modern 
building with the latest equipment. Our 
facilities are the finest found anywhere. 
We sell about 300 new cars a year. This 
Offers a real opportunity and future for 
the right man who wants a permanent 


position. Reply personally to: William 
0. Kom 400 Cooper Ave., Hancock, 
Michigan. 





HELP WANTED—Heavy duty truck sales- | 
Principal | 
is excellent oppor-| 
tunity for a real heavy duty specialist | 
compensation plan and | 
future opportunities. Replies confidential, | 
a 7346, c/o Automotive News, Detroit | 


ee ee 


man for large Ford dealer, 
southern city. This 


with excellent 














with wholesale administrative 









BEECH AIRCRAFT CORPORATION 
Wichita 1, Kansas 
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HELP WANTED 


GENERAL MANAGER—Ford dealership— 
approximately 500 new units 
Ts will delegate major re- 
sponsibility to capable, experienced man. 
Prefer man experienced in middle south- 
east states. Liberal salary and percentage 
of net profits. Write giving age, experi- 
c/o Automotive 


volume 
yearly. Owners 


ence, etc. Box 7347, 
News, Detroit 26. 


MANAGERS needed at once—must have 
good automotive sales background or con- 
tacts with auto dealers. We offer to 
those who qualify, unusually high earn- 
ings, excellent promotional opportunities, 
security of position, prestige, and a rock 
solid company. Many territories are open 
that must be filled. Write sending resume 

Corporation, 
P. O. Box 141, Doylestown, Pennsylvania. 

SALESMEN—Wanted by national distribu- 
tor of automotive specialties, hardware 
and parts. Established for twenty-five 
years, with several warehouses covering 
the entire United States. If you have a 
following amongst the car dealer parts 
men, we have openings in the following 
areas: Massachusetts, Connecticut, South 
Jersey, Virginia, Kentucky, Illinois, Wis- 

and Michigan. High earnings. 

Give full details, Box 7348, c/o Automo- 


to: United Car Servicing 


consin 


tive News, Detroit 26. 

































Regional Managers 
in the 
Aircraft Sales Management Field 


Beech Aircraft Corporation has positions available for men 


and retail sales experience. 


The men selected will be Regional Managers in key creas of 
the United States where they will find ample opportunities 
for personal advancement with Beechcraft in the rapidly 
expanding business aircraft field. 


Applicants shovid be 35 or under, willing to travel, relocate, 
and hold a current pilot's license with at least 400 hours 


flying experience. Salary range is $6,000 to $9,000. 
Please send a brief resume with recent photo to Roy A. Kunz, 
Executive Employment Division 


Volume Automotive Business? 


Detroit manufacturers’ representative with 33 
years’ intimate contact with all motor vehicle 
factory executives, used to developing auto- 
motive original equipment volume business, is 
desirous of replacing one of his major accounts 
which he plans to resign from late this fall. Has 
represented this account nine years. Also has 
years’ intimate contact with largest chains. 
Account must represent volume potential and 
be able to meet specifications. 






Box 7367, c/o Automotive News, 
Detroit 26, Michigan 


Complete Representation 


TWENTY-TWO 
{MENT 
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CLASSIFIED WANT ADS 


CENTS 


1. 


HELP WANTED 


REGIONAL SERVICE AND 
PARTS MANAGER 












For Leading Imported Car New York 











Distributor—Must 
experience—Salary, car, travel 


Write Box 73466, c/o Automotive News, 
Detroit 26 


DISTRICT MANAGER 
FRANCHISES 


Auto inspection and | year warranty serv- 
ice . . . now sweeping the country .. . 
$25,000 to $50,000 earnings. Many terri- 
tories still open . . . successful automotive 
sales background necessary. 


(See our ad Page 34) 
UNITED STATES CAR 


TESTING CO. 
5327 W. Third St. Dayton 7, Ohio 
MU 1669 


AGENCY 
OPPORTUNITY 


Expanding national business requires 
that we appoint a number of ares 
to operate their own agencies, 
similar to insurance agency system. Pro- 
tected territory. No known competition. 
No inventory or capital investment. 
a renewal commissions. No age 
1 lo 
Contact auto dealers only, selling our 
“Research Management Service" com- 
prising national research for best sales 
and management methods of currently 
operating dealers, which are then per- 
fected and made available to your sub- 
scribing dealer. Sales soon to be 
with additional lines. 


immediately. 
intangible service, 


apply. 

"Seat now building an automatic fu- 
ture income for yourself. Write today 
giving background and photo. 


Automotive 


Retail Research Specialists 
10600 Puritan Ave. Detroit 38, Mich. 





Own Your Own 
BUSINESS 


We want an ambitious man with 
automotive sales experience. We 
will help you bulid your own 
business. Earn over $10,000 the 
first year without investment. 
Build for the future. Write today! 


AMERICAN SURE-CAR CORP. 


Main Office: Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 48) 
























SALESMEN 


This is a rare opportunity to join one 
of the fastest growing dealers in the 
fastest growing area of Florida. Located 
30 miles from Miami. The men we will 
employ must be top salesmen, closers, 
not afraid to knock on doors, willing to 
work hard to make BIG MONEY. We pay 
the highest commission, furnish demo, 
life & hospital insurance, paid vacations, 


[? 





261 Parkway 








EXCESS SHOP EQUIPMENT? 
Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answer! 


AUTOMOTIVE 










have factory-wholesale 
expenses 








































FOREIGN CARS, over 500 units annually, 
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DEALERSHIPS AVAILABLE 


FRANCHISE HANDLING PONTIAC — 
Southern New England, Long ; stablighed 
Excellent organization. Ver 
lease. Fine location, Profitable partg 














Peel. 
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service operation. Business + er ger fo 
350 to 450 cars. Box 7355, c/: ie No use 
tive News, Detroit 26. have 
— Autom 
HANDLING CHEVROLET — Met 
New York area, 1,750 planning poten 
Profitable and reputable 35 years. Jp. §Wi 
usual opportunity. Box 7356, c/o Autom. | Ford! 
tive News, Detroit 26. I = 
—____—____________} 
FOR SALE—DEALERSHIP handling Pop. Detro! 
tiac car, J. I. Case farm machinery, Red 
River Valley, North Dakota. Doing 00d [WILL 
business, yearly volume $400,(00—can be aM, F 
increased, Priced for quick sale, no biy, fn the 
sky to buy. Clean stock of parts no vest 
used cars or accounts. Write Box 7357 ar de 
c/o Automotive News, Detroit 26, "Tr, 
OO —_—_— 
DEALERSHIP HANDLING BUICK avai. ee 
able in northern Wisconsin near new Califo 
taconite development . . low overhead 9 getor 
. . «+ _Up-to-minute equipment. Write Box 7 
Knotts Buick Co., Park Falls, Wisconsin, * 
ee — 
DEALERSHIP HANDLING LINCOLN. | >. 
Mercury and small foreign car in smaj profit: 
Connecticut town (pop. 40,000-50,000), ash 
near metropolitan area. Long established, fident 
Built and own building—almost new— Detro 
EXPERIENCED GM SERVICE MAN-/| ideally located. Sell or possible lease, 
AGER, desires permanent position, mar- po 


Box 7358, c/o Automotive News, Detroit 
ried, qualified to handle service and parts 26. 
department operation. Excellent refer- 
ences, twelve years in automotive serv- 


































































































































































































































ice and parts departments. Write 703| DEALERSHIP HANDLING PLYMOUTH, NI 
Prospect, Shreveport, Louisiana. Chrysler, Imperial. Located central Mon. 

SD tana, covering 4 large counties, indus. F 

THOROUGHLY EXPERIENCED Chrysler trial and farming area. Good new car or 
products mechanic. Twenty years’ ex- potential. Priced for quick sale. Write Have 
perience, Wants to relocate in California. Judith Mountain Motors, Lewistown, 

Now working as service and parts man- Montana, 
ager, but prefers mechanic or shop fore- Write 
me i og, te S/o Automotive News| DEALERSHIP — HANDLING AMERICAN 
= ; MOTORS, Florida bp coast city over 
50,000. Established 18 years same owner, 

I AM NOW MANAGING a 500 car) (2, i50 cars annually, Excellent show. § 

metropolitan GM deal—profitably. I would 
room and service, building can be pur 3 —— 

like to associate myself with a dealer aaaed rented. No good will included 
who wishes to retire or slack off (man- ~ On o Seana La ~ad Books 
agement basis preferred) in a city of n price. ae . open 

7, to qualified, interested party. Box 7359, 
50,000 or less, West Coast preferred. Aut tive News, Detroit 26 ‘ 
Finest GM recommendations available.| °/° Automotive , . 
Will consider making investment if ——— 
necessary. Availability, 30 days. Box| AGENCY HANDLING DODGE-Plymouth 
7337, c/o Automotive News, Detroit 26. between Buffalo and Cleveland on Lake 

tif REARAGIEE an anton anamaaee Onde Erie. In Pennsylvania's most rapidly ex- 

TRUCK MANAGER or sales manager. Only panding industrial area. Building can 
reason leaving large volume organization Se 1 

eased stock and equipment pur- 
as truck and fleet manager is desire to hased. Excellent opportunity for . 
relocate down south. Considered top notch| ©™#Sed. ag 
gressive dealer, Box 7360, c/o Automo 
new and used truck manager. If you tive News, Detroit 26 We or 
want volume and profit, my almost 20 eo News, . 
years’ experience is awaiting your propo- onswer 
sition. Can furnish factory and dealer) DEALERSHIP HANDLING FORD, & dence. 
references as to ability, character and Mercury-Lincoin, possibly Edsel. 250-300 § odie 
know how to your satisfaction. Box 7350, potential. Parts, accessories, shop equip- 
c/o Automotive News, Detroit 26. ment, two tow trucks, Price $60,000, 4% § osvure 
down; will sell or lease building. New in § win, 

SERVICE MANAGER — Experience un- ‘47, has 6 car showroom, gas station ° 
limited, second to none. Modern, progres-| with 6 pumps, living quarters, 10,000 § Detroil 
sive controller, Exceptional factory, per- trade area, good hunting, fishing and bet § 
sonnel, owner relations. Presently skiing in the U. 8. Solid community, 
employed. Volume operator, south or} excellent place to raise family, This & 
north. Month availability. H. L., 8126 a money-making deal. Box 169, Bishop, § —— 
Gartner, Detroit 9, Mich. Calif. 

GENERAL OR SALES MANAGER thor- 
oughly experienced all phases dealership} DEALERSHIP HANDLING DODGE 
management. Age 43, twenty-two years Plymouth—in heart of billion dollar coal 
in auto business Southern California. field, Established 1936. 250 car and NEW 
Familiar with volume, best of references. truck potential. Will lease building i@ § We ar 
Prefer Pacific coast but will go anywhere center of town. Reason for selling — § your b 
if performance will provide measure of doctor’s orders. Box 7361, c/o Autom & dence 
security and future opportunity. Box tive News, Detroit 26. 

7349, c/o Automotive News, Detroit 26. i a 

FOURTEEN YEARS’ EXPERIENCE with| DEALERSHIP HANDLING LINCOLN 
exclusive GMC truck dealership, Well ac-| Mercury-Jeep in San Francisco, Califor: § === 

nia's “‘Bay Area.’ Attractive lease @ F 
quainted with shop and parts manage- lot 
ment, Well versed in new and used truck| ™odern building and used car lot. Com 
sales. Thirty-four years old, married and| Plete shop equipment. New car potential § ——— 
three children. Will relocate. Box 7351,| 300. All replies will be kept confidential § 
~ Y r News, Detroit 
c/o Automotive News, Detroit 26. a. 7362, c/o Automotive , A 

SALES REPRESENTATIVE, married, 45 
years of age, with 20 years’ selling ex-| DEALERSHIP HANDLING DODGE—Pyn- 
perience in automotive industry. Looking outh in New Jersey. Good building and One o' 
for connection with good, reliable firm. equipment. Large lot on corner of main city in 
Would welcome personal interview. Box| highway. Box 7341, c/o Automotive News, § .. bii 
7352, c/o Automotive News, Detroit 26. Detroit 26. 

WESTERN GERMANY — Reliable, experi-| WORK A LITTLE—PLAY A LITTLE— 7 
enced business executive available for Dealership handling Buick in county seat, % car 
representing U. 8. automotive interests, in lake and mountain section of Tenne an 
sales, service, parts, equipment. Also see. Tops in hunting, fishing and water —_ 
finance and advertising firms are in- sports. Cool, cool summers, mild winters. ° 
vited to inquire. Box 7353, c/o Automo- 50-60 car potential, low overhead, high 
tive News, Detroit 26. service absorption—will pay for itself § 11% Sn 

first year. A nice little deal—Hurry! Bor anti 
DEALERSHIPS AVAILABLE 7333, c/o Automotive News, Detroit 26. _— 





FOR SALE—DEALERSHIP in northwest 
Iowa town of 4,000, established in 1934, 
modern brick fire proof building; parts 
and equipment. 23 years of continuous 
service. No cars, trucks or accounts re- 
ceivable included. Excellent trade terri- 
tory and wonderful opportunity. Avail- 
able because of death of husband. Box 
7368, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD—Mer- 
cury for sale Bonham, Texas. Popula- 
tion: 10,000. A rapidly growing sales 
area, 200 new units per year. 
for selling: ill health of owner. Hatley 
Motor Co., Bonham, Texas. 


FOR SALE: DEALERSHIP handling De 
Soto-Plymouth in medium sized Okla- 
homa town, Favorable lease, moderm 
building. well equipped shop. No &s 
counts or used cars to buy. Box 7365, 
c/o Automotive News, Detroit 26. 


VOLVO 


FRANCHISE AVAILABLE 


Sweden's “hot new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 
last precision, sports car handling and 
performance. VOLVO dealerships now 
available in our territory: Alabama, Ar 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
2221 Milam Telephone CA 4-9456 












































AGENCY HANDLING MERCURY with 
,.used-car lot (New York area); low over- 
“head, excellent facilities; buy for parts 
and equipment; no real estate. Box 7295, 
c/o Automotive News, Detroit 26. 





















beautiful set-up, fine service, parts sales, 
top lines. Southern California’s best area. 
Very profitable, established 1950; part- 
nership available because of illness. 
$45,000 required. 7301, c/o Automo- 
tive News, Detroit 26. 

















DEALERSHIP HANDLING DeSOTO- 
PLYMOUTH—Near Detroit in a fast 
growing town. Large trading area—only 
Plymouth dealer in town. Annual poten- 
tial 200 units. Will sell for inventory 
approximately $10,000. Box 7314, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD for sale, 
50 miles out of Portland in excellent loca- 
tion close to the coast. Doing $500,000 per 
year gross, 5 car showroom, 10 stall shop 
with body, fender and radiator repair- 
ing. Used car lot side of building. Well 
staffed with competent people; three 
leases at under $250 per month. Must 
sell due to other business elsewhere. You 

can buy at inventory. No blue sky. Box 

7354, c/o Automotive News, Detroit 26. 
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DEALER SERVICES 








PARTS FOR SALE ANTIQUE CARS FOR SALE 


1927 BUICK—4-dr, sedan. A-1 condition. 
One owner. Write: Ernie Gibson, 





DEALERSHIPS AVAILABLE DECAL TRANSFERS 


ALERSHIP HANDLING CHEVROLET 
Piedmont section North Carolina. At- 















AC 


TRUCK DECALS; no charge for sketch; 


os 














































blishea, FF od facilities, good lo-| durable, brilliant colors, Write for sam- Inventory Service R 4 ALE Morenci, Mich, 
" stive \ease, modern ‘ 5 
sara Pon 2 car potentat Health Of part-| ples Antea Bosal, ine, 8450 HOWE! paying or Selling @ Dealership sb 
lorces . . . 

wien fio used cars or eee ee ae eee © Buy Right @ Sell Right) 1 Bear frame machine designed to handle 

have money A gue aes c/o Parts—Accessories—Equipment trucks and cars—all attachments included. 

— A Gehsneseced ented phrdieat 1 1 tock of Federal truck rt BL E @ HIP 
~ ae Same day ship- ee large stock o ederal truck parts, U C 
>Politan DEALERSMIFS WANTES DECALS ment of 1952-57 Inventory will save you money © ® | engine, transmission and differential, some 
a D: WESTERN STATES GM pore. Re ee ~ 4 ons eS ~— i sheet motel, 
utome. yy poy AI “and quacenten; for tions. GEER eee 1 used Holmes 525 wrecker crane. TOW PILOT 

your reply ee. ae ke aoe iene $ Automotive Inventory 1 new Holmes 525 wrecker crane. 7 
= ie ah ee ee ee S ' ave Service Co 5,500 Cyclone oil cartridges, assorted 
Pon. | etal 28, Mich. TATION |  10%.-30% ‘ embers ond shoes : WITH LUBRICATED 
ry. Red §__——__ > GSAGGD CARE tn an? meine Sanit Gent 10040 Freeland, Detroit 27, Mich., WE 3-6445 | numbers and sizes. 
& good { WILL PUT $10,000 CAS in any going on ecals, 
ca ad, Chrysler or foreign car agency for price chart : 
10 ‘bine She midwest, for a fair return on in- Wagons now. Terminal Auto Parts AUTOMATIC BRAKE 
ae ee. An inquiries confidential, Box Seen 217 W. Depot Knoxville, Tenn. & GUIDE CABLES 
, : 7. c/o Automotive News, Detroit 26. CANELL Co. Phone: 2-5135 
a a nan en nee a ake aa ane 

OR OLDSMOBILE. 200-1,000 cars. TT 

avail. F igeated in Florida, _—— a am 40 Liberty St., Little Ferry, N. J. A ENTION DEALERS PARTS WANTED MEETS ALL 1.C.C. 
r new fornia or southwest. Have cash an L : D e S WANTE 
ae factory approval. All ee ee ined Gust wer Prddiens 1955-56 Ford Fairlane WANTED—NEW 1946-54 6 cyl. Chrysler REQUIREMENTS 
one : 7336, c/o Automotive News, Detro tudor and fordor lease cars and DeSoto motors or short blocks. ry ee 







@EVROLET DEALERSHIP selling 600 
@ better. Share responsibilities and 
profits. Partial ownership wanted for 
gash by experienced dealer. Strictly con- 
fidential. Box 7363, c/o Automotive News, 


Detroit 26 





WANTED 


ume, | NEW CAR AGENCY 

¥ Ford or Chevrolet Preferred 

ak Have factory approval and ample 
capital 


Write Box 7345, c/o Automotive 








an News, Detroit 26. 
wher, 

show- 

) pur. 

cluded 

open 

m1 Auto Agency 
“oa Wanted 
x CHEVROLET 

a Metropolitan New York 
lomo 


We ore thoroughly responsible and your 
onswers will be held in strictest confi- 











ORD, B dence. We cre prepared to act im- 
— medittely if you are. Factory approval 
0, % & cssured. 
saan Write Box 7364 </o Automotive News, | 
0,000 § Detroit 26. 
| best 
? NTED 

shop, BUSINESS WAN = 
-:. ATTENTION 
coal CAR LEASING COMPANIES 
and NEW ENGLAND & NEW YORK AREAS 
5 i B We are interested in buying all or part of 
- — Bvour business. All replies in strictest confi- 
ome § dence. Write to 

S. M. ROSE, Pres. 
— FLEET TRANSPORTATION, INC. 
‘LN- Mi East 184th St. Bronx 58, N. Y. 
ifor- 
| 








BUSINESS OPPORTUNITIES 








Automobile Rental Franchise 


One of the big three, in the fastest growing 
city in central Florida. 
tablished transient and oy car rental 
Terrific opportunity for someone 
financially able to operate present business 
on yearly lease business. Operating 
cars now, could use 50. Present personnel 
eo and will stay as long as you 


ALBRIGHT MOTORS 
19 Snow Street Providence, R. |. 


F 





Bests | RREGRRELT| SEBS | SEES 


where in the northeastern U. S. and want) 








DEALER SERVICES 





MILITARY BUSINESS 
| — Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. | 
Get low, money saving, financing rates. | 
Take immediate delivery. 
| We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 
MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milivia 
Berkeley 4, Calif. THornwall 5-2275 


“Worldwide Financing for Military 
Personne!” 


| 
| 
| 





EXPERIENCED AUTOMOTIVE auctioneers 
to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any-/| 


confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., | 
Scotia, N. Y., or Tel. Sch’dy, DI 6-6666 
or EX 9-3102. 





AAA DRIVEAWAY, INC. 


CHICAGO 


DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 
Free inside bugscreens provided if desired. 
343 S. Dearborn WeEbster 9-2364 








Proven Effective 
Autosales 
Training Course 


Developed by practicing sales manager of 
2,000 car GM deal for progressive use 





by any new or used car sales manager. 
phases of 
car selling for making polished salesmen 


Comprehensive outline of all 


of inexperienced recruits. Price $25, check, 
m.o. or cash. Satisfaction or money back. 


POESCHL SALES 





4 les Cerros Greenbrae, Calif. 








DEALER SERVICES 



















COMPENSATION PLANS? 


We've got them for you, galore. Yes, you can now have your choice— 
or make up a combination plan of your own from the more than 70 
plans which we can furnish you, covering the following positions: 







Assistant Service Manager 
Service Salesman 

Parts Manager 

Assistant Parts Manager 
Salesmen—New Car 
Salesmen—Used Car 
Salesmen—C ombination 








10225 Grand River 


All cars kept in excellent operating condi- 
tion, driven by one driver during time of 
inside and out. 
Some have overdrive and automatic trans- 


service. All cars clean 


mission. 
Call, write, or see 


BILL WINTZ 
JOE SIMPKINS LEASING CO. 
6415 Easton Ave. 
Phone: Evergreen 2-6490 


ATT’N DEALERS! 
1956 


FORDS 
AND 


PLYMOUTHS 


ANY QUANTITY! 
PRICED TO MOVE! 


= 
All 4dr. ex-taxis with heater / defroster, 


good tires, clean inside and out. All in 
excellent operating shape; most in service 
Many available with 


only 8-10 months. 
power steering and automatic transmission. 


oe 
Don't wolt . . . call, wire or write 


CURRY CHEVROLET 





USED CADILLACS 
WHOLESALE 


ask for Ralph Sovel 


Charlie's Olds-Cadillac 


Detroit, Michigan 


OPPORTUNITY 
USED CARS 


EX-TAXIS 
FORD * PLYM * CHEY 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 


CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 


ANY QUANTITY . .5 to 500 
WRITE - WIRE - CALL 
JAMES F. WATERS. INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Blvd., Long Island City, N. Y. 


ST 6-3300 


H, CHARTERS A, H, AUSTIN 





PARTS FOR SALE 


St. Louis 14, Mo. 


WE 3-5200 


| 


| 


| Leading to the recovery of one 











Rosenblatt’s, 2845 Fulton St., Brooklyn, 
We Be 


° Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax included 
* e 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four =. Hook-Up 
DEALERS' SPECIAL [(F.0.8. Factory Net) 
$44.85 Fed. Tox included 
Meets 1.C.C. Strength Requirements 





$200 REWARD 








1957 Mercury Monterey 2-dr. ® e 

sedan. Color: red and white, serial 

number: 57SL24363M. Stolen from Se ee 
us by conversion (not covered by — - : 
insurance) by an individual calling Write for Illustrated Catalog 
himself Charles Jackson, Hills-|| Factor Sales Division 
boro, Ohio. Young, heavy set,|| PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


and representing himself as a 
young farmer. 


Any information can be forwarded 
to the following: 
Middletown Lincoln- 


Mercury Co., Inc. 
Middietown,O. Phone: GA 2-4501 





TRUCK AND CAR SIGNS made 
with plastic letters. Metal, wood 
masonite letters also. Brass 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 cuz: 
COMPLETE with $6145 


li 





ACCESSORIES WANTED 





AUTO RADIOS 
WANTED 





Guide Cables and 
BRAKE HOOK-UP.......... 
QUICK-TOW Bumper- 

4 Point 


TowKinG ;.%:c, 
Tow Bar Sales Co. 


xelwsive Factory Distributers 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8868 Nites: BA 1-8717 


Call Collect 3,23" 
40 So. Clinton St., Chicago 6, Il. 


Any quantity—all years—all 


makes 


$35.00 
$4500 


CASH WAITING 


Box 7240, c/o Automotive News, 
Detroit 26. 


SHOP EQUIPMENT FOR SALE 


WILL SACRIFICE slightly used Bear 
Brake Tester model 450 and Sparton 
Retriever. Lovell Chevrolet, Daihart, 
Texas. 











New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


FOR SALE $5,000 Studebaker parts 
stock. Declared current by factory in 
1954. Send for list—Make offer, Stanley 
Nichols, Inc., Covington, Va. 


BUICK PARTS 






All token from our research with currently operating dealers all over 
the nation. Mostly incentive type. It would cost you hundreds of dollars 
to obtain them yourself. THEY WILL MAKE YOU THOUSANDS OF 
DOLLARS ADDITIONAL PROFITS. 


DEALER PRICE .............00-00++.0. ONLY $17.95 






Peete eee eeee 















POSES EERE EEE EEE EEE EEE EEE EEE EEE EERE EEE EEE EEE EEE HEHEHE EEE EEE 
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Mail your check today. Put them to work immediately. UP TO 50% DISCOUNT Pcicsn acsadaceecdsedoisdanbaccdicnst cen ee 
Also write us about our annual “Research Management Service" Fast C.0.D. Shipments 
. TRADE CONNECTION: 
AUTOMOTIVE ENTERPRISES Rea Keech Buick Car Dealer Truck Dealer () teenstenes £3 
Retail Research Specialists 3333 Frederick Ave. Jobber [] insurance [] Financial Supplier [) 


10600 Puritan Avenue Detroit 38, Mich. 


Baltimore 29, Md. 
Phone EDmondson 6-4400 





serene 


7-29-57 








es ee . 








Now used by million-car-a-year manufacturer 
Sealed Power’s 


NE W 


STAINLESS STEEL 
OIL RING 


advantages carbon steel rings don’t have 


©@ holds full tension at engine operating temperature 
® highly resistant to corrosion 
® actually hardens in use 


® side-sealing because of axial 
pressure of expander 


® conforms independently of ring groove depth 


®@ high radial pressure against cylinder wall 
assures maximum oil control 


Chrome-plated steel side rails for more than 
double normal ring life 


Let our engineers give you full details—including exceptional performance data in cars of one of America’s largest builders 


‘7 Ma ain i BF eee pipe 
*. z a 





